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INOW -a new AXELSON LATHE 
that makes man hours mean still more 





Companies concerned with the problem of making each man-hour more productive are 
continuously experimenting with the fourth dimension— TIME. Here is a machine 
tool designed with that dimension in mind. Axelson engineers have attacked the 
problem of lathe design from the point of view of the man who will operate the 
machine and the work that will be performed on it. 
You'll find this machine makes each setup easier and faster. You'll find more 
power to get the most out of every cut; you’ll also find a wider range of available 
speeds—speeds that get the most out of all types of ferrous and non-ferrous materials. 
We'll be glad to have your nearby Axelson man tell you personally 
about the new Axelson lathe; just drop us a line. 
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AXELSON MANUFACTURING COMPANY 
DIVISION OF U. S. INDUSTRIES, INC. . 
6160 S$. BOYLE AVENUE, LOS ANGELES 58, CALIFORNIA ° Dealers in Principal Tool Centers of the U. S. 
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ACES 7 the roaring jets 


with Crtres Service... 





The gargantuan, ever-growing thirst of the military jet planes was slaked 
last year by 124,000,000 gallons of Cities Service jet fuels. Cities Service refineries 
are geared to provide increasing quantities of vital defense materiel. 


CITIES @ SERVICE 


A Growth Company 


Number 13 of a series 
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a special message for 
manufacturers of aviation equipment 


need a finish for 
light metal parts? 


IRIDITE 





Here’s the finish that combines corrosion resistance and 
paint adherence with extreme ease of application. It can 
be welded or soldered with no difficulty and presents no 
problem in “patching” scratches, marks or scraped 
sections. Here’s what you can do with Iridite: 


ON ZINC AND CADMIUM you can get highly corrosion re- 
sistant finishes to meet any military or civilian specifi- 
cations and ranging in appearance from olive drab 
through sparkling bright and dyed colors. 

ON COPPER ... Iridite brightens copper, keeps it tarnish- 
free; also lets you drastically cut the cost of copper- 
chrome plating by reducing the need for buffing. 

ON ALUMINUM I ridite gives you a choice of natural alumi- 
num, a golden yellow or dye colored finishes. No special 
racks. No high temperatures. No long immersion. 
Process in bulk. 

ON MAGNESIUM Iridite provides a highly protective film 
in deepening shades of brown. No boiling, elaborate 
cleaning or long immersions. 


AND IRIDITE 1S EASY TO APPLY. Goes on at room tempera- 
ture by dip, brush or spray. No electrolysis. No special 
equipment. No exhausts. No specially trained opera- 
tors. Single dip for basic coatings. Double dip for dye 
colors. The protective Iridite coating is not a superim- 
posed film, cannot flake, chip or peel. 

WANT TO KNOW MORE? We'll gladly treat samples or send you 


complete data. Write direct or call in your Iridite Field Engineer. 
He's listed under Piating Supplies" in your classified phone book. 
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Leon C. STOWELL 





Chairman of the Board, Underwood Corp. 
The well-known company soon finds its leadership 





challenged and it must move on to greater heights. 





But the paths to leadership become more difficult. 
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Acrrep G. LARKE 





Employer Relations Editor 





Seasonal gifts can become a meaningless habit and 





a pointless expenditure if policy is not reviewed and 
practises checked, a DR&MI survey suggests. 














ANNESTA R. GARDNER 


Industrial Editor 





This strong, corrosion-resistant metal has much to 





recommend it. But it also poses some pretty stiff prob- 
lems. Here’s how toappraise it for products and plant. 














Epwarp F. Howrey 
Chairman, Federal Trade Commission 


What’s behind the current merger mood and what 





form will Government action take? The author re- 


views recent developments and questions. 
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Going abroad on business next year? To make it a 3 
pleasant as well as profitable trip, it’s best to plan 
well. Here are some pointers that can help. 





Fourteen Important SSS IEEE REE 
Roy A. FouLKE 


Vice-President, Dun & Bradstreet, Inc. 


Competitors edging ahead of you? These ratios in 











twelve retail lines may help you to compare the 
strength of your business with others in the same line. 








The Fitful Beginnings of Office Automation.....55 


The dream of automation in data processing and document 
production is fast turning into a hard fact. Companies, smalls 
as much as bigs, can profit now, reap amazing benefits later 
from early experience as techniques gather momentum. Al- 
ready, developments seem to have outrun management's un- 
derstanding of their full potential as competitive tools. 


James K. Blake 
Sentor Editor 


Case Study: Integration at Scott Paper...........69 
27 Companies Evaluate the Impact..............77 
Equipment Producers Expand the Concept.......93 
Where Do You Go from Here?................-105 








Please state ttle and employing company when subscribing. 


Adams Street, Chicago, Il. Dun & Brapsrreert also publishes monthly International Markets 
Dun’s Statistical Review. The Dun & BRApDsTREET organization serves American business in the 








fact-finding and reporting activities. 
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Heard in Washington............ 7 


The monthly report on the latest thinking 
in the Capitol as it affects business. 
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The health of the economic climate depends 
on the health of the nation’s executives. 
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Business speaks on Government service. —_$_—_—___—__-_—_- 
nuclear power, and other current topics. — —eiafimetantic 


The Trend of Business............23 
What's happening on the economic scene 
and what factors govern the coming months. 


Highlights and Sidelights......... 33° - pee 


From sun power to youth programs, here are. ——-----—— 
comments on the month’s news and events. 
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The artival or departure of these “floating hotels” || ALAN WOOD STEEL COMPANY 


means a burst of activity for the men of the port. 
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ALLOY METAL WIRE, Prospect Park, Pa., a leading 
manufacturer of wire, rod and strip, in stainless 
steels, nickel alloys, resistance alloys, and spe- 
cially formed wire shapes. Development engi- 
neers assist in drawing specifications to meet 
fabrication needs. 


CONNORS STEEL, Birmingham, Ala., supplies the 
industrial South and Southwest with concrete 
reinforcing bars, merchant bars, structural angles, 
bulb tees, hot rolled strip, steel fence posts, and 
highway sign posts. 


DELTA-STAR ELECTRIC, Chicago, designs and pro- 
duces high-voltage switches and other apparatus 
for the electric power industry. Delta-Star places 
great emphasis on engineering factors as well as 
fundamental and good design. 


ESECO DIVISION, Joliet, Illinois, designs and manu- 
factures complex electrical and propeller-type 
devices used in heavy industry and in certain gov- 
ernment departments, specializing in mobile units 
for furnishing ‘“‘on the ground” power to jet planes. 


LACLEDE-CHRISTY COMPANY, St. Louis, manufac- 
tures fire brick and silica brick, refractory spe- 
cialties, glass industry refractories, and refractory 
supported arch and wall tile. 


Ww 
COMPANY 


LESCHEN WIRE ROPE, St. Louis, manufactures rope 
for oil and gas drilling, bridges, elevators, der- 
ricks and cranes, marine uses, rope slings, and 
countless other uses. 


THE McLAIN FIRE BRICK CO., Pittsburgh, Pa., is the 
largest producer of ‘‘pouring pit” refractory brick, 
comprising dry press and wire cut ladle brick, 
sleeves, nozzles, runners, hot top brick, mold 
plug brick, and special shapes. 


QUAKER RUBBER CORPORATION, Philadelphia, and 
QUAKER PIONEER RUBBER MILLS, San Francisco, 
operate industrial rubber mills, on the Atlantic 
and Pacific Coasts. Rubber belting, hose, packing, 
and moulded rubber in every type and construc- 
tion, together with many other products, serve 
industry, offering long wear and top performance. 


THE RIVERSIDE METAL COMPANY, Riverside, N. J., 

manufactures non-ferrous alloys such as phosphor 

a <a bronzes, beryllium copper, nickel silver and cupro 

- “Re nickel, for industry and through Keystone Watch 

RIVERSIDE "See. Case & Instruments it designs and manufactures 

“ wae fine watch cases and specialty products, particu- 
- “ larly for the aviation field. 


aes scone yi VULCAN CRUCIBLE STEEL COMPANY, Aliquippa, Pa., 
sey INSTRUMENTS has been engaged exclusively, since 1901, in pro- 
ducing a complete line of tool steels—shock, die, 
hot work, high speed and special purpose. These 
steels come in standard or special rolled shapes, 

also finish forged to specification. 


THE WATSON-STILLMAN COMPANY, Roselle, N. J., 
manufactures hydraulic presses for industry, pro- 
ducing simple or complicated shapes with speed, 
accuracy and economy. Capacities: from 500 to 
5000 tons. 


WATSON-STILLMAN FITTINGS, Roselle, N. J., spe- 

ers aiid cializes in forged steel fittings, in carbon, stainless 
and alloy steels for use in the chemical, petroleum, 
petro-chemical, power and other industries, par- 
ticularly wherever high temperatures, high pres- 
sures or corrosive Conditions exist. 


Divisions of 


H. K. PORTER COMPANY, INC. 


Executive Offices: Alcoa Building, Pittsburgh 19, Pa. 
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S TATISTICS pouring 
into Washington are being scruti- 
nized more closely than ever before. 
There is no nervousness among 
those responsible for economic poli- 
cies. They feel the situation is well 
in hand but, like the driver of an 
automobile when it is moving at 
high speed, it is important to be un- 
usually alert. The economy has at- 
tained great momentum. Factors 
that would bring about a decided 
reversal of the trend are not present. 
Indications are that the country is 
heading into its biggest Christmas. 
It is realized that pressures on 
prices of many raw materials and 
manufactured products are great. 
One reason for the close scrutiny is 
to take action that will prevent any 
explosive upturn. Once that hap- 
pens it then is too late for money 
and credit policy to help. The farm 
situation is such that inflation of in- 
dustrial prices would be particularly 
unfortunate. Action to prevent price 
increases has to be taken early. To 
beat them down after a rise is not 
politically possible. 
Flexible money and credit policy 
is undergoing its greatest test. The 
Federal 


control over the situation and is do- 


Reserve has increased its 


ing its utmost to improve the qual- 
ity of credit. Inflationary notions, 
however, get powerful support both 
in and out of Congress. 


Substantial increases in personal 
and corporate incomes lead officials 
to believe that the economy can con- 
tinue on a high plane. The danger 
of crippling strikes is over. Labor 
peace is indicated for 1956. Prospects 
are bright for a continuation of 
high level employment. 

While levels of consumption are 
at new highs nothing approaching 
a buying spree has developed. Some 
concern is expressed about inven- 
tories, Efforts are being made to cut 
down the lag in those figures. It is 
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believed that merchants can be re- 
lied upon to use common sense in 
accumulating goods. 
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Selection of a cabinet is one of 
the most difficult tasks a president 
has to undertake. Limitations 
placed on selections frequently pre- 
vent appointment of those best 
qualified. There are geographical 
considerations. Appointments to 
such departments as agriculture and 
labor must be persons acceptable to 
large groups. Despite these handi- 
caps it is conceded very generally 
that the present cabinet is an excep- 
tionally strong one. President Eisen- 
hower cannot be accused of select- 
ing weak men so he would loom 
large in comparison. They are not 
subservient men. Each is respected 
in his own field. Every section of 
the country—East, New England, 
North, West, and South. Secretary 
Folsom has his legal residence in 
New York, but he was born in 
Georgia. The two portfolios most 
plagued with controversy—state and 
agriculture—are in the hands of 
men who are not hostile types. 


A major effort will be necessary 
for the economy to absorb the 33.33 
per cent increase in the wage base 
voted at the last session of Congress. 
The wisdom of the Administration 
plan, which was defeated, to raise 
the minimum wage gradually will 
become more apparent, it is be- 
lieved, as the new scale goes into 
effect. Results of the law will extend 
into the non-covered areas and en- 
courage demands for a similar in- 
crease in differentials above the 
minimum wage. 

The action raises these questions: 
“If a broad increase in wages can be 
brought about by legislative action 
where is it going to stop? In princi- 
ple, could not Congress go further 
and fix all wage rates?” Legislators 
from Southern States recognize that 
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the real purpose of the legislation 
was to equalize wages in all parts of 
the country. Some of them voted 
for the $1 minimum on the assump- 
tion that it would forestall a $1.25 
minimum that likely would have 
been voted had the bill gone over 
into an election year. 
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No change in the Taft-Hartley 
law at the next session ot Congress 
is expected. There is a general de- 
sire to leave delicate matters un- 
touched in an election year. A sep- 


arate bill covering the handling of 


welfare funds may be enacted. Su- 


pervision of such funds probably 


will be lodged in the Treasury and 
Justice departments. 
Bankers and officials of finance 
companies are more worried about 
consurner debt than is the Federal 
Reserve. Losses are negligible. Re- 
possession rate was higher in 1938. 
The central bank feels it 1S doing 
all that is necessary at present by 
increasing the cost of credit. There 
is evidence that a high percentage 


of consumers are economical. 


Federal officials were confronted 
with difficult problems in extending 
aid in the flood stricken regions. 
Use of public funds is surrounded 
by many restrictions. Uncle Sam is 
being accused of being hard-hearted 
by those who do not realize that 
fact. The law provides specially that 
only $10 million of road money 
may be used for highway and 
rehabilitation. Even that 
fund may be expended on only the 
federal aid system. Another exam- 
ple is the $25 million limitation for 
disaster relief in the Small Business 
Administration law. 

The Red Cross has more leeway. 
It can advance money for rebuild- 
ing homes, for.furniture, and other 
aids in addition to providing shel- 
ter, food, clothing, and basic neces- 
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Now—Volume die production 
brings new manufacturing 
economy! Leaders in automotive, 
aircraft and forging industries 
profit from CUSTOM DIE’S 


proven low-cost dies for 


e forging 
© casting 
e drawing 
e forming 
® stamping 
® extruding 


Write for fyll particulars 
Dept. B 


CUSTOM DIE COMPANY 


619 May Sireet 
Lansing, Michigan 
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Specially designed custom elevator Poriable, manually operated elevator 


BARRETT 
LEVATORS 


from foot-operated models to custom jobs 





Barrett equipment for 
every job 


High labor costs demand special- 
ized equipment. There is a 
Barrett-built unit specially de- 
signed to handle any moving 
job at low cost...even when op- 
erated by less experienced help. 

Your Barrett representative 
will gladly assist in selecting the 
type and model of material han- 
dling equipment best suited to 
your needs. 


Barrett has the answer to any handling prob- 
lem. You may require an economical portable 
elevator of 500 to 5000 Ib. capacity. Or, pos- 
sibly a telescopic model, platform or fork 
pallet type is best suited to your needs. Barrett 
has them—write for Bulletin 558. 


CUSTOM MODELS — designed for special 
handling jobs also available. Elevator types 
(illustrated at left) stack material “ceiling 
high” to conserve valuable floor area for pro- 
duction operations. 






Platform Hi-Lift 


a 


Skid Box 


, 
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bed 
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Write for catalog 535 on 
the complete Barrett Line 





Hond Lift Truck 


BARRETT-CRAVENS COMPANY 
612 Dundee Road, Northbrook, Ill. 


CRESCENT 


ARRETT 


ONE MAN DOES MORE THAN 3 OR 4...WITH A BARRETT 





Aisle Saver 


Representatives in All 
Principal Cities. 
Canadian Licensee: 
S. A. Armstrong, Lid., 
Toronto, Canada. 











sities. Such grants, however, are 
made only when a local advisory 
committee establishes that the vic- 
tim is without resources. 


What Commerce Department of- 
ficials regard as a “smart merchan- 
dising” technique was used by some 
eastern stores when storm warnings 
began to go out. Placards calling 
attention to “hurricane supplies” 
were posted. Inside special display 
was made of lanterns, candles, first 
aid kits, rope, tarpaper, tarpaulins, 
canned heat, slickers, battery radios, 
and other articles for which there 
would be special need in case of a 
storm emergency. 


Government agencies will include 
in future suggestions going to busi- 
ness, the need for disaster plans. 
Calm study in advance of the steps 
that could be taken after a flood or 
other devastation is a precaution the 
need of which was emphasized by 
the recent floods in New England 
where only two or three concerns 
had developed such plans. 

Plant location, design and layout 
in the future will be influenced im- 
portantly by experience with flood 
waters in New England—sites on 
high ground, more one-story build- 
ings, less use of basement space. 
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Principles laid down by the Ad- 
ministration may now be appraised 
on the basis of their implementa- 
tion. Action on items such as 
watches and bicycles tends to ob- 
scure the great advance made in the 
held of international trade. The re- 
ciprocal trade act was extended and 
the whole list of non-dutiable items 
bound on the free list. A new atti- 
tude exists on the part of customs 
officials. Arbitrary interpretations 
and unnecessary red tape have dis- 
appeared. While the watch and bi- 
cycle rulings seem to be inconsis- 
tencies they emphasized that flexi- 
bility would be exercised. Despite 
heavy pressure there has been strict 
adherence to flexibility in support 
prices for farm products. 

Progress has been made toward 
the realization of a balanced bud- 
get. A task force is studying the 





problems of blighted areas and mar- 
ginal farms carrying out the pledge 
to safeguard human resources. Ef- 
forts to get cheaper health and acci- 
dent insurance will be pushed 
harder than ever at the next session 
of Congress. 





The Administration is  deter- 
mined to bring the budget into bal- 
ance before Congress can act on a 
tax cut. That would put Congress 
in the position of forcing the Gov- 
ernment back into the red at a time 
that such action would seem foolish 
if increased receipts should not justi- 
fy it. Secretary Humphrey summed 
up his position in a few words. He 
is opposed to “cutting taxes out of 
borrowed money.” 

Representative Daniel A. Reed, 
the ranking Republican on_ the 
Ways and Means Committee, is 
convinced that voters do not place 
political expediency above stability. 

Inflation, he takes a 
much greater toll than high taxes. 


believes. 


It is becoming increasingly difh- 
cult to induce men with specialized 
knowledge of business matters to 
help Government agencies. When 
need arises for such a person nearly 
everyone asked declines on_ the 
ground that he might be smeared. 
Officials urge business men to con- 
sider the source of such criticism. In 
the whole history of politics the 
demagogue has been a factor. This 
must be accepted as inevitable in a 
democracy. Business men are being 
asked to take note that it is only a 
few politicians who voice the criti- 
cisms. The prevailing feeling in 
Congress is that it is the duty of 
business men to accept assignments 
in the Government when they are 
needed. 

Statistics constitute one of the 
Government’s most valuable serv- 
ices. Federal statisticians feel that 
more should be done to acquaint 
the rank and file of business men 
with the worth of the data that 
Government and private agencies 
collect. $60 million of federal funds 
is expended annually in gathering 
and compiling this information. 
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OUTSTANDING FEATURES 


Air power does the hard work—fast 

















Tension is just right every time 


Field-tested dependability 


Light weight, portable 


For %" and 4” Signode strapping; auto- 
matic seal-feed magazine holds 75 seals; 
tension adjustable to 1600 pounds. 


For more information, write 


SIGNODE ecu 


. 2665 N. Western Ave., Chicago 47, Ill. 


Offices coast to coast—Foreign subsidiaries and distributors world-wide 
in Canada: Canadian Steel Strapping Co., Ltd., Montreal * Toronto 
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MISSILE TEST EQUIPMENT for 


over ten years Farnsworth has partici- 
pated in the design, development, and 
production of guidance and control 
systems and special test equipment for 
such missile programs as Terrier, Talos, 
Sparrow, and others. Numerous “firsts” 
in this field have been accomplished as a 
result of contributions in the form of 
missile receivers, control systems, power 
supplies and complete system analyses. 


INDUSTRIAL TELEVISION Standard 
mode! 600A is the result of Farnsworth’s 
more than 30 years experience in the 
design and production of complex military 
and industrial equipment—engineered 
especially for industrial, educational and 
business use. 


IMAGE CONVERTER TUBES Used 
in any application where it is necessary 
of desirable to ‘‘see in the dark.”’ Con- 
vert an infrared image into a visible 
image. Applications: medical and bio- 
logical research, hot-body observation, 


temperature distribution, crime detec-. 


tion, security, and photography. 


INFRARED VIEWER This unique, 
compact, easy to handle viewer is a 
valuable tool for crime detection, re- 
search and industrial application. Obser- 
vation of objects or scenes in the dark 
is easily accomplished when they are 
illuminated by infrared radiation. 


PHOTOMULTIPLIER TUBES Respon- 
sive in the near infrared spectrum fea- 
turing sensitivities as high as 50 amperes 
per lumen of incident radiation. Applica- 
tions include photometric measurements 
for industrial and scientific uses. 


IMAGE DISSECTOR A highly versa- 
tile TV camera tube particularly well 
adapted for use as a slide or facsimile 
scanner. This tube can be constructed 
in a variety of types to meet special 
requirements. 


RADAR RANGE CALIBRATOR, 
AN /UPM-11A A precision instrument 
incorporating both ‘‘Radar’’ and “Beacon” 
functions. The equipment operates as a 
radar transponder in that pulsed r-f 
energy fed into the equipment results 
in 2 series of return echo pulses being 
fed back from the equipment to the radar 
under calibration. This simulates radar 
targets at accurately determined ranges. 


| Designed 
for testing all radio frequency cables 
that will accommodate, or can be adapted 
to, type “HN”, “‘N”, or “BNC” connectors. 
it will supply a d-c voltage up to 12,000 
volts provided the current drain is neg- 
ligible, and current surges of at least 
3,000 amperes peak into a load of 0.05 
ohm at room temperature. 
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This is the Farnsworth 
T 
the tube with 
SUN-LIKE BRILLIANCE 
AND MEMORY, TOO! 
v ‘ 
foot-lamberts. Ideal for projection purposes. 
MEMORY! |mage storage and presentation of 
: several minutes duration. Operator-controllable. 
' o RESOLUTION! Excellent detail. 300 TV lines. 
Q RESEARCH Write Dept. F-21 for complete details. 
Applied Physics, Circuit 
Research, Solid State 
Physics, Low Temperature Another Farnsworth 
Physics. } 
achievement... 
RADAR one of many complex electronic 
Transmitters and 
Receivers, Computers, products developed, designed 
Microwave Components, 
Pulse-Coding and Circuitry. and produced for defense and 
ELECTRON industry . . . backed by over a 
TUBES , 
Photomultipliers, Storage quarter of a century of continuous 
Tubes, Image Tubes, rene 
Infrared Tubes. success and leadership in the field 
MISSILE of electronics .. . the key to 
Guidance and Control amazing tomorrows. 
Systems, Test Equipment. ; 
; | 
r é 
FARNSWORTH ELECTRONICS COMPANY ~+ FORT WAYNE, /NDIANA 


a division of International Telephone and Telegraph Corporation / 
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_ J HE AXIOM that “more people rust out 
than wear out,” is based on selective judgment. 
There is always the phlegmatic individual 
whose love of routine, and whose lack of sensi- 
tivity immunize him to the nervous strain that 
is the incentive to physical disorder. One of the 
tests of good management is good health among 
the key men in company management. The 
basis of good health in the trying competitive 
years of maturity is the sensible expenditure of 
mental and physical energy and the equally 
necessary program to recharge the nervous 
battery. 

A good miler paces himself against the quar- 
ter miles, and sets up a reserve of strength for 
the drive toward the goal. Pacing is important 
in the game of business even though the com- 
petitive spirit is exercised in a different manner. 
The good manager delegates responsibility, 
has confidence in the people assigned to key 
roles, and doesn’t try to play all the positions 
on the team. Good management takes time to 
rest, finds diversions, and if golf, tennis, or 
bowling is among the physical fun, they are 





indulged in according to the dictates of age and 
common sense. 

The social hour at the club may be good fun 
and good business. The hobby is good if the 
hobby exercises the flabby muscles of the mind 
as well as the body and gives other parts of the 
brain a chance to relax. The human machine is 
a thing of wonder, considering the punishment 
it takes. It gets along with too little and too 
much, and when it complains, it is often the 
mild warning after years of neglect. 

The business executive takes greater risks in 
mind and body than does the average man, and 
there is nothing to be gained when the risk ex- 
ceeds the reward. Proper pacing against the 
demands of the day is the first step toward 
building that ease of mind and strength of pur- 
pose that is so necessary to the vigorous execu- 
tive. And, if he is careful of his own health, he is 
equally concerned with the well-being of his 
staff. “A healthy mind in a healthy body,” was 
the ancient Ronmian motto, and it is a simple 
objective in a complex day of ulcers and coro- 
naries in high places. 


te. Bw 
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It seems that Dun’s Review and 
Modern Industry has been involved in 
a practical joke. Shortly after the Aug- 
ust issue appeared, a number of post- 
cards were received by top manage- 
ment people calling their attention to 
the article on page 45. Although there 
was no signature, there may have been 
the impression that these cards came 
from the magazine. We did not send 
them out, but if you received one and 
laughed, the article did not apply to 
you. The article was, ““The Executive 
of Inadequate Personality.” 


There has been a considerable re- 
sponse to this article. Many readers 
have asked for additional information 
from and about the author. Because of 
the nature of the article the author 
has insisted upon anonymity. 


Eisenhower has received praise for 
his proposed road building program 
and there have also been some favor- 
able comments heard about Senator 
Byrd’s successful ‘‘road block.” Per- 
haps New Jersey has found the way to 
solve highway problems created by the 


opposing views of strong-minded men. 
Recently named chairman of the New 


Jersey Highway Authority was Mrs. 


Katharine Elkus White. 


At the opening of General Motors’ 
magnificent Powerama in Chicago last 
month, Harlow Curtice prophesied 
that the second 100 million horsepower 
of diesel power would be unleashed in 
the next ten years. For the statistically 
minded, this power if harnessed for a 
single dav could lift some 50 million 
tons about three miles into the air. 
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Whether you plan to use LP Gas for standby protection, or as your prime 
fuel source, skilled Skellyfuel engineers can design and construct a propane- 
butane system for your needs. This assures you top efficiency. 


How Much Will Gas Shut-Offs 
Cost Your Company This Year? 


Now is the time to discover how 


a Skellyfuel LP Gas system can protect you against 


shutdowns — and pay for itself with the savings: 


They happen every winter. ..sudden 
gas cut-offs that can mean piant shut- 
downs with costly losses in produc- 
tion and profits. This could happen 
to you this year if you have an inter- 
ruptible Gas Service Contract, or if a 
gas pipe-line breaks. So why risk it? 


like so many other companies are 
doing, now is the time to turn to 
Skellyfuel for a standby LP Gas in- 
stallation. Skellyfuel gives you posi- 
tive protection that may pay for 
itself with savings from as little as a 
few days use. 





Skellyfuel 


605 West 47th Street « 
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Your worries are over when you con- 
tact Skellyfuel. Our integrated serv- 
ice includes everything from analyz- 
ing your needs to designing and con- 
structing your fuel system and sup- 
plying the right butane or propane 
for your plant. 


No other company surpasses the en- 
gineering know-how, the assured sup- 
ply, the exacting quality, and the 
continuing service available from 
Skellyfuel. For more information 
write for Skellyfuel booklet. 


SKELLY OIL CO. 
Industrial Division 


Kansas City 41, Missouri 


FREE: Send this coupon or write today 
® for new Skellyfuel booklet. 
Skelly Oil Company, Industrial Division, Dept. D 

605 West 47th Street, Kansas City 41, Missouri 
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VOICE 
OF INDUSTRY 


Business men and Government offices; small 


business advantages in automation; make or 


buy; atomic vs. conventional power; personnel. 


Help business 
by aiding government 


“It means the 
acceptance of 
public office.” 


JOHN S. COLEMAN 





President, Burroughs Corvoretion, be- 
fore Manufacturers Association of 
Connecticut, in Hartford. 


No group in our society can ex- 
pect to have its point of view heard 
unless it states it continually and 
persuasively—before the public, be- 
fore the Congress, in the Adminis- 
tration, in the press, within each of 
the political parties, and in every 
place where policies are determined 
and decisions made. Note that I 
say “unless it states its case persta- 
swely.” This is a most important 
qualification. It is often said, prob- 
ably unjustly, that generals are al- 
ways fighting the last war. Wheth- 
er or not it is true of generals, I 
suspect the charge may well be true 
of some business men. At times I 
feel we may have been more inter- 
ested in protesting against the pass- 
ing of a world that will never come 
back, than in guiding and leading 
the world as it is. 

What, then, does all this mean 
for us? It means the acceptance of 
public office. It means the willing- 
ness to serve on Government com- 
mittees and commissions. It means 
the active participation in the coun- 
cils of both parties—and though I 
suspect most of us tend to be Re- 
publicans, it is equally important, 
if not more so, that enlightened 
business opinion be heard in the 
Democratic party. It means a posi- 
tive and helpful attitude to civil 


servants and the men who, with 
meager awards and much abuse, 
shoulder great responsibilities. It 
means keeping ourselves informed 
on the issues of the day so that we 
can in public and private discus- 
sion, give the kind of leadership 
which will deserve to be followed. 

Another condition must also be 
fulfilled if business men are to 
make their full contribution to the 
formation of public policy. That 
ccndition is the support and en- 
couragement of their business col- 


leagues. 


Automation advantages 
for small businesses 


com franies 
. are interest d 
in’ large volume 
markets .. 


PAUL B. WISHART 





President, Minneapolis-Honeywell 
Regulator Company, before Sym posi- 
um on Electronics and Automatic Pro- 
duction, in San Francisco, Cal. 


While many of the larger com- 
panies already have large and com- 
petent staffs of technicians study- 
ing, devising and recommending 
automation programs, the smaller 
companies cannot afford the luxury 
of such departments. 

But they do enjoy one conspicu- 
ous advantage. The growing num- 
ber of companies that are in the 
business of producing automation 
equipment naturally are interested 
in large-volume markets, as is ev- 
eryone else. A quick look at the 
census of manufacturers tells any 
such supplier that if he is looking 
for volume, the number of plants 
with less than 1,000 employees 1s 
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A symphony in your palm 


Now, thanks to a rare metal called germanium, an 
amazing semiconductor material, you can take your 
favorite radio program with you wherever you go. 

By replacing bulky vacuum tubes with stream- 
lined germanium transistors, radio manufacturers 
are greatly minimizing overall weight and size, yet 
increasing efficiency, decreasing power demand 
and maintenance. And other electronic manufac- 
turers are finding equally important applications 








Since 1843 » 
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The Eagle-Picher Company e 


for germanium semiconductors—in products that 
range from hearing aids to complex computers. 

Because raw materials used in semiconductor 
products must be of the highest purity and uni- 
formity, manufacturers of transistors and rectifiers 
turn to Eagle-Picher, the nation’s first and princi- 
pal source of germanium. They rely on Eagle-Picher 
for rigid quality control geared to meet their ex- 
acting specifications. 


Germanium is among hundreds of Eagle-Picher products 
for homes and broadly diversified basic and growth industries. 


Divisions and principal products... MINING & SMELTING DIVISION, zinc, lead, germa- 
nium, Cadmium— INSULATION DIVISION, aluminum combination storm windows and 
doors, mineral wool insulations, diatomaceous earth productS—PIGMENT DIVISION, 
lead and zinc pigments and Oxides—FABRICON PRODUCTS DIVISION, automobile prod- 
ucts, plastics, waxed paper and cellophane food wrappers—onio ruBBER COMPANY 
Division, molded and extruded rubber products. We welcome opportunities to 
share our research, production and application experience. Just drop us a line. 


| EAGLE-PICHER 


General Offices: Cincinnati 1, Ohio 
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The small gap between dock and carrier is an important one! 
If neglected, it can cause a large gap in your profits! If properly 
spanned with a Magliner magnesium dock board, it can make 
your shipping-receiving costs go down—and stay down! 








Job-engineered to meet the requirements of your dock and 
loading operation, Magliners speed traffic . .. move more loads 
in less time! They’re made of magnesium for greater strength 
and safety, long service life and easy one-man handling. Most 
important of all, Magliners 
are engineered by dock board 
specialists for your specific 
job —and manufactured by 
mass production methods 
that keep prices down and 
deliveries prompt! 


Let us prove that properly 
spanning the small distance 
from dock to carrier will make 
a big difference in your load- 
ing costs. Don't miss this 
opportunity for substantial 
savings! Write today for 
Bulletin DB-204 and the 
name of your local Magline 
representative. 














WRITE TODAY! Send your 
name and address for a copy 
oi Bulletin DB-204! 


MAGLINE INC. ¢ P.O. Box 110 
PINCONNING, MICHIGAN 
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where the volume market lies. His 
urge, therefore, will be to design 
his wares, in so far as possible, to 
fit the needs of these more numer- 
ous small businesses. 

I am not saying that automation 
equipment will be in the class of 
the shelf item. But I am sure that 
this logical interest in the broad 
rather than the narrow market will 
ease the load on many a small com- 
pany which wants to benefit from 
a certain amount of automation but 
cannot afford the cost of designing 
and tailor-making all of the neces- 
sary equipment. 

My guess is that we will be as- 
tonished to look back ten years 
from now and see how much auto- 
mation has resulted trom the offer- 
ing in the marketplace of standard 
ized automation equipment, devel- 
oped to meet the common denomi- 
nator requirements of hundreds or 
thousands of small and medium- 
sized companies. 

I would like to lay some empha- 
sis on the influence of automation 
upon quality. It will improve the 
quality of products generally no 
matter the plant’s size. This is con- 
sistent with all of our experience 
to date. 


Make or buy? 
What's the answer? 


. at may be 





costing your com- 
pany money.” 


CARTER C. HIGGINS 


President, Worcester Pressed Stéel 
Company, before National Association 


of Purchasing Agents, New York,N.Y. 


Creative purchasing should play 
a part in establishing make or buy 
decisions. Cost comparisons of your 
own costs with outside costs are 
important,—maybe not for every 
job, but at least sufficient for a gen- 
eral check. Unless estimates of in- 
side costs fairly reflect the costs in- 
volved, it may be costing your 
company money. After all, inside 
your plant you will have all of a 
supplier’s costs except for his sales, 
shipment, profit and income tax 
expenses. The fact that he must be 
efficient to survive, means that he 
has been overcoming such minor 
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ALLEN Punch Press 


2-Ton Power Bench Type 
Powerful, Dependable, Economical 


For light work—stamping, forming, riveting— 
metal, fiber or other material. 

Overall height 20%” ... Base size 9” «x 
BY,” ... Die bed 644” x 8... Ram face 
11,” x 34%” ... Ram stroke 34”. . 
%” ram adjustment. . . sturdy, single pin, 
non-repeat hand lever clutch ... V-belt 
drive... weight 105 Ibs. 

Requires only 44 H.P. motor. 


. positive 


The machine of a thousand uses! Adequate for 
many types of work now done on large presses 
at greater expense. 


Fully Guaranteed 


Order TODAY. Price $97.50 F.O.B., Clinton, 
Mo. (Includes Motor bracket, V-belt, motor 
pulley, less motor) 


ALVA F. ALLEN, DEPT. DR, CLINTON, MO. 
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Firms 


Because It Qutlasts 
Ordinary Brushes 
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27 Speed Sweep styles and sizes to 


meet every sweeping need. Write 


for prices today. 


i) MILWAUKEE DUSTLESS BRUSH CO. 
530 N. 22nd St., Milwaukee 3, Wis. 


and 


Circular 


OLIVER Super 55 Tractor 
uses \V/ICKER$. HYDRAULICS 


to provide SUper Versatility 





The new Oliver Super 55 Tractor demonstrates 
to excellent advantage the many benefits that 
Vickers Hydraulics offer the design engineer. 
On the Super 55, a Vickers valve and pump 
are used to provide the 3-point hitch tools with 
either automatic constant draft or automatic 
constant depth . . . at the flip of a lever. By 
addition of the Vickers 3-in-1 Valve shown 
below a separate and independent control 
system can be provided for operating front- or 
side-mounted equipment. Built-in overload relief 
protects against damage, while merely turning 
a knob on this valve changes the amount of oil 
flow for fast or slow operation. 


The versatility of Vickers Hydraulics is very 
useful to design engineers concerned with a 
wide variety of other products. For information 
upon applications similar to your own particular 
needs, ger m touch with the nearess Vickers AUTOMATIC CONSTANT AUTOMATIC IMPLEMENT 
Application Engineering Office listed below. DRAFT CONTROL POSITION CONTROL 

When irregular ground or soil conditions tend to increase or decrease draft, the Vickers 

Servo Valve acts automatically to raise or lower the implement slightly. Movement is so 


VICKERS Incor pora ted smooth as to be almost imperceptible . . . with no sign of jump. Overloading, wheel slippage 
and stalling of tractor are prevented. Flipping a lever on the valve automatically provides 


DIVISION OF SPERRY RAND CORPORATION 3 
constant depth regardless of ground contour or changing soil. 


1424 OAKMAN BLVD. * DETROIT 32, MICHIGAN 
INDEPENDENT HYDRAULIC 


Application Engineering Offices: © ATLANTA ® CHICAGO ® CIN.- 

CINNATI @ CLEVELAND ® DETROIT © HOUSTON ® LOS ANGELES CYLINDER CONTROL 

AREA (El Segundo) © MINNEAPOLIS © NEW YORK AREA (Summit, na 

N.J.) © PHILADELPHIA AREA (Media) ® PITTSBURGH AREA (MI. Addition of Vickers 3- 

Lebonon) © PORTLAND, ORE. ® ROCHESTER ® ROCKFORD © SAN in-1 Valve permits 
1S REA (Berkeley) © SEATTLE ® ST. LOUIS © - 

WASHINGTON © WORCESTER operation of pull-type 

IN CANADA: Vickers-Sperry of Canada, Lid., Toronto and mounted equip- 


ment of al] kinds inde- 
pendent of the main 
hydraulic system but 
using same pump. 


7245 











WICKER 8 





SERVO 

VALVE 
Provides smooth, accurate and instant response Four-way directional valve with built-in flow | Hydraulically balanced and having automatic 
to load or position changes of hitch tools. It is control and relief valve is mounted externally wear compensation, this pump delivers more 
mounted inside the oil reservoir and has an to provide control for separate hydraulic system oil while taking less power. A single pump 
external lever. (front- or side-mounted equipment). supplies all needs. 


ENGINEERS AND. BUILDERS OF OIL HYDRAULIC EQUIPMENT SINCE 19217 
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in BsO’s @ 
LAND OF BIG OPPORTUNITIES 


Today’s industry count in B&O’s Land of Big 
Opportunities is ample proof of industry’s confi- 
dence in the area .. . and 500 million dollars more 
invested this year in new and expanded plants 
and equipment underscores area importance for 
you. B&O has SITES to SUIT! See them on the 
ground... or at your desk in 3-dimensional color 
and airviews. 


Ask our man! You can reach him at: 
New York 4 Phone: Digby 4-1600 


Baltimore 1 Phone: LExington 9-0400 
Pittsburgh 22 Phone: COurt 1-6220 
Cincinnati 2 Phone: DUnbar 1-2900 
Chicago 7 Phone: WAbash 2-2211 


Baltimore & Ohio Railroad 


Constantly doing things—better! 





16 














differences for years, while captive 
operations may go on draining your 
profits more or less indefinitely. 

The principal reasons for making 
are that it looks cheaper, that it is 
easier to control your own sched- 
ules and design changes, and may- 
be on some fussy parts, you can be 
more of a specialist than any out- 
sider. To a limited extent, your 
plant overhead will be absorbed by 
employing more people in making, 
but making is not the cure-all for 
high overhead. How long can you 
pay more for a part than its value? 

The principal reasons for buying 
are that it looks cheaper and that 
you don’t have the space, equip- 
ment, or know-how to duplicate 
that of the outside supplier. His 
knowledge can be helpful to you. 
Your company wants to be free to 
concentrate on your specialty. 

Let me urge creative buying and 
wise policies. Small savings in buy- 
ing dollars or in making dollars 
loom large in relation to your profit 
margins. 

Making should not be based on 
it being a good feeling to expand 
your plant and number of employ- 
ees. Base it on being good business. 


¢ 
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The economic future 
with atomic power 


sé 


. it 1s impor- 
tant that we make 
haste slowly.” 


DR. T. KEITH GLENNAN 


President, Case Institute of Technol- 
ogy, before Alumni Day Conference, 
Massachusetts Institute of Technology. 





One often hears the question 
asked—when will power generated 
through the use of nuclear fuels 
replace power generated through 
the use of conventional fuels? The 
question can be answered rather 
simply. For a long time to come 
(this) will be supplemental power. 
It will dominate the power field 
only when it is cheaper than con- 


ventional power generation and 


when the existing power plants are 


retired from service by reason of 
age or obsolescence. But in the 
question there seems to be some 


suggestion that when atomic power 





TRUCK LEASING 
EXPERIENCE 








IS AVAILABLE TO 
YOU 











Truck users! You will be 
pleased with our all-service 


truckleasing. 





America’s leading firms utilize the 
efficiency of our specialized 
facilities. Forget your prob- 
lems of replacement, break- 






downs, 


Wlembenrs in principal cities 


repairs, 
licenses, paper-work, 
calls, tied-up capital and 
extras. Know your costs in 
advance.Let us engineer your 
fleet to fit your exact needs. 


TRUCK LEASING 
SYSTEM 


23 EAST JACKSON BOULEVARD CHICAGO 4 
Look up National Truck Leasing System in your local ‘phone book, or write for '‘How Leas- . 


| ing Helps Your Financial Statement” and a listing of NTLS Companies in brochure No. D-7 


insurance, 
road 


buy... 





LEASE 


your trucks 
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Select DIAMOND (From stock) for drives like these 





# 





One Shaft to Another One Shaft to Another 
Shafts Operate in Opposite Directions 


Both Revolve Same Direction 





ALWAYS 


For many, many 
years, Diamond Chain 
has been Preloaded 
ofter Gssembly for the 
PUI pose of bringing 
P!n-bushing Se atin 
into Stabilized phe 


tionship : 
: Prior to fj 
installation, ~~ 





High Speed Motor Drive 


One Shaft to Several 
Always Economical, and Constant Speed Ratio 


Not only flexible in application, but economical as well, 


Diamond Roller Chains maintain constant speed ratio 
P DIAMOND CHAIN COMPANY, Inc. 


and high (98-99%) efficiency. 
Drive requirements can be met quickly bec f th es eee 
q © met quicaly Decause OF tne Dept. 422, 402 Kentucky Avenue, Indianapolis 7, Indiana 


Offices and Distributors in All Principal Cities 


Please refer to the classified section of your local telephone 
directory under the heading CHAINS or CHAINS-ROLLER 


greatly increased range of STOCK Chains and Sprockets 


now available. 
Whether the drive center distances are short or long; 


speeds high, low, or medium; Diamond Roller Chains 


will do the job. And power transfer, in large or small 
amounts, presents no problem. New Catalog 754 cover- R Chain 


ing stock Chains and Sprockets will help you to correct 
selection, 
‘4A DIAMOND 
® 
TRADE <> MARK 
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TRANSISTOR-RADIO! G.E.’s new All-Transistor Portable, Model 675, made 
possible by High Frequency transistor developed by General Electric. 


NOW-—A FULL LINE OF 
G-E HIGH FREQUENCY TRANSISTORS 
FOR ALL RADIO APPLICATIONS 


New G-E H.F. PNP Transistors, 2N135, 2N136, 2N137, 
Complement the G-E 2N78 NPN 


HIS new line of G-E High 

Frequency PNP Transistors 
offers immediate benefits to elec- 
tronics manufacturers for use in 
RF and IF amplifier circuits. The 
new H.F. designs, now in full pro- 
duction, were created specifically 
for use in radio circuits. The line 
provides minimum alpha cut-offs 
of 3 MC, 5 MC and 7 MC—coupled 
with a 5 ua maximum collector 
cut-off current. The result: all the 
high-gain and high-power advan- 
tages of other General Electric 
transistors, plus operating ranges 
of from 3 to 15 MC depending on 
the transistor selected. 


NOW IN COMMERCIAL RADIO CIRCUITS 


In the circuit above, the 2N136 
is used as a converter—its 5 MC 
minimum alpha cut-off assures 
stable oscillator performance and 
high conversion gain. The 2N137 
—with 7 MC minimum alpha cut- 
off—provides 33 db gain at 455 


KC. The high frequency 2N135 
offers a higher collector voltage 
rating for the second IF where it 
is needed. The 2N78 NPN tran- 
sistor—originally designed for 
computer and RF circuitry— 
proved ideal as a power detector 
and audio amplifier to drive a 
2N44 power output transistor 
with direct coupling. 
PRODUCTION QUANTITIES AVAILABLE 

General Electric’s new high fre- 
quency line is in mass production 
now. Detailed characteristics and 
specifications of the G-E 2N135, 
2N136, and 2N137 transistors 
may be obtained upon request. 
Your G-E Semiconductor special- 
ist and our factory application 
engineers have the answers to 
your transistor radio circuit 
questions. Call them in, or write: 
General Electric Co., Semicon- 
ductor Products, Section X78105, 
Electronics Park, Syracuse, N.Y. 


Progress /s Our Most Important Product 


GENERAL @@) ELECTRIC 


1s 





does replace conventional power 
something new and different will 
have a great effect on our lives. 

As a nation, we have utilized 
power to supplement and to replace 
the physical exertions of men. Pow- 
er generated from nuclear fuels will 
do this just as well but no better 
than is the case with conventional 
fuels. Stripped of its glamor, nu- 
clear power will extend our capac- 
ity to substitute mechanical energy 
for human energy. There can be no 
question but that nuclear fuel as- 
sures the continuation of our type 
of mass production economy for 
generations and perhaps centuries 
to come. 


Getting along 
with the employees 


‘é 


; . communicate 

with the union 

through the em- 
, 


oR ployees me 
THOMAS G. SPATES 





Professor of Personnel Administration, 
Yale University, before Manufacturers 
Association of Hartford County, Inc. 


The goals of modern personnel 
administration should 
as: a) To maintain mutually satis- 


be defined 
factory interpersonal relationships 
among all members of each organ- 
ization group; b) To help in the 
growth of the personality of every- 
one on the payroll. 

Within the framework of these 
objectives, I have some specific rec- 
ommendations to offer: 

1. Management should adminis- 
ter its affairs by consultation and 
explanation, not by autocratic di- 
rectives. This is necessary to give 
workers a sense of participation. 

2. Management should develop 
an organization consistent with the 
established and proven principles 
we have inherited. 

3. Management should commit 
itself in writing as to its philosophy 
and means of implementation. 

4. Management should do what 
is necessary to develop skills of su- 
pervisors in handling problem solv- 
ing conferences. 

5. If your company is unionized, 
communicate with the union 
through the employees, rather than 
the reverse. 


% Automatically! 


Saut-ODr 


Electric Dryers 


*< eliminate 
needless towel costs! 


(No more buying and storing of towels) 
*k save 
maintenance overhead! 


(24-hour service—no waste to empty) 
> clean-up 
littered washrooms ! 


_{More sanitary! No fire hazard!) 
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Write Today For Latest Facts! 


Sani-Dri is the original and only 
complete line of dryers sold through- 


ae 





out the world. All models carry . . 
ae * Underwriters’ Seal and full 2-year 
7 d “i guarantee. Write today! ze 





wl Distributors in All Principal Cities 


THE CHICAGO HARDWARE FOUNDRY CO. 


“Dependable Since 1897” r ‘ 
36105 Commonwealth Ave. - North Chicago, Ill. 
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YOU BENEFIT... 


by over 50 years of 
experience 


Revolvator Uplifter Portable Elevator. 
Multiple use, multiple purpose 
Revolvator Uplifters, products of 
50 years of engineering know-how 
solve handling problems through- 
out all industry. Ideal for shop 
usage, Revolvator Uplifters also 
speed handling in the shipping <i " 
department with equal efficiency. 
The Uplifter is ideal when ne 
shipping dock is available. Elec- 
trically-powered Uplifter portable 
elevators are available in either 
“plug-in” or battery operated 
models. Write for information. 


TREVOLVATOR CO. 


8702 Tonnele Ave., N. Bergen, N. J. 





Shown is 
Uplifter load- 
ing highway 
truck. 





Revolvater Up- 
lifters: 1000 Ib. 
and 2000 Ib. 
capacity. Also 
dual capacity 
hand-operated 
smeodels. 

















WHAT’S NEW IN MOTOR CONTROL? « x» » GET IT FIRST IN CUTLER-HAMMER 


Now...the spectacular new 
Cutler-Hammer Unitrol 


pai maa a Star studded with features that provide 
fastest installation or rearrangement of 
motor control, maximum space economy, 
unparalleled motor control performance 
and new safety for men and equipment. 





































Fifteen years ago Cutler-Hammer Unitrol pioneered the 
idea of flexible control centers... the modern way to 
organize control equipment for better performance, 
greater safety, and quick rearrangement to meet indus- 
try’s constantly changing control requirements. Few 
engineering advances ever received such enthusiastic ac- 
claim or such rapid widespread use. Through the years 
there have been many imitations, but only one Unitrol. 

Today Cutler-Hammer engineering leadership opens 
another new era in flexible control centers with the great 
new Cutler-Hammer * * * Unitrol. Star studded with 
features that permit new speed in installation, new speed 
in any reorganization of the equipment, more control 
units in less space, new safety for men and equipment 
and new motor control performance that simply has 
no equal. Whether you desire truly modern control for 
just a few machines, a full department or an entire 
factory, be sure you have all the facts about the new 
Cutler-Hammer * * * Unitrol before you buy. Write 
or wire today. CUTLER-HAMMER, Inc., 1436 St. Paul 
Avenue, Milwaukee 1, Wisconsin. 


Standardized Modular Construction C U TL E id AMM E R 


All control units are 20" wide and in mul- A ’ 
tiples of 14” in height. This permits easy id Sv Ss 


interchange of various sizes and types of ‘ 
aaa ae 
——— UNITROL — 
RT ET ‘ eae 





control units without rearrangement of the 
entire control assembly and avoids wasting 
space withdead panelstoadapt non-uniform 
control units. This standardized modular 
construction also insures good appearance 
at all times because horizontal lines match, 





Unitrol Uni-Plug Saves Time and Trouble 

Uni-Plug automatically connects each control 
unit to its power supply when the unit slides into 
operating ‘bam tt It also assures complete dis- 


connect whenever the unit is pulled forward for 
inspection or attention. All units can be locked 
in ‘‘disconnect’’ position. Unitrol Uni-Plug thus 
saves wiring and rewiring time—and insures 
safety. 


3-Position Self-Aligning Disconnect Operators 


Unitrol control units can be equipped with either 
fused disconnect switches or circuit breakers. 
Both types have self-aligning three-position oper- 
ators which are arranged for padlocking with as 
many as three locks in “off’’ position. 


The name UNITROL is a Cutler-Hammer trade mark. 


New Cutler-Hammer * * * Control Units 


New Superlife Vertical Contacts end care and 
costs for all time in normal control uses. Adjust- 
able Load Sensing Coils with 3% overload accu- 
racy (compared to usual 12%) permits motors to 
work harder safely. Full 3-Phase Protection now 
costs as little as $6 (list price) additional per con- 
trol unit. Compare this with the cost of just one 
motor burn-out. 
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MEETING THE CHALLENGE with modern 
methods and machines — stamping electrical 
parts faster, atlower cost! 


MODERN PRESSES ARE PAYING OFF FOR 
THE ELECTRICAL EQUIPMENT INDUSTRY 


Off the car and on the job... typical of the faster, eas- 
ier press installation Danly is so famous for ...a re- 
sult of pre-assembly and pre-testing before delivery. 














An important part of today’s capital goods 


Praccec are expenditure in the electrical equipment 
: industry is ear-marked for Danly Presses 


The progress story of today’s electrical equipment in- 
dustry is being told in terms of more efficient, lower 


| @ 
: | cost production. It is being written by leaders in the 
industry who are turning to newer, more efficient ma- 
: chines to achieve the greatest possible production 
economies. Modern presses are foremost in their con- 


sideration. And more than ever before, they call on 
Danly to do the job. 


Lasting precision performance by Danly, resulting in 
more stampings per shift, is one of the big reasons why 
Danly Presses are the big choice in practically every 
industry. It starts with Danly’s extremely accurate yet 
extra-rugged construction. But Dahly goes further, pre- 
assembles and work-tests every Danly Press at its own 
plant to eliminate major installation delays. Danly also 
makes the electrical and pneumatic control system an 
integral part of the press .. . a method that actually 
saves weeks of installation time. And Danly employs 
automatic oil lubrication, reduces press maintenance by 
hundreds of hours . . . assures positive press protection 
with a fool-proof lubrication safety system. The results 
are many: unmatched performance records, months of 
continuous peak-load operation with no maintenance, 
less costly down time, fewer rejects. Dollar-wise advan- 
tages are unprecedented ... increased production at 
much lower cost, increased die life. 


You, too, can have these same cost saving advantages 
that Danly Presses give to so many others. Like them, 
you'll want complete facts and figures. You can get 
them by talking with a Danly engineer. Why not 
phone him soon? 


DANLY MACHINE SPECIALTIES, INC, 


2100 South Laramie Avenue, Chicago 50, Illinois 


Danlys broad line offérs all industry the right prece to meet every modern mase production need 


i 
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DANLY UNDERDRIVE PRESSES DANLY AUTOFEED PRESSES DANLY STRAIGHT SIDE PRESSES 


Single, double and triple action in a Industry’s No. 1 choice for uninter- Single and double action, from 50 to 
wide range of press tonnages. rupted production, longer die life. 3000 tons... right for every tough job. 


It costs less fo run a Danly Press 


® 
MECHANICAL PRESSES 
DIE SETS « DIEMAKERS’ SUPPLIES 





“UPSTATE,N.Y” 


One of the busiest inland ports 
in the world is Buffalo harbor. 
Soon to become a seaport (thru 
the new St. Lawrence Seaway), 
it’s avital link between the Great 
Lakes area and the East. And 
it’s a symbol of the expanding 
economy of the whole bustling 
region known as “Upstate”... 
from the Hudson River to the 
Niagara Frontier. 

Many of the world’s richest 
markets, including busy, ex- 
panding Canada, lie on “Up- 
state’s” doorstep. Most Upstate 
people are skilled, home-owning 
workers who enjoy living in its 
stimulating four-season climate. 

Looking for a place to move 
your offices, establish a new 
plant or a research center? Let 
us tell you more about what Up- 
state has for you, including all 
the low-cost electricity you need! 
Write Earle J. Machold, Pres- 
ident, Niagara Mohawk Power 
Corporation, Syracuse, N. Y. 


The New York State Thruway flows through the 
heart of the Niagara Mohawk System... .a land 
of opportunity for any business that wants a 
bigger market for its products and skilled em- 
ployees to make them. 


NIAGARA 
MOHAWK 











ALONG THE OHIO RIVER, LOUISVILLE, KY.—HOWE PHOTOGRAPH 
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New Peak in Production 
. Testing Period Ahead? 
tries were scraping capacity ceilings 
. . Making Tracks and shortages of metals hindered 
operations in many lines, 
Like a resolute little locomotive, During August total industrial 
the American economy kept chug- output had spurted ahead to 140 
‘ ‘ ging upward determinedly during (1947-1949 100) a new record lev- 
August and September. The wide- el, slightly above the previous peak 
spread confidence of most business last Spring. The gain over the year- 
men provided the steady driving ago level was an impressive 15 per 
force while there was certainly no cent. However, such gains may be 
lack of fuel. Among the sources of | less common in the months ahead 
steam for business in the months for output was rising steadily last 
ahead are: Fall. 
® Low inventory levels 
® Higher peak-level plant 
and equipment expenditures 
® Rising consumer incomes Weckly Lf Ew Signposts 
and spending 
Wiacmeing | aeltnanent | ARIE. a, Geechee Tes 
(socal, ate, Se eae) Steel Ingot Production. 231 231 
spending. Tas Tkeuniid Ten 
Week-by-week spot checks Bituminous Coal Mined 99 86 
in 66 offices in 39 States re- pin rmaate ti ccnnceaicis 1 
flected steady improvement Automobile Production. —141 96 
Fate . Fhousand Cars and Trucks 
in industrial production, Electric Power Output. 1058 1016 
new orders, factory employ- Ten Million KW Hours 
ment, retail sales, and collec- Freight Carloadings. .. 822 707 
tions during September. See Se 
Among the few dark spots ga, age pl non 
which marred the generally Wholesale Prices...... lil =s Il 
bright picture were lagging Index Number (1947-1949= 100) 
< . farm income, rising costs, Bank Clearings Ee aes ae 120 100 


and the persistence of several 
distress areas in the textile 
towns of New England and 

¥ coal-mining areas of Penn- 
sylvania. 

The rise in industrial pro- 
duction in September was 
somewhat less than usual for 
for the month. Most indus- 





moO Dk EN 





LN 
* 
re 


ia if iit iN 


os 


. 


New Orders Still Rising 


» _ 
But Failures Increase 





This is a Business Conditions 
Staff Report, prepared largely 
from information gathered in 
140 Dun & Brapstreet offices 
in 46 States. 











Automobile production fell sharp- 
ly last month for model-change- 
overs but total production this year 
is widely expected to reach about 
7.5 million, 
makers generally expect to sell 

slightly fewer cars next year. 


a new record. Auto- 








Hundred Million Dollars 


Money in Circulation. . 305 304 


Hundred Million Dollars 


Business Failures....... 19] 205 


Number of Failures 


*Steel data are for the week of September 24; all others 


are for the prior week. 


Sources: Amer. Iron & Steel! Inst.: Bureau of Mines: 
motwve News; Edison Elec. Inst.: Assn. 


Bureau of Labor Statistics; Dun « BRADSTREET, 


Auto- 
ot Amer. Railroads; 


During the current slow- 
down in automobile output 
many dealers ran many re- 








duced price promotions to 
sell off their remaining 1955 


a models, about which there is 
much less concern than there 

81 was a month ago. 
The orders for steel from 
71 automakers, which account- 
907 ed for 24 per cent so far this 


year, fell much less than ex- 
711 pected during the model- 
changeover period. 

120 “The outlook for virtually 


all steel products is decidedly 


110 SE guesha tha 
gloomy.” This is how Iron 
104 Age magazine describes the 
extremely tight supply situa- 
301 tion for most steel products. 
195 Many mills are running two 


months behind their deliv- 
ery schedules and some items 
—particularly flat-rolled steel 
—will not be currently avail- 
aia able until the middle of 1956. 








Continued on page 24 


THE MAN WHO FEELS SAFE 
WORKS BETTER 


Econo 


HI-REACH 
TELESCOPER 


ENGINEERED FOR STRENGTH 
STABILITY AND SAFETY 











Safety i is our jon coisidnadios in build- 
ing Hi-Reach Telescopers. 

During the past quarter of a century 
of making Hi-Reach Platform Tele- 
scopers, our engineers have constantly 
improved the mechanical construction 
to obtain maximum stability, smooth 
time-saving lifting action, and safety. 

Standard Models available from 10’-9” 
to 35 ft. high, and custom-built units as 
high as 100 ft. if you like. 


ECONOMY ENGINEERING CO. Est. 190) 
4516 W. Lake St., Chicago 24, Hil. 


ardeeetens Guinean day Ki fee ria 


ECONOMY ENGINEERING CO 
4516 W. Loke St., Chicago 24 
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Why, in one year, 73 companies paid 
28% more for this Baker Gas Truck 


The Baker Gas-O-Matic introduces a revolutionary new 
concept in automatic transmissions for gas-powered fork 
lift trucks. Instead of a torque converter, it employs a 
variable voltage generator—integral with the gasoline 
engine —and an electric motor. 


The initial cost of this truck is about 28% higher than 
conventional clutch-type gas fork trucks. But . . . operating 
and maintenance costs are extremely low—in line with the 
higher priced battery-powered electrics. Moreover, frame, 
uprights, steering assembly, drive axle, etc.—in fact 90% of 
Gas-O-Matic’s components—are standard Baker electric 
truck parts which always last 10 years or more. 


Gas-O-Matic users have proven that 


4. Fuel savings, originally estimated by our en- 
gineers as 40%, are actually in excess of 50% 
over ordinary gas trucks. 


2 Depreciation costs are less because truck can 
be amortized over 9 years instead of 5. 


<3. Maintenance costs are less—no clutch or trans- 
mission to wear out and replace—30% fewer 
moving parts—no complicated electrical system 
—engine operates at controlled optimum RPM. 


These Gas-O-Matic customers recognize 
the “lower-first-cost” fallacy—many of 
them have re-ordered for the second and 
third time—based on their experience 
with these trucks. 


Write for 


complete informa- 
tion about this un- 
usual fork lift truck. 


THE BAKER- 
RAULANG CO. 


120858 WEST 8B8OTH STREET 
CLEVELAND 2, OHIO 





$ GE.1 
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Business Budgets Boosted 


New highs are ahead in the ex- 
penditures for plant and equipment 
according to the latest SEC-Depart- 
ment of Commerce survey, made in 
August. Such spending is expected 
to hit the record rate of $29.7 billion 
in the final quarter of this year. The 
actual spending in the first two 
quarters topped earlier expectations 
as it has for more than a year. 

Most of the current rise in this 
spending is coming from manufac- 
turers although they provide only 
about 40 per cent of total spending 
for plant and equipment. Notice- 
able rises are slated by producers of 
durables, commercial companies, 
and particularly railroads which 
have boosted their spending plans 
about 20 per cent in recent months. 

There continued to be doubt 
about the Office of Defense Mobili- 
zation program for fast tax write- 
off of new plants. Such spending 
may be cut if the program is not 
renewed. But it soon may be re- 
newed for 12 of the 38 industries 
for which the program was sus- 
pended in August. 

Spot surveys in 66 cities in 39 
states indicated that employment 
probably dipped slightly during 
September, in keeping with sea- 


Industrial Production 


Unadjusted index: 1947-1949 100; Federal Reserve Board 


















1952 1953 1954 1955 
January 124 
February 126 3! 
March 126 q 
April 124 138 
May 138 
June 139 
July 131 
August 140 
September 142 
October 134 136 130 
November 134 130 130 
December 131 124 128 
Wholesale Commodity Prices 
Index: 1947-1949 100; U.S. Bureau of Labor Statistics 
1952 1953 1954 1955 
January 113.0 109.9 110.9 110.1 
February 112.5 109.6 110.5 110.4 
March 112.3 110.0 110.5 110.0 
April 111.8 109.4 111.0 110.5 
May 109.8 110.9 109.7 
June 109 0 
July 3 ™ 110.5 
August 112.2 110.6 110.5 110.8 
September 111.8 111.0 — 110.0 110.8 ¢ 
October 111.1 110.2 109.7 
November 110.7 109.8 110.0 
December 109.6 110.1 109.5 
Industrial Stock Prices 
Monthly Average of Daily index: Dow-Jones 
1952 1953 1954 1955 
January 271.71 288.47 286.64 398.43 
February 265.19 283.94 292.15 
March 264.48 286.79 299.15 
April 262.55 275.28 310.91 
May 261.61 276.84 322.8! 421.38 
June 269.39 266.87 440.79 
July 270.64 270.28 462.16 
August 276.70 272.26 457.00 
September 272. 1s 352.70 477 00t 









October , 270.7: 358.29 
November 276.37 277.09 375.70 
December 285.95 281.15 383.39 


Based on closing prices of 30 industrial stocks. 
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sonal patterns. However, the total 
number of people with jobs last 
month was up about 2.5 million 
from the 62.1 million a year ago. 


Hire and Hire 


As during August when a new 
record level of 65.5 million jobs was 
reached, the most noticeable rise in 
employment occurred in manufac- 
turing. The year-to-year gains in to- 
tal employment were 
through virtually all industries with 
the sharpest rise in plants produc- 
ing durables. However, total fac- 
tory employment is still below the 
1953 peak. 

Although factory jobs have re- 
appeared with increased frequency 


spread 


during the past several months, the 
rise has not kept pace with that in 
industrial production, which has 
been spurred by new methods and 
machinery. 

The very impressive total of 65.5 
million people with jobs in August 
was made up of many temporary 
workers whose disappearance from 
the labor force will lead to an ebb- 
ing in the months ahead. About 
seven million of the total were part- 
time workers, and about two mil- 
lion of these were looking for full- 
time employment. 


Consumer Price Index 




















Indes roo, 1°. 3. Bureau of Laber Statteties 
1952 1953 1954 1958 
January 113.1 113.9 115.2 114.3 
February 112.4 113.4 115.0 114.3 
March 112.4 113.6 114.8 114.3 
April 112.9 v 3 
May x4 14.0 115.0 
June 113.4 114.5 115.1 114.4 
July 114.1 114.7 115.2 114.7 
August 114.3 115.0 115.0 114.87 
September 114.1 115.2 114.7 114.8+ 
October 114.2 115.4 114.5 
November 114.3 115.0 114.6 
December 114.1 114.9 114.3 
Unemployment 
Thousa nde of Persows, { ‘. Bureau of The Census 
1952 1953 1954 1955 
January 2054 1892 3087 3347 
February 2086 1788 3670 333 
March 1804 1674 3724 3176 
April 1612 1582 246 2962 
May 1602 1306 : 
June 1818 1562 
July 1942 1548 
August ) 1240 245 2237 
September ’ 3100 2100+ 
October 1284 1301 2741 
November 1418 1699 2893 
December 1412 2313 2838 
Retail Sales 
Billions of Dollars; U.S. Department of Commerce 
1952 1953 1954 1955 
January 11.8 13.1 12.3 13.3 
February 11.7 12.3 12.1 12.8 
March 12.7 14.0 13.5 14.7 
April 13.4 14.2 14.3 15.6 
May 14.4 14.7 . 
June 13.8 14.6 
July 13.4 A 
August 4. 5.4 
September 14.1 5.7¢ 
October 15.0 
November 14.0 14.0 14.5 
December 16.9 16.4 17.9 


t Approximation, figure from quoted source nor available. 
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INDUSTRY’ 
POWER 


Depends on the 
Reliability of 
Motors Like This | 











Allis-Chalmers ES a oe 
standards set size and mounting dimen- 

motors have the sions for motors but detailed examination re- 
most of everything veals important differences. These differences 
may result in substantial savings to you on 

you want or need maintenance, expensive downtime and long- 


range operating costs: 
@ WEIGHT OF MATERIALS — More iron, more 


copper in a motor provide margins of advantage 
in strength, rigidity and electrical characteristics. 


@ BEARINGS — Larger, double-shielded bear- 
ings make for longer motor life, less maintenance, 
less chance of failing under load. 


@ COOLING — Fan-cooled motors of ribbed 
design (illustrated) have 40% more radiating 
surface than ribless frames to dispel the motor 
heat that can fry insulation, cut operating life. 


If your company is a user of industrial motors, 
it will pay you to find out why Allis-Chalmers 


re | motors rate tops in ALL of these vital factors. 

or) TT hal] Ask any Allis-Chalmers motor distributor, dis- 
‘ s i . = 7 trict office, or write for details to Allis-Chalmers, 

Py Se General Products Division, Milwaukee 1, Wis. 

, bn oa A-4693 
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You'll like what tt does to production 


It’s just plain common sense—when your down-time decreases 4 , 
your production is bound to increase. Down-time can’t be 
eliminated, but R. D. Wood presses hold it to a minimum. 

The meticulous design, choice materials and careful craftsmanship 

that go into a Wood press produce a superior product— 
a dependable, smooth-working press that can’t help 
but increase production records. Products with the Wood 
stamp of quality have been piling up production 


records for more than 150 years. 











MAKERS OF HYDRAULIC PRESSES AND VALVES e FIRE HYDRANTS e CAST-IRON PIPE e GATE VALVES « GAS PRODUCERS e ACCUMULATORS 


26 Sy ws 8 ¥ <a 2 w and 


¥ + 
) 
» 
Re, RD. WOOD COMPANY 
g PUBLIC LEDGER BUILDING e¢ PHILADELPHIA 5, PENNSYLVANIA e . 
Representatives in Principal Cities 
~ PE f 
a F, oO rw : 
a , go | E 
et, 7 A v) al rd : ¥ 
| 





Early indications pointed to a 
further dip in unemployment in 
September as many industries hired 
new workers and students and 
housewives dropped out of the la- 
bor force. During August unem- 
ployment fell less than is usual for 
that month, not because business 
conditions were weakening but per- 
haps because they were so good. An 
unusually large number of house- 
wives came into the labor force but 
not all were immediately successful 
in finding jobs. The proportion of 
women in the labor force was the 
highest since the days of “Rosie the 
riveter” during World War IL. 

With more people at work than 
ever before, personal income in Au- 
gust expanded slightly from the rec- 
ord annual rate of $305 billion. in 
the prior month, Pay raises, cost-of- 
living adjustments, and longer 
hours helped account for the hefty 
size of total personal income which 
was up about $18 billion from the 
year-ago level. Stockholders are not 
being left out, however, in dishing 
out the prosperity pie: dividend 
payments are running at the annual 
rate of $10 billion, the highest in 
history. 

Consumer expenditures, which 
make up about two-thirds of gross 
national product, are widely expect- 
ed to remain close to this peak level 
in the months ahead, thus indicat- 
ing stability for general business ac- 
tivity. 

The year-to-year gain in retail 
trade continued to be more pro- 
nounced than that in personal in- 
come as credit buying continued to 
rise. Preliminary information indi- 
cated that the total volume of retail 
trade in September expanded more 
than seasonally to $15.7 billion and 
topped the year ago level by about 
10 per cent. The Midwest and the 
Pacific Coast States scored the best 
gains over the similar levels as they 
have done most this year. 

The year-to-year gain of 8 per 
cent in total retail trade during the 
first nine months of 1955 would cer- 
tainly be much smaller without the 
considerable rise in automobile 
sales. Shoppers last month contin- 
ued to spend a smaller share of 
their incomes on soft goods than 
they did a year before. Heavy com- 
mitments for home mortgages and 
new cars (about two-thirds bought 
on credit) as well as near-record 
spending for household goods have 
cut into other spending areas. 


However, some observers are an- 
ticipating a slight shifting in spend- 
ing patterns in the months ahead. 
The clothing industry anticipates 
the best season since 1950. The sales 
volume of chain stores and mail- 
order houses, which usually reflect 
to a large extent the spending of 
modest-income families was up 12 
per cent in August from the year 
ago level. This was a slightly larger 
gain than that for total retail trade. 
The latest survey of consumer f- 
nances by the Survey Research Cen- 
ter of the University of Michigan 
points to a continuation of the rec- 
ord buying tempo this Fall. Most 
retailers are laying in sizable stocks 
in anticipation of a new record in 
the holiday shopping season. 


Shelf Analysis 


With the slight growth of inven- 
tories in recent months, some ap- 
prehension has begun to develop 
about possible future gluts. Inven- 
tory growth is somewhat alcoholic 
in its effects. A moderate amount is 
certainly stimulating while too 
much can be debilitating. 

All present indications are that 
the current doses of inventory in- 
crease are quite modest. Manufac- 
turers’ inventories were about 65 
per cent above sales in September 
compared with 85 per cent two 
years ago when many plants cut 
back their orders. The ratios for 
retailers and wholesalers are also 
quite encouraging. 

The added market for many 
goods which develops during a pe- 
riod of inventory growth is expect- 
ed to continue for the remainder of 
the year. The testing period may 
come after the turn of the year 
when business takes a long look at 
its inventory position following the 
holiday spending spree. 

With sales rising in many lines, 
many businesses would like to add 
to their inventories. And every at- 
tempt to augment stocks leads to 
new orders which in turn breaks 
down resistance to other inventory 
hikes. Inventories can go on grow- 
ing year-after-year if the economy 
also expends enough to support the 
rise but past experience shows that 
inventory splurges, particularly in 
durable goods, leads the wide 
swings in business activity. New car 
inventories at 690,000 last month 
were about the only area of inven- 
tory apprehension. 


a0 DoE RUN , ie ee ee eS 





OLDEST AND LARGEST COMPANY 
OF ITS KIND IN THE WORLD 


“Doc, dermatitis control ts simple as 1-2-3-4-5.” 


An exaggeration ? 


Not at all. Occupational skin irritation can be prevented. 
Simply. Inexpensively. 


—with the WEST Dermatitis Prevention and Control 
Program that: 

l—insures personal cleanliness 

2—-protects exposed skin areas 

3—prevents clothing contamination 

4—vuards against special hazards 


5—provides continuous consultation. 


ORKERS free of skin irritation can save you 
hundreds, perhaps thousands, of dollars each 
year — by eliminating the cost ot: 


—medical treatment 
—enforced idleness 
—absenteeism 
—sacrificed quality 
—lowered morale 
—production lags. 
HE WEST Program for controlling skin irritations 
Eis based on individual shop requirements and 


an in-your-shop survey, made without obligation. 
Let a WEST representative plan the details. 


FREE BOOKLET 


Use your business letterhead to request 
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any Dept. 1, 42-16 West St. 


Long Island City 1, N. Y. 








Branches in Principal Cities 


' our 24 page booklet, ‘‘The Control 
{- of Dermatitis in Industry.’ 
DISINFECTING WEST DISINFECTING COMPANY 


In Canada: 5621-23 Casgrain Avenue, Montreai 
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Coins and sizes 
powder metal pinions with 


DENISON MULTIPRESS 


Powder metal and Denison hydraulic 
Multipress enable The National Cash 
Register Co., Dayton, Ohio, to make 
small pinion gears more accurately, yet 
faster than before. 

Using powder metal, pinions are now 
made in only 12 operations where for- 
merly 22 operations were needed. One 
stroke of the hydraulic Multipress 
smooths, burnishes and strengthens the 
sintered surfaces. The operator has only 
to load pieces on the Denison Dial Feed 
Accessory which indexes them into posi- 
tion under the ram. 

The Denison hydraulic Multipress im- 
proves production efficiency on countless 


1162 Dublin Road 





Multipress and Dial Feed Accessory show coining 


punch ready to press powder metal component 


through die for sizine and coining 


applications where powder metal is used. 
Have a Denison Hydraulic Engineer 
study your operations and show where 
Denison can save you money. Write... 


, THE 
DENISON ENGINEERING COMPANY 


Columbus 16, Ohio 


A Subsidiary of American Brake Shoe Co. 


— 
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The growing tightness of credit 
has not ygt reflected in the data on 
construction which continued close 
to peak levels during August. New 
housing starts turned upward again 
in August and continued high in 
September. 


Failures Rise 


Business failures, after a two- 
month decline, edged up slightly to 
888 in August. The toll was 3 per 
cent lower, however, than in Au- 
gust 1954 when a post-war peak of 
912 was established for the month. 
September failures remained above 
1954. 

Although the number of failures 
turned up a little, the annual failure 
rate per 10,000 enterprises listed in 
the Dun & Bradstreet Reference 
Book, as seasonally adjusted in 
DUN’S FAILURE INDEX, 
dipped to 41.6 in August from 42.0 
in the previous month. A year ago, 
44 businesses succumbed per 10,000, 
while the pre-war rate was 71 in 
August, 1940. 

Concerns in their first five years 
of operation continued to predomi- 
nate, comprising 60 per cent of the 





total August casualties. A little over 
20 per cent were begun in 1954. 
Trade and construction account- 
ed for the month’s increase. Con- 
struction casualties were the heavi- 
est since March, 1954. In wholesal- 


Faicures BY Divistons or INpusTRY 


Liabilities 
& Months 


Number 


(Current liabtlittes in 8 Months 


millrons of dollars) 1955 1954 1955 1954 
Mininc, Manuracturine..1467 1557 110.1 126.9 
Mining—Coal, Orl, Misc.. 40 34 3 3 6.5 
Food and Kindred Products 110 ; Se me Beck 
Textile Products, Apparel. . 335 377 16.0 20.2 
Lumber, Lumber Products. 206 225 8 6 I1.1 
Paper, Printing, Publishing 70 RR 28 7.6 
Chemicals, Allred Products 36 57 3.0 47 
Leather, Leather Products 59 71 3 3 40 
Stone. Clay. Glass Products 36 39 ... § a 
[ron. Steel, and Products 80 77 9 3 8 3 
Machiner. 195 198 28.9 33] 
Transportation Equipment 37 37 3.8 4.4 
Miscellaneous 263 360 CC«d1Kk.4 «612.5 
WHocesace Trapt oh = eae 92-2 (36.2 
Food and Farm Products... 198 193 8.7 9 2 
Apparel! . 43 32 * 0 8 
[)r’ (;oods 3) 43 ] 0 2 0 
Lumber, Bldg. Mats.Hdwre. 9%3 70 4.8 3.4 
Chemicals and Drugs io EE 29 0.7 0 6 
Motor Vehicles, Fautpment 47 41 Baa ‘eo 
Miscellaneous 357 336 14.4 18 6 
Retrar. Trap 3670 3768 80.4 102.8 
Food and | iguor 716 660 12.0 9 5 
(seneral Merchandise 133 i128 4.1 5.4 
Anpare! and Accessories 384 » a) oe ee | ak 
Furniture, irnishings 323 677 15.5 34.8 
Lumber, Aide. Mats. Hadwre. 205 211 5.9 6.0 
Automotive Crroup 351 403 7-6 ° 74.2 
Eating, Drinking Places 668 662 14.0 12.7 
Drug Stores 93 108 2.0 2.1 
Miscellaneous 397 350 7.8 7.0 
(“ON STRUCTION ; SRS ROS > 33.8 
General Bidg (Lontractors., 284 304 27 .0 17.1 
Butlding Subcontractors 553 527 0.0 14.9 
Orcher Cor tractors 48 37 6 | ] 7 
Commerctat Servict 561 609 tm s. 
Totrat Unirep STates 7375 «©7546 297.1 322.1 


Liabilities are rounded to the nearest million: they 
do not necessarils add to totals. 











SHIP IN CARTONS? ...... 


way to address them that puts less modern methods 
to shame. Inexpensive, paper stencil is cut on a type- 
writer — separately or as by-product of shipping 
paperwork. It’s then attached to small handprinter 
to imprint addresses directly on containers within 
‘label frames” that have been preprinted on the car- 
tons by the carton manufacturer. Fast, clean, very 
inexpensive. Write for full details on the Weber 
Direct-To-Container Addressing System. 





BS: me. Gehiee 


ERS ees Bee ieee 


Weber Marking Systems 

Div. of Weber Addressing Machine Co. 
Dept. 3-J 

Mount Prospect, Illinois 

Phone: CLearbrook 3-2405 


W and 


another case where 
MUELLER BRASS CO. 
FORGINGS 

improve a product... 


diesel engine 


water pump impeller 
em O03’ HIGH STRENGTH BRONZE 





Formerly produced as sand castings, these impellers now give 
better results because they're forged from “603” high strength 
bronze by the Mueller Brass Co. Said to be “right for the 

job and far superior to the old cast impellers”, these forgings 
bring greater efficiency and longer life to the diesel 

engine water pumps in which they are installed. This tough 
“600” series alloy is readily forgeable, possesses remarkable 
resistance to corrosion, and has fine bearing qualities. 
Uniformity is excellent, due to the closer dimensional control of 
the forging process, and surface finish is noticeably smoother. 
This is another case where Mueller Brass Co. forgings have 
greatly improved a product... why not let our engineers show 


you the many advantages of using forgings. 


a MUELLER BRASS CO. 


STREAMLINE 
PRODUCTS 





PORT HURON 46, MICHIGAN 


Y OCTOBER 1955 PS ae 


Boo: D2. SRN. PNG BOO. 8 ee 








You can LEASE NEW CARS from 
ROBINSON AUTO RENTAL 


DIVISION OF THE HERTZ CORPORATION 



































TEN CARS OR A FLEET 


For Your Executives, Field Men, Salesmen, etc. 


It will pay you to investigate the Robinson Auto Rental 
Plan! For Robinson, with 25 years’ experience serving 
large and small! businesses, can provide you with efficient 
automobile lease service anywhere, at reasonable cost. You 
can lease as few as ten cars or an entire fleet. You will be 
relieved of numerous “headaches’’ of car ownership and 
maintenance... vou will have no capital tied up... your 
cars will be a credit to your representatives, and to your 
business. 


No Capital Investment 


Hundreds of businesses throughout the United States prof- 
itably use car rental as the answer to their automobile 
personne! problems. They find it far easier, more conven- 
ient to lease cars from Robinson for their executives, field 
men, salesmen, etc. 


Get Full Details 


Send the coupon, without the slightest obligation, for full 
information about the Robinson Auto Rental Plan. 


Learn all the advantages you can enjoy under this plan. 


































TAGES 
HUNDREDS OF BUSINESSES NOW ENJOY THESE GREAT ADVAN 


icense Plates 
aa everything else needed to comply 


Is 
at Regular interva 
© New Cars . with local laws. 


e 
Brand new. current model cars deliver 


jaces. 
pa ient times and P 
ai the most conven insurance 


Fire. Theft, $50 
prompt replaceme 


deductible collision, plus 


) { out-of-service cars. 
e@ All Repairs edu 


e bills. 
wan manereon ones” © Destroyed Cars Replaced loss of time 
ic ati ' with a minimum , 
@ Towing and Lubrication : Promptly, | 
With Robinson paying the Dis e Unrestricted Mileage 


For both business and pleasure. 


o All These Plus .. - Mix 
kkeeping pro 

“ nage anaes greater good-will fot 

aes business, and happier —_ ro 

driving current model, clean, $ , de- 


pendable Cars. 


e Tires Repaired and Replaced - 
Top quality tires the year arou bo a 
Snow tires in winter, reguiat 


summer 


s, no capital tied 


© Complete Winter Servicing 
With Robinson paythé the bills. 








Division of The Hertz Corporation 




















® 

§ SEND THIS COUPON!| ,. ' 

bs To: Mr. Hubert Ryan, Vice Presi- ex | 

t dent. Robinson Auto Rental, Company r 

Division of The Hertz Corpora. 

B tion, 229 South Hanson St. Address i 

i Philadelphia 39, Pa. Please rush sig ; 
information on how | can save NS a Zone State 

G capital. with the ROBINSON : ity aay i 

a AUTO RENTAL PLAN. The number of cars we operate is a Be E 
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ing, the rise occurred largely in the 
food trade; in retailing, it was pri- 
marily in apparel and general mer- 
chandise, although the toll in the 
automotive group edged up to the 
highest level so far this year. Manu- 
facturing mortality fell to a four- 
month low, with most of the de- 
cline in the food and lumber-furni- 
ture industries, and commercial 
service to an eleven-month low. 

In most manufacturing indus- 
tries, mortality was even with last 
year or dipped lower. Contrary to 
this trend, casualties among textile 
and apparel manufacturers rose 
slightly above August a year ago. 

All geographic regions reported 
small increases in failures in Au- 
gust, except the Middle Atlantic 
and Pacific States. In the former 
area, casualties were the lowest this 
year, with both New York and 
New Jersey tolls down, while Pa- 
cific failures were the lowest in ten 
months, with all of August decline 
concentrated in California. Failures 
in the South Atlantic States have 
reached the highest level since June 
1954. Mixed trends from 1954 ap- 
peared; four regions had declines 
and five increases. Mortality was 
down notably from a year ago in 
the Middle Atlantic and Mountain 
States while it climbed considerably 
in the East and West North Cen- 
tral States. Illinois, Wisconsin, and 
Minnesota accounted 
for the latter upturns. 


principally 


Tue Farture Recorp 


Aug. July Aug. P.C. 
1955 1955 1954 Chg.t 
Dun’s Far_ure Inpex* 
Unadjusted 37 4 39 | 40 1 7 
Adjusted, seasonally 41.6 4? 0 44] 6 
NuMBER OF F aILuReEs. SRR R61 Fit. 3 
NuMBER BY Size oF Desr 
Under $5,000 149 138 +14 
$5.000-$25,000 a 43] 420 72 
$25,000-$100,000. . 223 232 232 4 
$100,000 and over. . 77 60 70 +10 
Numper py Inpustry Groups 
Manufacturing 158 179 {87 16 
Wholesale Trade... 107 8&9 94 +14 
Retail Trade 430 423 45] 5 
Construction 134 10? 100 +34 


Commercial Service. 59 68 80 26 


(LIABILITIES in thousands) 


CURRENT... $36,028 $32.543 $32,582 +11 


Torat 36,425 32.706 32,712 +11 
*Apparent annual failures per 10.099 listed enter- 
prises, formerly called Duwn’s Insoivency Inpex. 
tPer cent change, August 1955 from August 1954. 


Business Faitures includes those businesses 
that ceased operations following assignment or 
bankruptcy; ceased with loss to creditors after such 
actions as execution, foreclosure, or attachment; 
voluntarily withdrew leaving unpaid obligations; 
were involved in court actions such as recewership, 
reorganization, or arrangement; or voluntarily 
compromised with creditors out of court. 


Current Liapititirs, as used in the Failure 
Record, have a special meaning ; they include all 
accounts and notes payable and all obligations, 
whether in secured form or not, known to be held 
by banks, officers, affiliated companies, supplying 
companies, or the Government. They do not in- 


clude long-term, publicly held obligations. Off- 





SAVES 25% 
SHIPPING COSTS 





ELECTRIFIED MARSHIAN 
CLEANS UP MAYTAG 
SHIPPING PROBLEM 


All Maytag Washer shipments come 
clean, since installation of MARSH 
ELECTRIC Dial-Tapers. It’s simple to 
operate. You dial any tape length de- 
sired. In a split second, tape is measured 
accurately, moistened with thermostat- 
controlled warm water, cut off clean, 
and practically handed to you. There's 
No guesswork: No lever to pull; and No 
wasted tape. Users save up to 25% in 
tape...50°% in time, compared with 
manual tape machines. 

FREE: **The Marshian Story” of Electric Taping. Clip 
ad to business letterhead with vour name. Mail Today ! 
MARSH STENCIL MACHINE COMPANY, 
62 Marsh Building; Belleville, Ilinois U.S.A. py-1g 


MARSH o1at taper 








New! Wet and Dry Vacuum 
WITH TRANSFERABLE HEAD 


fits any 55 gallon drum 














PORTABLE! 4-wheel dolly available for easy moving. 
ECONOMICAL! Fits any 55 gallon drum! 
LIGHTWEIGHT! Transferable motor unit is easily 
lifted from one drum to another. 





Can be moved 
from drum to 
drum in sec- 
onds, for quick, 
easy efficient 
cleaning or 
water removal. 





























HILD FLOOR MACHINE COMPANY 
740 W. WASHINGTON BLVD., CHICAGO, ILL. 


Please send me FREE details on the Wet and Dry 
Vacuum Cleaner with transferable vacuum head. 


NAME 
ADDRESS. 
CITY 








ZONE__._STATE___ 








setting assets are not taken into account. 
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SYSTEMS 


... for ENAMELS © LACQUER PAINT VARNISH 

























Exterior view of Ventilated Active Drip Zone. Clean, Filtered 
Air is Supplied to this enclosure. Fume-laden air is exhausted. 








View ieiaded ans 6 in one side of hieiaties Drip Zone where 


shat 9°*° ted i 4s x oy ie eee ¥s . 
i t ki . 
sn aE oa a xrenienes cnt View of Mahon Flow-Cocting Equipment at Chrysler Corporation of Canada, Limited. 
oe E «Nn This is port of a Complete Mchon Finishing System for Coating Black Enamel Ports. 
an ou! 
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Black Enamel Parts at CHRYSLER CORPORATION of 
CANADA, LIMITED, are FLOW-COATED in MAHON FINISHING SYSTEM! 


In addition to the body finishing system at the Windsor plant of Chrysler Corpora- 
tion of Canada, Limited, Mahon also installed a complete finishing system for black 
enamel parts. This is a Flow-Coating System which includes a Mahon Flow-Coating 
Machine, a Ventilated Active Drip Zone, a Ventilated Inactive Drip Zone, and a 
450° Finish Baking Oven with storage space below. Two Enamel Mixing Tanks and 
a Solvent Tank are provided outside the enclosure. The recirculating unit is equipped 
to automatically maintain the enamel at a specific temperature in the Flow-Coating 
Chamber. This is a typical Mahon Flow-Coating System, complete in every detail 
—automatic from start to stop. If you have a finishing problem, or are contem- 
plating new finishing equipment, you will find that Mahon engineers are better 
qualified to advise you on both methods and equipment requirements . . . and 


View of Mahon 450° Enamel Baking Oven. Oven is built against better qualified to do the all-important planning and engineering of equipment— 
ceiling trusses to provide ports storage space below. 


which is the key to fine finishes at minimum cost. Whether your job is to be Flow- 
Coated, Dip-Coated, or Spray Painted either Manually or by Electrostatic Process, 
you will find that Mahon equipment will serve you better, because it is engi- 
neered better and built better for more economical operation over a longer 
period of time. Mahon will do a complete job for you on one contract—undivided 
responsibility for the entire system insures proper coordination and safeguards 
you against complications which can upset your production schedules. See Mahon's 
Insert in Sweet's Plant Engineering File, or write for Catalog A-656. 


THE R. C. MAHON COMPANY e¢ Detroit 34, Michigan 
SALES ENGINEERING OFFICES in NEW YORK AND CHICAGO 


ress * ee ok: Engineers and Manufacturers of Complete Finishing Systems—including Metal Cleaning, Pickling, ond Rus? 
' he Proofing Equipment, Hydro-Filter Spray Booths, Dip and Flow Cooters, Filtered Air Supply Systems, 

Another view of the Enamel Baking Oven. Finish is baked Drying and Baking Ovens, Cooling Tunnels, Heat Treating and Quenching Equipment for 

for 20 minutes ot 450° in this 80 Ft. x 24 Ft. Mahon Oven. Aluminum and Magnesium, and other Units of Special Production Equipment. 
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Pinion gear used in the power 
train of a household washing machine. 


Here you see a complex design that is being 
mass-produced today by metal powder tech- 
niques with im portant savings in cost. 


The print in the background indicates the 
intricacy of the design, while the photo- 
graph in the foreground shows the part 
ready to be assembled into the final mecha- 
nism. And from raw material to what you 
see here took only one press operation! 





moraine 
Products 


DIVISION OF GENERAL MOTORS, DAYTON, OHIO 





MORAINE METAL POWDER PARTS 
SOLVE MANY PRODUCTION PROBLEMS 


This demonstrates what has come to be ex- 
pected through cooperation between cus- 
tomer and Moraine. 


Moraine’s experience with metal powder is 
called upon almost daily to resolve complex 
designs into economical production jobs— 
just as Moraine almost daily contributes to 
modern industry by improving product per- 
formance and lowering costs. 
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HIGHLIGHTS & sidelights 


comment my “ist. “K. Gardner 


Sun power on the line 


When our satellite takes off for 
the upper stratosphere, solar batter- 
ies may well be aboard, to power 
its instruments. But that shouldn’t 
surprise residents of Americus. Ga. 
They're talking by solar energy 
now—something hardly imagined 
a few years ago. 

That’s how tast the solar energy 
field is moving. 

Announced less than two years 
ago (see July 1954, page 36), the 
Bell Telephone Laboratories solar 
battery already compares favorably 
in efhciency with steam and gaso- 
line engines. The picture below 
shows how it is set up as a power 
source for rural telephone terminal 
equipment. 

This battery uses silicon metal 
as the energy-converter; but other 
materials are being pressed into 
service as well. General Motors 
used selenium photoelectric cells in 
the model automobile it built for 
its “power for Progress” show 
(photographs right). Others are 
working with cadmium sulfide. 

Practical use of sun power, our 
inexhaustible energy source, may be 
closer than many think. 


Watch out for the jam 


Radio interference, once just an 
annoyance, is becoming a broad in- 
dustrial problem. 

Complaints to the FCC reveal, 
for instance, that a heater in a ply- 
wood plant in Tennessee jammed 
commercial aircraft communica- 
tions on a route 500 miles away. An 
ordinary machine tool can throw a 
big electronic computer out of 
whack. And, in wartime, radiated 
interference can reveal the location 
of vital installations, and jam essen- 











Toy-sized “sunmobile”’ is used by 
GM to show how photoelectric 
cells (mounted on top surfaces) can 
convert sunlight into useful power. 





Solar battery is mounted on telephone pole to supply power to terminal 


equipment. Discs of silicon metal serve as solar energy converters. 
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No air-moving 
appliance can be better 
than its most 

vital component: the 


air-impeller. And no one has 





had more experience in 
the design and manufacture 
of air impellers 


than Torrington. 


THE 


ToOoRRIN GTO WN 


MANUFACTURING COMPANY 
TORRINGTON, CONNECTICUT 
VAN NUYS, CALIFORNIA - OAKVILLE, ONTARIO 
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IN POWDER METALLURGY...IT’S AMPLEX 


Make this Manufacturer Competitive 





CHRYSLER CORP. e¢ 
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Switching to OILITE. helps 


Price competition and rising production costs caused one 
sewing machine manufacturer to re-examine his component 
parts to determine how costs could be lowered while main- 
taining high quality standards. 

Super OILITE and IM Iron OILITE provided the answer. 
Many parts, including gears, eccentrics and sprockets, were 
re-designed for production in these high-strength materials. 
F’ormed in automatic presses in seconds, these OILITE parts 
have reduced costs substantially by eliminating costly machin- 
ing operations ...and high quality is maintained. 

The conversion provided another benefit. Certain parts were 
designed to take advantage of the self-lubricating qualities 
available in some OILITE materials. 

Let Amplex help you with your parts problems. The Chrysler- 
Amplex engineering facilities, unmatched in the powder 
metal industry, are ready to serve you. Call or write today. 


CHRYSLER—AMPLEX PRODUCTS 


OILITE Bearings 
Permanent Metal Filters 


Finished Machine Parts 
Friction Units 


IT’S NEW! IT’S FREE! 


First complete information on 
powder metal bearmgs, finished 
machine parts, filters and special 
parts. 48 pgs. Write today for 
OILITE Engineering Manual E-55. 











Only Chrysler makes OILITE 


AMPLEX DIVISION 
Detroit 31, Mich. 
Chrysler Export 


Dept. W-10 
Overseas Distribution « 





tial communications networks. 

No wonder the FCC is becoming 
increasingly concerned about the 
problem, and military agencies are 
establishing radio interference 
standards for electrified machines, 
requiring that any motor, switch, 
fluorescent light, or control device 
that operates for more than one 
second in every three minutes be 
designed to be interterence-free. 

Well aware of the situation, elec- 
trical equipment suppliers are help- 
ing to focus attention on it, too. 
Two of the talks at the last West- 
inghouse Machine Tool Electrifica- 
tion Forum, tor instance, dealt 
with this topic, and gave an excel- 
lent review of problems and design 
principles. 

If you haven’t yet assigned an 
engineer to look into the problem, 
it would be a good idea to do so. 


Only skin deep? 


Skin irritations may not seem 
very important, but they account 
for about two-thirds of all occupa- 
tional illness and they cost industry 
well over a hundred million dollars 
a year. 

Almost no industry is completely 


free of skin irritants—or of espe- 


cially sensitive people. Candy, steel, 


rubber, glass, textiles, shoes, and 


automobiles all involve use of ma- 


terials that can cause severe skin 


irritation in sensitive individuals. 


Recognizing the scope of the 
problem, and industry’s need for 
information on the causes and 


cures of occupational skin disease, 


the Association of American Soap 
& Glycerine Producers has spon- 
sored publication of a definitive 
booklet on the subject: The pre- 
vention of Occupational Skin 
Diseases, written by Dr. Louis 
Schwartz, nationally-recognized au- 
thority. It’s worth reading. Single 
copies of the booklet are free from 
the Association. The address: 
Cleanliness Bureau, Association of 
American Soap & Glycerine Pro- 
ducers, 295 Madison Ave., New 
York 17, N. Y. 


Names confirmed 


It’s now ofhcial: Elements 99 and 
100 are to be known as Einstein- 


ium and Fermium (see September, 


page 36). That makes to-day’s score 
101 elements isolated and 101 ele- 
ments named. 












MEANDERING DELIVERIES |. 


Printed in six colors; street names are in 


Route your trucks the SHORTEST WAY every trip. & 
The time and gas used by your drivers looking for * 
unknown streets will buy a hundred maps pe 

like Hearne’s Street Map of your city and a» 

county area. =) 

-— 


big, black type, and instantly spotted with = 
Hearne’s patented, automatic Street Finder. —13 
(See border) SE 
Over 100,000 truck owners use Hearne = 
maps every day to give customers better \—1 
service and cut truck mileage. Many users co 
claim they save the cost of the map in a as 
single day’s use. —n 
—n - 


HEARNE BROTHERS [3; 








Send for FREE ILLUSTRATED America’s Largest Manufacturers of Commercial 
CATALOG, containing seven large and School Maps cal 
scale maps showing in color the area 25th Floor National Bank Bidg., Detroit 26, Mich. e 
covered by our 400 large scale street 44” by 65” wall maps of any American city, &- 
maps. Asay Be CN, Toe eet ccricancounty, a 
< wa ; 
salesman will call. $42.50 each F.O.B. your office. ‘ ss 
44" by 65” wall maps of any state in the Union, t 
$42.50 each F.O.B. your office. e- 
if in your operation you use salesmen, our city-county street maps might save your men %- 
considerable time. Test after test conclusively proves that this type personnel will make —3s § 
more calls more often if you make it convenient. Our city-county street maps locate a 
instantly and mechanically for your salesmen, any street address in any American city. ie 
We will promptly mail one of your secretaries a brochure. ~ 
—4 
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The kids are getting smarter 


—and so ist ndustry 


Industry needs skilled, quality- 
conscious workers, and it’s begin- 
ning to recggnize that the best way 
to get them is to start with the kids 
—to develop in them an apprecia- 
tion of industrial skills. That’s what 
makes Ford Motor Company’s In- 


dustrial Arts Awards program 
noteworthy and newsworthy. 


Working with secondary school vo- 


cational training instructors, Ford 
has established awards in fifteen 
categories (metal, plastics, electrical 
equipment, and so on). The results 
wondrous to behold. This year’s 
winners included the working 
model pictured here, an electric 
steel furnace. It was made by the 
young man sitting beside it, a Pitts- 
burgh high school student. 
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IF YOUR FIRM 


OPERATES 
ITS OWN TRUCKS... 
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The Tachograph is a recording speedometer 
for trucks. It permanently records on a 
wax-coated chart when truck started, 
when it stopped, when it idled, speed and 
distance traveled. 


While good drivers can be commended, a 
supervisor can correct a poor driver's road 
habits... habits that wear out trucks and 
tires sooner, wastefully consume gas and oil 
and cause accidents. 


- Tachographs 


Terr, 
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Many drivers will tell you a Tachograph is 
the best friend a driver can have. In numer- 
ous instances, drivers have been acquitted 
of speeding charges, hit-and-run and reckless 
driving because their Tachographs proved 
they couldn't have been guilty. 


Send this coupon today and learn more 
about how the Tathograph can help you 
make your trucking operation safer, more 
profitable, more efficient. 


Wagner Electric Grporation 6439 Plymouth Ave., St. Louis 14, Mo. 


Please send a copy of Bulletin SU-3. 


TACHOGRAPH 
the recording 





Name and Position 
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Speedometer 





Lad 


Address 
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WAGNER ELECTRIC 
CORBORATION 





We operate Venicies 
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~ a TO MEET 
STRIES’ DEMAND 
FOR HIGH QUALITY 

CONVEYING MACHINERY 


+ 
ettnennadionnaisade peunmeaendedd . 
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New office and engineering building, completed early in 1955. Part of an 
extensive program of expansion of the engineering and manufacturing facili- 
ties at the Ellwood City, Pennsylvania, plant. 


Whatever the conveying problem 

might be — whether it involves the 

handling of a few pounds or many tons : 
—Mathews builds the equipment to do the tea a 
job. You can be sure of this service, from oe a 
proposition through installation, when you buy 

Mathews Conveyers. And, of course, you 

get the benefit of fifty years’ experience in 


continuous flow material handling. 


GENERAL OFFICES ..., ELLWOOD CITY, PENNSYLVANIA 
PACIFIC COAST DIV., marnews convever COMPANY WEST COAST, 
SAN CARLOS, CALIFORNIA 
CANADIAN DIVISION. . 

PORT HOPE, 





J MATHEWS CONVEYERS & 





MATHEWS CONVEYER COMPANY LTO 


ONTARIO 


1905-1955 


Engineering Offices or Sales Agencies in Principal American and Canadian Cities 
Export Representative—Foreign Trade Division of New York Hanseatic Corporation 
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YJ IT HIN OUR highly competi- 


tive business community one of the recognized 
goals of every company is to be a leader in its 
industry. In seeking to fulfill this objective, 
there is always a pattern to the success which 
any company achieves. To-day, as we at Under- 
wood strive to carve out a whole new area of 
leadership, both our program of the past and 
the path ahead have an interesting pattern. 

Just what is the leadership of an industry and 
how is it measured? Is it represented by the 
company with the greatest capital assets? Is it 
vested in the one with the greatest sales figures? 
the greatest profits? Do square feet of manufac- 
turing area enter into the determination of lead- 
ership? Is the size of the sales force, or the 
number of manufacturing personnel, a factor? 

It seems to me that some of these considera- 
tions are more concerned with the relative suc- 
cess of a company rather than with leadership. 
Success is a requisite of leadership, of course: 
obviously an industry’s leading companies must 
be successful in sales and in profits. But a con- 
cern which successfully exploits sales and profits 
does not ipso facto fulfill the réle of leadership 
in the industry. 

It is my belief that the real yardstick of 
leadership is far less tangible than quarterly 


PORTHOLE VIEW 
OF HAVANA HARBOR 


LEON C. STOWELL 


Chairman of the Board, Underwood Corporation 


earnings figures. Sales volume and net profit 
may be some help in gauging leadership, but 
only insofar as they realistically reflect the opin- 
ion of the industry’s public. For the real measure 
of leadership can only be the determination by 


that public of the most satisfactory products of 


the industry. What, in effect, is the judgment 
of the buying public? That, in my opinion, is 
the true judgment of leadership. 

Success in the business world can be a tran- 
sient thing. It can linger, take root and thrive, 
and thus serve for many companies to widen 
the path to leadership. Success can be attained 
swiftly or slowly. It can blossom only momen- 
tarily and then wither away. 

The quality of leadership, on the other hand, 
transcends the relative successes of companies. 
Notoriously fickle at times, the public will show 
considerable loyalty when it is soundly based on 
satisfying experience. Its judgment may be the 
result of lengthy consideration, it may come 
over-night. But once the goal of leadership is 
awarded, rarely is it ever withdrawn—so long 
as the leader accepts responsibility for forward- 
looking development and growth. 

The seeds of leadership usually are first 
planted by the development of a product that 
not only fills a great need, but also attracts 


«7 HE MARKS oF LEApER 
SHIP ARE QUICKLY 
WHAT THEY STAND FOR IS 
DUPLICATE. [THE 
LATE THE LEADERS IN A COMPETITIVE 


RECOGNIZED, BUT 
HARD TO 
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ECONOMY RESULTS IN A CONSTANT 
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recognition because of the care, skill, and excel- 
lence of materials put into its manutacture. This 
leadership blossoms into full flower when the 
product becomes universally accepted and the 
name becomes a byword tor quality in the held. 

This was the path we entered some 69 years 
ago with the introduction of the first tront 
stroke visible writing machine. How well we 
tollowed this path to leadership was evidenced 
by the position of respect awarded Underwood 
in the writing machine field by typists and man 
The 


with the word “typewriter.” 


agement. name was almost synonymous 

Many companies in other felds have experi 
enced this same kind of acceptance. The list of 
such companies would inevitably include names 
that have gained such wide acceptance that they 
are frequently used as generic terms to signify 
a group of similar, competing products. While 
this use of a name is not always condoned, it 
is a clear indication of the acceptance of the 
company as a leader in its field. 

But leadership, once gained, does not go un 
challenged. It can be maintained by developing 
and improving the quality of the product, but 
even this has its limit as the product approaches 
perfection. Competitors are able to duplicate 


much that the leader has done and those who 
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rest on their laurels may find those laurels threat- 
ened. Some companies succumb to energetic 
competition; many thrive on it. Although some 
600 typewriter companies have clattered across 
this earth, only a few have survived. We, like 
other successful companies, found that there 
were other paths to leadership. 

Product development would seem to be al- 
most a “natural” phase in the growth of a lead- 
ing company, particularly as competition closes 
the range. Often product development repre- 
sents a company’s response to a demand by the 
public. Corporate leaders must keep close check 
to sense this will of the public and be quick to 
respond to it. How successful the product devel- 
opment proves to be will often depend upon 
the ease and accuracy with which the public’s 
demand is learned and interpreted, and upon 
the ability and integrity with which the product 
is developed. 


Response to Demand 


Thus, in the early 1900’s there came an in- 
creasing demand for a commercially practical 
typewriter that would be small and light enough 
to be carried easily. In this case there was little 
difficulty in achieving the first step in the pat- 
tern, of learning and interpreting the public’s 
want. Both Underwood and its competitors were 
keen to it. But the maintenance of superior re- 
search and development facilities, so essential to 
the leadership of growing enterprise, paid off. 
In 1919 we introduced the first successful port- 
able typewriter. 

In most industries in America there is seg- 
mentation, with each part or facet of the indus- 
try offering rewards to the enterprising. Leader- 
ship within one part of the industry often gives 
birth to product development of another kind: 


expansions into other parts of the industry. In 
effect what we know to-day as diversification of 
the simplest kind is the next logical step in the 
pattern of leadership. Careful analysis of the 
several segments of the industry can _ reveal 
which may be most naturally suitable to one’s 
available research, production and marketing 
structure. 


Product Development 


In our case the first step toward diversifica- 


‘tion was taken in 1907 when management ap- 


praised the still young business machine industry 
and spotted the area for its move. The result was 
the Underwood Computing Machine Company, 
a subsidiary which developed and marketed one 
of the first bookkeeping machines. As a start 
in diversification the effort was accomplished 
with no difficulty for the new product was, in 
essence, a typewriter combined with computing 
mechanisms. With entry into business offices 
paved by the reputation of typewriters, what 
more natural development could there be? 

It is by means of one or both of these vehicles, 
then—product excellence and product develop- 
ment—that so many companies have pursued the 
goal of leadership. Essential to such a program, 
of course, is careful and thorough planning. 
Steps of development must be prepared, and 
the corporate structure molded to climb those 
steps. 

Conversely each phase of the over-all plan 
must be sufficiently flexible to withstand crises 
such as war and depression, if a company is to 
maintain its course. In the event of such critical 
interruptions a company must be prepared to 
reef sail, if necessary, to withstand the storm. 
But sufhcient momentum must be main- 
tained to facilitate resuming its original course, 


The majesty of leadership, as reflected in the Queen Elizabeth, rests on more than just success. While no 
record holder for trans-Atlantic crossings, she has found in the flowing lanes of the sea a path that leads to the 
recognition and acceptance which so often mark the leader. Success, no matter how hard-won, can be easily 
lost, but the laurels of the leader are usually more lasting. Who to-day, for instance, remembers the Pacific, a 
record holder of a hundred years ago in her trip across the Atlantic? 
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or even a superior one, once the crisis has 
passed. 

Even with the best of such programming, 
however, all too many companies who follow the 
path of product excellence and product develop- 
ment ultimately may find themselves not pro- 
gressing satisfactorily. Initially this may ap- 
pear at such a level of success that there seems 
to be little cause for dissatisfaction. Eventually, 
however, the true limitations of the company’s 
position may become apparent. 

Commensurate with the engineering achieve- 
ments of its time, a company’s several products 
again may approach a level of. perfection. The 
areas for continued growth cannot be predi- 
cated indefinitely on a few products of a few 
segments of the industry. In a dynamic economy 
such as ours a company with a limited range of 
products may be a declining company. 


Diversification 


To overcome this obstacle there is the next 
design in the pattern: diversification. Here | 
mean not merely the simple diversification of the 
product development stage but diversification on 
a far more extensive level: the extension of prod- 
uct development along many segments of an 
industry. In our .industrial history this diversi- 
fication was extended and expansion again un- 
dertaken in 1927. 

Paralleling the growth of Underwood, the 
Elliott-Fisher Company had developed its own 
paths of leadership. Well established as a manu- 
facturer of book typewriters, accounting and bill- 
ing machines, it had pursued its own policy of 
diversification in a broadened field of business 
machines. In 1926 Elliott-Fisher had purchased 
the Sundstrand Corporation, manufacturers of 
the first natural sequence ten-key adding ma- 
chine for touch operation. This instrument 
proved as revolutionary to the world of num- 
bers as the typewriter had proved to the world 
of letters. 

To stimulate what was a more dynamic and 

Continued on page 116 
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Seasonal Gifts: benefit or bother? How you handle them may make the difference, survey shows 


F seine-s good news 


folks: Santa Claus is not dead. He will ride 
again this Christmas Eve (or a tew days earlier), 
leaving presents not only in the big stockings of 
little people, but in the nvlon, wool, and cotton 
socks of a great many business people, as well. 

Despite some rumblings trom companies that 
find the business of corporate Christmas giving 
a nuisance, a source of embarrassment, or an ex- 
pensive proposition, the majority of them, a 
survey shows, will be in there, giving, when 
Christmas 1955 rolls around. 

And, if the business and industrial givers seem 
to favor past and prospective customers or others 
who have done them favors, as they confess, 
what of it? Even the real Santa is said to dis- 
criminate in favor of those who have been good 
during the past twelve months. 

Dun’s Review anp Mopern INpustry ques- 
tioned 1,000 executive officers of business and in- 
dustrial concerns and found that over 59 per 
cent of the respondents give some kind of 
Christmas present to their business friends. The 
hgure is, perhaps, even more impressive than it 
looks at first glance, because the group that was 
questioned represents a fair sample of American 
industry, which means it is made up, preponder- 
antly, of the small companies. It was representa- 
tive geographically, as well. 

The respondents’ comments, as well as the size 
of their companies, made it clear that few of 
them, if any, are buying Christmas presents out 
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tonight, 
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ALFRED G. LARKE 
Employer Relations Editor 


of surplus profits that might otherwise have 


gone mostly for taxes. Their gifts are costing 
them good money as well as a lot of thought. 
Here are the gift practises they reported: 


Low-cost * ‘remembrance” Re Se. ees 53%, 
Substantial personal gifts 32 
No gifts 4] 


The total is more ise 100 yer cent 5 ia 
| 
26 per cent of the respondents give both low- 
| — 4 
cost, general-distribution gifts and the costlier 
o & 





Why Gifts Are Given 
Participants in the DR&MI survey in- 

dicated the purpose of their giving in 

answers to three sets of questions: First: 
Have spectfic advantages in 
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Custom pretty much just a 
habit | Ee 9 
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The “specific advantages” they had in 
mind broke down into three categories: 


OO We ow. see 
Appreciation of past orders... .. 28°, 
Advertising et” Vee 
Finally, here are the accounts to 


which they charge Christmas gift costs: 
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Overhead and general expense. . 13°, 
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personal presents for special company friends. 

Two thirds of the companies that do not give 
Christmas business gifts never have done so. The 
other one-third once pursued the policy, but 
have since abandoned it, for a variety of reasons. 
Of the companies that now give no Christmas 
gifts, none plans to change its policy. Of those 
who do give presents, about 17 per cent have 
some change in mind—for the most part, they 
indicate, a decrease in giving. 

These two figures are of importance to the 
substantial number of companies that look on 
corporate gift-buying as a substantial part of 
their business and, in some cases, the difference 
between annual profit or loss. Few seem to quar- 
rel with the general idea of business gifts. Any 
who have quit giving, or contemplate quitting, 
are moved to do so by the annoyances of choos- 
ing recipients without offending those who do 
not receive gifts, deciding who in the company 
may give how many or how expensive gifts, and 
the other worries that are involved. 

The “gift industry,” if the full-time manufac 
turers and sellers of “remembrance” items and 
the holiday-season salesmen of other products 
may so be designated, are not unaware of the 
problem. 

One gradually increasing practise has been the 
donations of cash gifts to charities in the names 
of customers who might otherwise be sent com- 
pany presents. This does the vendors of Christ- 
mas gifts no good, though it helps the charities. 
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It appears, also, however, to involve as many 
problems as outright gift giving. Where one 
man may object to receiving a gift of value, lest 
it make him appear to be accepting a minor 
“bribe” for business favors, another may object 
to the charity that is benefitted in his name. The 
company that attempts to escape one problem by 
this means may, therefore, run into another 
problem just as difficult. I may like the Damon 
Runyon Cancer Fund, you may prefer the Sister 
Kenny Foundation. The man who wants to be- 
stow a token of good will upon both of us will 





Who Holds the Reins? 


Someone in the sales department— 
salesman to manager—picks recipients 
of corporate Christmas gifts in 50 per 
cent of companies, the DR&MI survey 
shows: 

But the man who decides who may 
do the picking is, more than two thirds 
of the time, an executive outside of 
sales: 31 per cent sales, 69 per cent other. 

Even fewer are the cases where the 
sales force is given a budget for the pur- 
pose and allowed to spend it as it sees 
fit. Only 24 per cent of companies give 
sales this latitude; in 76 per cent, gift- 
givers are named by someone of a high- 
er company rank. 

Here’s who names the recipients: 


Salesmen NCS s +0 8s 6 
ee a 22°%, 
Sales Department ..............10°; 
President, Owner ; Pees A 


Officers, General Executives 15°% 
Dept. Heads Other Than Sales. . 15°/, 











have just as tough a problem as the man who 
once had to find out whether you preferred a 
gift of golf balls while I preferred tennis balls 

. or what have you. 

A few suppliers of Christmas gifts have made 
a move designed to meet the problem of the 
company that wants to give a fitting present, but 
is not sure what the recipient would like and 
hasn’t the means to find out. These vendors offer 
to supply prospective recipients with a list of 
choices (at the cost stipulated by the donor), so 
that the man on the receiving end is more cer- 
tain to get something he likes. 

This development helps meet one of the ob- 
jections sometimes voiced by the donors. To in- 
sure the health of their business, the vendors will 
probably have to develop other ways of tailoring 
the program to fit the needs of both donor and 
receiver, One of the best ways, a study of re- 
sponses to the DR&MI survey indicates, would 
be to emphasize advisory service to givers, at the 
expense of pushing product. 

Detailed data and comments from survey par- 
ticipants, shown in these pages, will give a lead 
to the major problems facing donors—which 
may, if no one offers effective advice, result in 
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fewer companies rallying around the old Christ- 


mas tree. 

Most giving companies follow good manage- 
ment practises in their Christmas activities, but 
the minority is large enough that it should be of 
concern to the concerns that supply the Christ- 
mas presents. For example: 

In two-thirds of the answering companies, a 
general executive determines number and cost 
of gifts; with the others, a budgeted amount is 
given to those who choose recipients, to use as 
they deem best. 

In about 95 per cent of companies, a new list 
of recipients is made annually, or old lists are 
reviewed once a year. But among the remaining 
5 per cent are the companies that may not be 
giving presents next year. Five per cent is a big 
figure if it is the 5 per cent that marks the differ- 
ence between loss and profit. 

Of all the companies who give presents, nearly 
30 per cent feel it is “just a habit,” and it is 
among these organizations that the “don’t-gives” 
of next year will be recruited. More than one- 
third of those who consider Christmas gifts “just 
a habit” have a change of policy in mind. Less 
than one-sixth of those who have a specific ad- 
vantage in mind in their giving—even though 
it may be something as vague as “good will” or 
“appreciation” of favors done—expect to change 
their practise. Obviously, it is upon those who 
see the giving as just a pointless habit that the 
“Christmas-gift industry” must concentrate its 
attention. 

The very fact that “specific” advantages are 
enumerated in terms of “good will” and “appre- 
ciation” is in itself enough warning that a vendor 
wishing to cater to these needs should sell his 
service, not his product. An automatic pencil 
that satishes John Doe is a better gift than a 
box of El Ropos that irritates Richard Roe. The 
vendor who wants to keep the donor among the 
ranks of corporate Santa Clauses must sell it 
neither automatic pencils nor boxes of El Ropos, 
but the satisfaction of the recipients. 

It is obvious from the responses to DR&MI’s 
survey that business and industrial concerns do 
not demand that Christmas gifts make actual 
sales. They are, for the most part, concerned 
with large generalities like “good will.” 





Who Gets the Presents? 


Buyers, or prospective buyers, are 
most numerous on the Christmas lists 
of the companies canvasses in the 
DR&MI survey. Here’s whom gifts go 


to: 
SPS Ee tee IEA Ee 43°, 
Purchasing Agents .......... 18°, 
People Who Have Done Favors. 17°/, 
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Among the “others” are 19 categories, 
many of them apparently customers or 
prospects, and even one city official. 














Christmas Givin g 


“THINK!” insists the admonition that hangs 
on the wall in front of the average executive, 
whether he be figuring out to whom to give 
Christmas presents, how to spur productivity, 
where to make more sales—or even what to do 
about the wife’s nephew. 

But THINK is a command so broad in its 
coverage that it often leaves a man stymied as to 


where to begin. THINK, but about what? Or 


how? 


F, T. McGowan, safety director of The Bor- 
den Company, has a story in point, about the 
sheik’s son who inherited his father’s harem. “I 
know what I want to do,” the young man said, 
“but I don’t know where to begin.” 
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wines 
WHY? 














Determining purpose is the first step to gift-policy. 


Perhaps it would be better if all those THINK 
signs were replaced with ones that read, 
“WHY?” Certainly that is the case with the 
man who is approaching the problem of his 
company’s attitude and policy on gift-giving. 

Whether the giving of corporate Christmas 
presents is a matter of Christmas spirit, of re- 
warding past friends, of creating new ones, or 
simply of habit, determination of the company’s 
purpose is a necessary first step. Only with a pur- 
pose clearly in mind will it be possible to organ- 
ize an orderly policy, set a rational budget, de- 
termine suitable gifts and simplify the task of 
deciding to whom to give them. 





Budget and organize to keep gwing under control. 
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Takes Organization, Planning for Best Results 


Remarks of many respondents to the DR&MI 
questionnaire, both among those who give gifts 
and those who have abandoned the practise, in- 
dicate that better organization, setting up of a 
budget—in short, treating this matter like any 
ordinary production problem—might eliminate 
much dissatisfaction with gift practises. 

“It got completely out of control,” complained 
one president, “and did us more harm than 
good.” “It ran away with itself,” said another 
president who had abandoned the custom. “We 
never knew where to stop,” said another; “there 
were too many buyers, assistants, secretaries, ofh- 
cers, etc.” “Sales and service personnel are prone 
to be over-generous with the company money,” 
said the president of an automotive firm. 

Especially where gifts of substantial value are 
involved, and employees who choose the recipi- 
ents may be tempted to play Lady Bountiful, 
good organization of giving is desirable to keep 
matters under control. 

What presents a company gives, and how 
many, may be affected by what competitors plan 
to do, as well as by one’s own purposes. The 
general manager of a building supply service, 
for example, told DR&MI of this competitive 
problem: Two years ago his company decided 
to eliminate hard feelings by giving telephone 
book covers of good design and material to 





Keep eye on competitors to avoid embarrassment. 


“practically everybody” it considered a friendly 
contact. But that year a competitive concern 
chose to give expensive hams to a limited list. 
“Where the lists overlapped,” said the general 
manager of Company No. 1, “some of the cus- 
tomets were extremely difficult. We were 
cheap!” But he continues to give “remem- 
brance” items costing $2.50 to $3.00, though hop- 
ing “in years to come that all gift-giving will be 
done away with.” 

Fitness of the gift is an important factor to 
consider. It is unlikely that any company will 
ever give anything as expensive as an electric 
razor to a woman executive, but similar faux 
pas are sometimes committed where all recipi- 
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ents get the same gift—a bottle-opener to a tee- 
totaler, for instance. 

In choosing the one-gift-for-all, the broadest 
kind of acceptability is necessary. The kind of 
gadget that the recipient gives to his office boy 
or the janitor, because it has no value for him, 





Fitting gift counts double, others may rate zero. 


probably has little value for the donor, either. 

With the more expensive gift, supposedly 
picked for an individual recipient, fitness is per- 
haps even more important. A box of cigars for 
a man who doesn’t smoke may let him make 
friends with those he passes them out to, but it 
says very little about the thought put into the 
gift. For the amount spent, a good deal more 
return in the way of appreciation could be ob- 
tained with a little more care in selection. 

There has been a considerable increase, in 
recent years, in the practise of making a con- 
tribution to a charity in a customer’s or client's 
name—letting him know it has been done, of 
course. Some people, reluctant to accept a gift, 
have applauded the idea, which was mentioned 
by several respondents to the questionnaire. Even 
in this seemingly unobjectionable scheme, how- 
ever, there lurk possibilities of doing the wrong 
thing. Some recipients of Christmas gifts may 
be just selfish enough to want to keep on getting 
them. Others may dislike the charitable organi- 
zation to which the substitute contribution is 
made, yet be unwilling to say so. 
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. 
Different from the problem of fitness of gift 
to the individual is the matter of choosing some- 
thing that will universally be considered to be 
in good taste—for which no standards can be 
set. The American Institute of Architects is said 
once to have made an award, for the art object 
in the worst possible taste, to a statue of Venus 
de Milo with a clock mounted in the abdomen. 
Probably no industrial or business concern is 
guilty of giving such a monstrosity to anyone 
with whom it wishes to remain on friendly 
terms—but you can never be sure. What’s good 
taste to me may be shockingly bad to you. If 
there is any possibility of doubt—and even if 
there is not—it’s well to try out gift ideas on a 
variety of people while in the planning stage. 
A little Chic Sales humor may be inoffensive 
to most people, but some men resent it in any- 
thing so public as a gift. And when your list 
includes women recipients, it’s bad. 
Over-commercializing the gift is a sin of this 
category, too. On some gifts, an indication of 
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Prune your gift list annually, or you'll trip on i, 


the donor will seem out of place. On others, it 
will be all right. But when a remembrance item 
is turned into a TV-type commercial for the 
donor’s product, Christmas good will is likely to 
fly up the chimney. 

Another problem that needs meeting head-on 
is the maintenance of gift lists. A majority of 
questionnaire respondents told DR&MI they 
make up new lists each year, or go over the 
names on last year’s list individually. But others 
indicated they let the lists grow, apparently fear- 
ing to take a man off, once he has been put on 
the receiving line. 

The secretary of a truck and trailer body-man- 
ufacturing company says names are taken off its 
list if their owners have not been the source of 
any business for two years. Another company 
sets the limit at three years. 

But a couple sound wistful: “It’s hard to get 
a name off the list,” says one. “Death,” says an- 
other, succinctly, when asked what procedure is 
used to prune lists. This Santa needs a gun. 
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ZIRCONIUM 


new metal for industry? 


ANNESTA R. GARDNER 


Industrial Editor | 


[sit areal comer—or just another high-priced 
special-purpose matertal? Should you get it 


or forcet it? Here are the up-to-date facts. 
fore 


Down 90 per cent in price in 
the past six years, and up a good 900 per cent in 
productive capacity, zirconium looks like a hot 
prospect. 

It is—and it isn’t. And there lies an important 
story for all of industry. 

Zirconium is a metal, similar to steel and 
titanium in appearance; midway between them 
in weight. It’s strong, remarkably corrosion- 
resistant; and, in pure form, workable and weld- 
able. It has an unusually high melting point 
(above 3,300° fahrenheit), and unusual nuclear 
properties which make it desirable for atomic 
energy use. 

Sounds good, doesn’t it? 

But look at the other side of the picture: 

Zirconium is neither workable nor weldable 
unless it is almost completely free of such com- 
mon elements as carbon, nitrogen, and oxygen. 
Yet,:at elevated temperatures, zirconium devel- 
ops a voracious appetite for them—and they give 
it indigestion in the form of weakness and brit- 
tleness. That means refining the metal is an 
immensely difhcult job, and using it at even 
moderately high temperatures can pose severe 
problems. 

Even when protected from these elements, zir- 
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Machinable and weldable, ductile zirconium can be fabricated into complex parts 
like those pictured below. Sinuous chip indicates metal’s softness and toughness. 


conium’s performance at elevated temperatures 
leaves much to be desired. Its strength drops off 
so rapidly as the temperature goes up that it is 
less than half as strong at 900° fahrenheit as it 
Was at room temperature. By the time the ther- 
mometer reaches 2,100°—still below its melting 
point—zirconium has all the strength of a 
celery stalk. 

Wear resistance is another weak point. The 
shaft sleeve pictured below (far left), for in- 
stance, is much more resistant to corrosion 
than the cast iron part it replaces. But, says 
J. H. McClain of the Bureau of Mines North- 
west Electrodevelopment Laboratory, “zirconi- 
um shaft sleeves may not be suitable where 
packing is used since the ductile metal does not 
resist abrasive wear.” 

Zirconium’s biggest hurdle is its weight. On 
a strength-weight or a price-volume basis, it 
just can’t compete with either titanium or stain- 
less steel. Zirconium is half again as heavy as 
titanium, and no stronger. It weighs only 20 per 
cent less than stainless steel, yet costs 30 to 50 
times as much. 

As of September 1, the rock bottom price for 
zirconium sponge (the raw metal—see photo- 
graphs, opposite) was $7.50 a pound. Titanium 
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was $3.50. Stainless steel in ingot form was about 
20 cents. Since semifinished forms (rod, bar, and 
shapes) cost about twice as much, even a small 
amount of zirconium represents a considerable 
investment. A foot of one-inch round stainless 
steel bar stock, for instance, can be had for about 
a dollar. In titanium, it would be about $13. 
The same amount of zirconium would be $39 
to $60. 

Stull, this is a vast improvement over the situ- 
ation a few years ago, when zirconium was 
about $300 a pound, and further price cuts may 
be expected. The metal is only now starting its 
real commercial life. 

This metal, like titanium, received its first 
serious attention during World War II, when 
the hunt was on for any and all materials that 
could replace the scarce strategic metals on 
which we were so dependent. The ores of 
both metals are widely distributed (there are 
beaches full of zircon sand in Florida), and both 
were known to have a number of good qualities. 
But, at that time, there was no practical, low- 
cost refining process for either one. The refin- 
ing process that was being used, known as the 
iodide or crystal bar method, produced excellent 
material, but at a staggering cost. (It involves 
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vacuum deposition of the metal from its iodide, 
and produces crystalline bars of zirconium like 
those pictured on page 44). 

The first real break for both metals came with 
the development, by W. J. Kroll of the Bureau 
of Mines, of a magnesium reduction process that 
turns out good-quality metal in a much less 
expensive way. It was the method used by the 
first large-scale producers of titanium, and has 
been adapted for zirconium. 

Titanium got a head start in commercial pro- 
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variation from them may be expected in individual cases.) 


Here is how commercially pure zirconium stacks up against titantum and 
18-8 stainless steel. (Note: Figures represent median values. Considerable 
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might have gone to zirconium. 


On the other hand, the problems encountered 
in refining and fabricating titanium made pros- 
pective users wary about tackling another metal 
of the same kind. 

[t was not until zirconium’s remarkable nu- 











clear properties were discovered that the metal 
really got off the ground. Then, the Atomic 
Energy Commission stepped in, and spurred in- 
terest in the metal all along the line. In 1952, 
it signed an agreement with Carborundum Met- 
als Company for production of 150,000 pounds 
of the metal a year—many hundreds of times the 
total turned out less than a decade ago. 

In the atomic energy field, zirconium has been 
a lot like the ugly duckling that turned into a 
swan. At first, its prospects didn’t look good. 

As noted on page 44, atomic power plants 
need materials of construction that will not 
gobble up neutrons. 

The AEC tested zirconium along with the 
other metals; but, in the early tests, it didn’t do 
very well. As late as 1947, there was a good 
deal of uncertainty about whether the metal 





Raw zirconium metal, as reduced from its ores, has this spongy appearance, must be remelted into 
ingots. At left is Kroll-process crucible used by Bureau of Mines; at right, sponge-laden electrode 
from Horizons, Inc. fused salt reduction process. This process 1s now in pilot plant stage. 


would or would not be satisfactory. However, 
most of the “pure” zirconium metal then obtain- 
able contained about 2 per cent of another 
element, hafnium. The two are found together 
in nature, are chemically similar, and are ex- 
tremely difficult to separate. Since hafnium did 
not seem to affect zirconium’s physical proper- 
ties adversely, it did not seem worthwhile to 
extract it. It was known that hafnium had a 
large capacity for neutrons; but no one was sure 
quite how large, and how much it affected 
zirconium. 

Finally, pure samples of the two metals were 
prepared and tested, and zirconium’s grey skies 
turned to blue. 

Hafnium-free zirconium came through the 
neutron test with flying colors. Of all the metals- 
Jess than half a dozen (beryllium, bismuth, lead, 
magnesium and silicon) have lower neutron 
afhnities, and none of these can match zirconi- 
um’s combination of structural strength and cor- 
rosion resistance. (Titanium’s neutron affinity is 





Sheet, bar, foil, and wire may now be obtained commercially; shaped in many ways. Samples at lefe 
were produced by Horizons, Inc. At right are hat-shaped sections made from sheet material by Brooks 
& Perkins using hot-drawing techniques similar to those developed for magnesium and titanium. 
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more than 30 times that of zirconium; hafni- 
um’s, more than 600.) As W. A. Johnson, who 
was manager of the Materials and Reactor De- 
partment of Westinghouse Electric’s Atomic 
Power Division, has pointed out, zirconium of- 
fers a combination of acid and alkali resistance 
which “is matched only by the noble metals, 
platinum and gold.” Furthermore, it has a low 
modulus of elasticity and low thermal expansion 
which make it attractive for structural use. 

It’s not surprising, then, that zirconium is 
much in demand for nuclear power plants, and 
that the Atomic Energy Commission was willing 
to authorize even the costly iodide process to get 
high-purity metal for the first atomic submarine. 

At present, there are four commercial pro- 
ducers of zirconium, though only two—Zir- 
conium Metals Corporation (a subsidiary of 
National Lead) and Carborundum Metals Com- 
pany—are in large-scale production of Kroll 
process sponge metal. 

Metal Hydrides, Inc. produces zirconium 
metal power (see page 52). Foote Mineral 
Company makes and sells both the powder and 
the iodide metal. (There is a small but continu- 
ing demand for the iodide metal, despite its high 
cost, because its ultra-high purity gives it excep- 
tional workability and corrosion resistance.) 

If the new Horizons electrolytic refining 
method, now in the pilot plant stage (see photo- 
graph, page 42) proves out, it may pave the 
way for a third major producer. In addition, at 
least two other companies—Crane and Eagle- 
Picher—are seriously exploring the field. 

Quite a few companies are fabricating the 
metal; among them, Allegheny-Ludlum, Bridge- 
port Brass, Brooks & Perkins, Inc., Chase Brass 
& Copper, Firth Sterling, and Superior Tube. 
(These are, of course, in addition to such pri- 
mary Atomic Energy Commission contractors as 
General Electric and Westinghouse.) To tempt 
others into the field, producers offer technical 
help of all kinds, and Carborundum has even 
devised an “Evaluation Kit,” containing 17 sam- 
ples in three grades. It’s priced at $150. 

Zirconium can be fabricated in most of the 
usual ways—rolling, extrusion, drawing, spin- 
ning, and machining. It can be soldered, brazed 
and welded. 

But it usually requires special handling. 

Battelle Memorial Institute metallurgists point 
out that it is difficult to solder the metal with- 
out some sort of treatment to provide a sur- 
face that can be wetted by the soldering alloys. 
(Battelle suggests coating it with a thin layer 
of zinc.) 

In extrusion, the big problem is galling of 
the dies. Argonne National Laboratory reports 
that jacketing the extrusion blanks with alumi- 
num or copper helps a good deal. The new 
Ugine-Sejournet hot extrusion process that uses 
molten glass as a lubricant also looks promising. 

Drawing and forming are relatively easy. 
Magnesium and titanium paved the way. Engi- 
neers at Brooks & Perkins, Inc., who have been 
working with these two for some time, report 
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that techniques developed for them may be ap- 
plied to zirconium with only slight modification. 

Powder metallurgy provides another route to 
fabricated parts. This method holds consider- 
able promise for alloy development. Again, 
though, special measures are required, both to 
protect the metal, and to protect the fabricator 
from the powder. In finely-divided form, zirco- 
nium (like titanium and magnesium) is highly 
reactive. It oxidizes explosively, and may ignite 
spontaneously in air at temperatures as low as 
550° fahrenheit. For this reason, it is generally 
shipped and handled wet, and used with the pre- 
cautions shown in the photograph on page 52. 

Zirconium’s high-temperature reactivity makes 
casting difficult. It will even attack its own oxide, 
the refractory zirconia, at temperatures above 
2,500° fahrenheit. However, titanium presents 
similar problems, and casting methods are being 
developed for both metals. 

Where, then, can zirconium be used? 

Because of its excellent corrosion resistance at 
moderate temperatures, it has frequently been 
suggested as a replacement for tantalum in 
chemical and electrical equipment—heat ex- 
changer tubes, cooling coils, contact points. Here, 
the price differential is all in zirconium’s favor. 
Tantalum is much heavier, and it costs $65 to 
$70 a pound. 

So far, though, zirconium does not seem to 
have made appreciable inroads on tantalum’s 
markets. 

In Europe, zirconium is used as a replace- 
ment for platinum in rayon spinnerets; but it 
has not made much headway here. Likewise, the 
metal has been suggested for surgical use (as 
a bone replacement, for instance); but is not 
moving into that field very fast. 

A preview of possible industrial applications 
is provided by the Bureau of Mines’ use of the 
metal in its own zirconium pilot plant. As 
McClain points out, the production of zirconium 
metal involves a variety of corrosive atmos- 
pheres, solutions, and other conditions “that defy 
the usual materials of construction and make the 
Kroll process a useful proving ground.” 

The zirconium hydraulic valve spool, pictured 
on page 44, for instance, replaces a standard 
mild steel part that lasted less than two weeks. 
The zirconium spool was still going strong at 
the end of two years. 

The needle valve was used to regulate flow 
of concentrated hydrochloric acid. While it did 
show some corrosion, in the valve seat, it was 
still serviceable after three months. 

Similar records were scored by the other units 
pictured. 

To those who do want to try out the metal, 
its producers offer these words of caution: be 
sure you are considering all the important prop- 
erties of the metal; and be sure to test it under 
actual use conditions. Don’t depend entirely on 
standard tables or even laboratory tests. 

For instance, at elevated temperatures, stress- 
rupture strength and creep rate may be even 

Continued on page 52 





Zirconium 
and Atomic Energy 


Zirconium’s biggest break came with the dis- 
covery of its unusual nuclear properties. For 
nuclear reactors of the thermal type (those built 
for the atomic submarines, for instance), it is 
important to choose structural materials that will 
not gobble neutrons (the atomic particles that 
make the chain reaction take place—see January, 
page 36). Since these materials must also resist 
chemical corrosion and radiation damage, the 
choice is limited; and zirconium is one of the 
best. It is used not only as a material of con- 
struction, but also as a protective cladding for 
the uranium “fuel.” This explains why the 
Atomic Energy Commission is spurring produc- 
tion, and why it was willing to accept even the 
expensive iodide process (see below) to get 
enough of the metal in time for the first 
submarine. 


High-purity crystal bars are produced by io- 
dide process, but at high cost. Westinghouse 
used it only until satisfactory Kroll-process 
metal was on hand. This plant is now shut down. 








See: and 


oo Se eS 





is 


Gn Cube Goh on 








e. 
e 7 INCE WE ARE immersed in 


what has been described as a flood tide of mer- 
gers, it may be of some value to attempt an 
objective analysis of the present-day merger 
trend. It is, of course, economically—as well as 
intellectually—frustrating to suggest that merg- 
ers—by which I also mean corporate acquisi- 
tions and consolidations—are either unlawful 
per se, or entirely benevolent. Like most other 
business practises, mergers take on economic 
and legal coloration in the market context in 
which they arise. 

The classic American merger movements, at 
the turn of the century, in the 1920's, and now, 
have each occurred in distinctive historical set- 
tings and can only be closely analogized at the 
risk of subverting a real understanding of their 
significance. 

The great merger boom of 1887-1904 (which 
gave impetus to the passage of the Federal 
Trade Commission and Clayton Acts) was 
principally spurred by business tycoons intent 
on building personal industrial dynasties. The 
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MERGER MOVEMENTS IN AMERICA HAVE COME IN DISTINCT PHASES AND FOR VARYING 
REASONS. THE LATEST UPSWING HAS BEEN MAKING HEADLINES REFLECTING THE OPINIONS 
OF PRIVATE INDUSTRY AND (GOVERNMENT. WHETHER OR NOT THE TREND IS IN THE 
NATIONAL INTEREST, IT IS IMPORTANT THAT WE KNOW WHY AND HOW MERGERS TAKE 
PLACE AND WHAT EFFECT THEY MAY HAVE ON THE NATION S ECONOMY. HERE IS A REVIEW 


OF RECENT DEVELOPMENTS. 


EDWARD F. HOWREY 


Chairman*, Federal Trade Commission 


merger wave of the 1920’s (which prompted 
enactment of the Securities Exchange Commis- 
sion Act and the Public Utilities Holding Com- 
pany Act) was raised on an inflated base of 
speculation and stock manipulation. By con- 
trast, I think it is fair to say that the present 
wave of mergers, beginning about 1946-47, has 
been largely impelled by what purport to be 
rational managerial decisions: quick expansion 
to exploit new or burgeoning markets; diversi- 
fication of product line to spread capital risk and 
to broaden market outlets; integration forward 
to provide distributional economies or backward 
to ensure efficient flow of source materials; con- 
solidation of hard-pressed small producers in 
oligopolistic markets to wage more effective 
competition. 

I have used the word “purport” with design, 
for even the most impassioned business advo- 
cate will recognize that rational management 
factors may be distorted in the stress of competi- 
tive battle; and a partisan view of what most 
effectively bolsters the competitive process is 
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certainly susceptible to a kind of economic as- 
tigmatism. Yet it can certainly be said that the 
present merger wave, however enigmatic, is mo- 
tivated far less by considerations of personal 
aggrandizement than were the earlier move- 
ments. This, of course, though relevant in any 
appraisal of the economics of mergers, is hardly 
exculpatory if the merger in fact tends to affect 
competition in some way proscribed by the anti- 
trust laws. 

For the past two years I have lived daily with 
the problems of mergers: the real and present 
dangers which the monopolistic tendencies of 
some mergers produce, the imagined perils reg- 
ularly conjured up by a few frantic observers, 
and the uncertain competitive problems which 
mergers inevitably pose for the future. As | 
leave the Federal Trade Commission to return 
to the private practise of law, I look back on a 
period which has been professionally the most 





*Mr. Howrey's resignation from this post became effectwe 
September 12. tis successor is John Gwynne. 
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rewarding of my life; one, moreover, which has 
sharply reafhrmed my faith in the corrective 
strength of the American economy. We have 
learned a great deal about mergers during these 
years which we never knew before; why they 
take place, how they take place, what effects 
they have on our economy. I think we have also 
learned that vigilance against merger abuses 
cannot be relaxed, but that vigilance need not 
become panic. And we have learned too that 
sufficient Government resources can be made 
available to strike down the economic excesses 
of mergers without hamstringing the free work- 
ings of our entire economy. 


Is There Any Danger? 


What are the dimensions of this merger 
movement which have given rise to so much 
“fustian clamor,” as one commentator puts it? 
And what are the actual anti-trust risks—be- 
yond partisan bombast—which potential corpo- 
rate mergants run? Certainly, these questions 
must be foremost in the minds of business execu- 
tives, weighing the merits of future mergers, 
who sincerely wish to guide their enterprises 
within lawful bounds. 

The answers are not entirely clear, but recent 
developments increasingly illumine our under- 
standing. : 

In any discussion such as this, it is important 
to bear in mind the anti-trust implications of 
mergers. America’s faith in the ultimate valid- 
ity of a free enterprise economy was early trans- 
lated into wise generalities of the Sherman Act, 
which banned contracts, combinations, and con- 
spiracies in restraint of interstate commerce and 
monopolization of or attempts to monopolize 
interstate commerce. Later the Clayton Act 
added prohibitions against specific incipient 
monopolistic practises, including certain bans 
against corporate acquisitions. Both statutes the- 
oretically were available to attack unlawful 
mergers: The Sherman Act to strike down merg- 
ers which amount to restraints of trade or mo- 
nopolization, the Clayton Act to cut off mergers 
which may substantially lessen competition or 
tend toward monopoly. 

As a practical matter, however, the courts re- 
stricted the Sherman Act’s effect on mergers to 
a point where it is of doubtful practical use. 
Prior to 1950, this was equally true of the Clay- 
ton Act which was limited in its effect to ac- 
quisitions of stock in competing companies. A 
series of court decisions had held that where 
stock acquisitions were used to effect transfer 
of physical assets before the Government moved 
to invalidate the acquisition, the courts and the 
Federal Trade Commission were powerless to 
order divestiture of the acquired assets. 

However, the Anti-Merger Act of 1950 


In the Federal Trade Commission Building in Wash- 
ington, tabs are kept on the who, the why, and the 
how of business mergers. Any company, contemplat- 
ing merger action or other form of acquisition, needs 
to keep one legal eye on the opinions of FTC and the 
other on the decisions to come from federal courts. 
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(amending Section 7 of the Clayton Act) wid- 
ened the Act’s application to include acquisi- 
tions of assets as well as stock, to eliminate the 
previous requirement that the acquired and ac- 
quiring companies be in competition, and sub- 
stantially to broaden the Act’s geographic reach. 
To-day it is this provision—Section 7 of the 
Clayton Act—which is the basic anti-trust inhi- 
bition against unlawful mergers. Yet the amend- 
ed act raises many questions. Section 7 bars a 
corporate acquisition “where in any line of com- 
merce in any section of the country, the effect 
of such acquisition may be substantially to les- 
sen competition or to tend to create a monop- 
oly.” But what, in pragmatic market terms, is 
the relevant line of commerce and the appropri- 
ate section of the country? When does a merger 
“substantially” lessen competition or tend to- 
ward monopoly? And what standards are to be 
applied in measuring the oblique market effects 
of the many types of mergers? 

Both the Federal Trade Commission and the 
Department of Justice are aware that these and 
other interpretative problems can only be set- 
tled finally in the courts. The process of secur- 
ing authoritative judicial interpretation is now 
well under way. The Federal Trade Commis- 
sion has presently issued complaints against five 
corporations alleging unlawful mergers. The 
Department of Justice similarly has brought 
three civil suits in the federal courts seeking to 
bar merger activity. 

Federal Trade Commission com»laints charge 
Pillsbury with unlawfully acquiring Duff and 
Ballard, two leading competitors in the sale of 
flour and ficur-base mixes; Luria Bros., the na- 
tion’s largest scrap iron and steel dealer, with 

















unlawfully acquiring a number of competing 
dealers; Crown-Zellerbach with unlawfully ac- 
quiring St. Helen’s Pulp and Paper Company, 
its chief West Coast rival in the sale of kraft 
paper products; Farm Journal, the nation’s larg- 
est farm magazine, with unlawfully acquiring 
Better Farming, the number two farm maga- 
zine; and Union Paper Corporation with un- 
lawfully acquiring a substantial minority stock 
bloc in Hankins Container Company which 
allegedly assures Union of orders to supply the 
container-board requirements of Hankins. 

Court cases instituted by the Department of 
Justice include an action seeking to enjoin con- 
summation of the merger between Schenley In- 
dustries, the nation’s largest whiskey producer, 
and Park and Tilford, a smaller but vigorous 
competitor; a suit seeking to require the divesti- 
ture by General Shoe Corp. of the stock and 
assets of competitors acquired in a series of 
transactions over a five-year period which are 
alleged to have weakened competition as a re- 
sult of their cumulative effects; and a suit de- 
signed to break up the merger of the Hilton- 
Statler chain of hotels, alleging particularly an 
unlawful lessening of competition in convention 
business in a number of major cities. 

These cases, and others to follow, should go 
far toward interpolating explicit definitions into 
the Clayton Act’s general bans. Despite protes- 
tations of a few chronic dissidents that the Clay- 
ton Act is a per se statute—that is, one which 
bars all mergers without considering their mar- 
ket effect—I do not believe that any serious stu- 
dent of the law doubts that only some mergers, 
those which cause the injurious competitive im- 
pact barred by Section 7, are unlawful. 
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At the moment, we move toward an under- 
standing of which mergers are bad. For this 
reason, I think business men—as well as anti- 
trust enforcement authorities—will find consid- 
erable solace in the clarified standards of com- 
petitive conduct which present anti-merger liti- 
gation should provide. 

Beyond these cases, probably the most note- 
worthy recent merger development was the issu- 
ance in May 1955 of the Federal Trade Com- 
mission’s Report on Corporate Mergers and Ac- 
quisitions. More than any single infirmity, we 
had been handicapped by the lack of precise 
knowledge of the actual facts of contemporary 
mergers. The Commission’s report supplies an 
incisive, forthright body of factual data to re- 
place the speculation and conjuration that had 
gone before. Designed primarily as a guide to 
the Commission, the Department of Justice and 
the Congress, it should have wide appeal gener- 
ally for business men as well. 

The report points out that mergers have in- 
creased to three times the 1949 rate, are nearing 
the postwar peak rates of 1946-47, but are well 
below the pre-depression rate of the late 1920's. 

Merger activity has been stronger in some in- 
dustries than in others. Industries marked by 
significant increases in merger activity included 
the baking, dairy (and other food products), 
textiles, non-electrical machinery, automotive, 
and metals industries. 

Two major statistical studies are contained 
in the report. The first of these analyzes 1,773 
mergers and acquisitions during 1948 to 1954 in 
the manufacturing and mining fields. 

Nearly two-thirds of these acquisitions, the 
report points out, were made by companies with 
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assets of $10 million or more. In contrast, com- 
panies with assets of less than $1 million ac- 
counted for less than 8 per cent. 

The largest number of acquisitions during 
1948-1954 were in the non-electrical machinery 
industry with 249 mergers and in the food prod- 
ucts industry with 243. Together, they account- 
ed for more than one-fourth of the mergers in 
manufacturing and mining. The next eighteen 
industry groups in number of mergers were: 
chemicals, 168; fabricated metals, 161; trans- 
portation equipment, 125; textiles and apparel, 
117; electrical machinery, 111; non-manufactur- 
ing, 96; mining, 81; primary metals, 78; stone, 
clay and glass, 70; paper and allied products, 60; 
professional and scientific instruments, 47; lum- 
ber and furniture, 40; petroleum and coal prod- 
ucts, 35; printing and publishing, 24; rubber 
products, 23; leather products, 21; miscellaneous 
manufacturing, 20; and tobacco manufactures, 4. 

The study also draws a comparison in the size 
of acquiring companies during the 1948-1954 pe- 
riod with those acquiring properties during 
1940-1947. During the earlier period, companies 
with assets exceeding $10 million accounted for 
57.9 per cent of all acquisitions. During the later 
period, the percentage rose to 65.5. Nearly all 
of the gain came from companies with assets 
ranging from $10 to $49 million, since the pro- 
portion for companies with assets above $50 mil- 
lion was about the same for both periods. 

The second statistical study covers some 2,100 
mergers and acquisitions (including companies 
acquired only in part) in the manufacturing, 
mining, trade and certain service industries. 
These took place during the 43 months follow- 
ing enactment of the Anti-merger Act of 1950. 





Of these mergers, the report shows, one-third 
involved property valued at $750,000 or more, 
with well over 100 cases in which the property 
acquired was worth at least $10 million. Among 
the acquiring companies, one-fifth had assets 
of $50 million or more, and about 1,000 had 
assets of at least $10 million. 

Among the acquisitions recorded by the staff 
of the Commission, large companies are revealed 
as having acquired more medium-size properties 
than were acquired by medium-size companies 
and more small properties than were acquired 
by small companies. 


Who — How —Why? 


The report next examined the “who-how- 
why” of current merger activity. 

The “who” is generally the acquiring com- 
pany, and promotion of this type, the report 
says, is the most important. Mergers originating 
with the acquired company also are common, 
particularly where smaller companies wished to 
sell out to other companies. Promotion by a 
divesting company is frequent in cases where it 
seeks a buyer for part of its property or business. 
Sull another important agent is the outside 
financial or other interest who finds it to his ad- 
vantage (because of stock ownership, interest 
in products or services to be provided, or tees 
to be collected for promotional assistance) to 
see that the combinations or acquisitions are 
made. Of less frequence is the merger promoted 
by the joint efforts of both parties to it. 

The report suggests “that more and more 
firms representing outside interests are becoming 
engaged or involved in the business of promot 
ing or playing some other vital role in merger 
formation.” 

Dealing with the “how” of mergers, the re- 
port describes as the plans most often used in 
important acquisitions the exchange of stocks 
between companies, and the purchase ot stock 
of the acquired company from individuals and 
firms either privately or in the open market. 
The report also describes the several forms of 
organization used in acquisitions and mergers. 

Turning to the “why” of mergers, the report 
lists five reasons (involving competitive factors) 
which seem to occur most frequently. These 
are: additional capacity, accounting for two out 
of five acquisitions; diversification of products 
accounting for one out of four; backward verti- 
cal mergers looking toward sources of supply, 
one out of eight; forward vertical mergers look- 
ing toward ultimate sale to consumers, one out 
of ten; and additional capacity located in new 
markets, one out of ten. 

Strictly competitive factors, however, are not 

Continued on page 130 


Whether the business be big or small, industria! or 
commercial, mergers will have an effect upon it. 
The effects will be far-reaching, extending down 
the line to employees, dealers, stockholders, as well 
as the general public and management. [t 1s not 
easy, but there is no simple path to growth. 
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RICHARD LURIE 


Editor, American Exporter 


ONE YOUNG executive recent- 
ly asked his vice-president which city he had 
liked best on a recent European business trip. 
“Stockholm,” was the prompt reply. 

“Why?”, said the junior—somewhat facetious- 
ly as he expected the typical answer, “The best 
smorgasbjord I ever tasted and some of the most 
beautiful women I have ever seen.” 

Instead, came this surprising reply, “Because 
my shirts were done whiter at the Grand Hotel 
than at any other European hotel.” 

When I repeated this to another business man, 
recently returned from a similar European trip, 
his reply was, “The Metropole in Brussels will 
beat the Grand. You get your shirts back in two 
hours, each individually wrapped in cellophane.” 


Both of these business men may have had a 
profitable foreign trip, but did they enjoy them- 





selves? Indications are they did not have as 
good a time as they might—after all, their fore- 
most memories seem to be of European hotel 
laundries! They sounded as if they had com- 
pleted a harried, hurried business trip abroad; 
particularly to Europe where this is all-too easy 
to do as the countries lie cheek-to-jowl. 

One of the above executives visited five coun- 
tries in eight days. He transacted most of his 
business at the airport with his local distributor. 
He might have had time for a fast trip into 
town—but not to see the sights. He hardly had 
time to unlimber his-camera. As for his light- 
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PLEASURE; PROFITS, 


CoMBINING PROFITS WITH PLEASURE IS THE AIM OF AMERICAN BUSI- 


meter, it was waste baggage. He didn’t even 
have time to take it out of the case. 

This sort of travelling will not leave a particu- 
larly good impression on potential customers. 
And what’s more important, it isn’t necessary 
at all. 
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Chances for your taking a business trip 
abroad in 1956 are better than they have been 
for several years. There are four reasons for this: 

(1) Our exports in 1955 to the rest of the 
world will top $14 billion—a 7 per cent rise over 
1954. This figure represents commercial exports. 
Military aid is not included. 

(2) Our imports this year are expected to hit 
$11 billion, an all-time record high. 

(3) More and more American manufacturers 
are franchising their foreign counterparts to 
make specified products. A noticeable trend to- 
wards this has taken place in Japan, Italy, 
France, Australia, and England. 

(4) To overcome tariff walls and other for- 
eign trade restrictions, the move towards estab- 
lishing direct subsidiaries abroad is increasing. 
In this way American manufacturers can com- 
pete with the locally-made products. As an ex- 
ample: Since the end of World War II, more 
than 50 American manufacturers have estab- 


lished Dutch subsidiaries. 
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NESS MEN AS THEY BOARD FOREIGN-BOUND PLANES AND SHIPS, PASS-~ 


PORTS IN HAND. BUT TO GET THE MOST FROM THESE JOURNEYS, THEY 


Remember, you can make a profitable busi- 
ness trip abroad—seeing everyone you want to 
see—and you will still enjoy yourself. In fact, 
if you plan your trip correctly, you will have a 
much better time than any tourist. You will be 
spending your free time with the nationals of 
the country—not with a tour director. The key, 
therefore, to the successful business trip abroad 
is thorough advance planning. 

Planning not only means determining the 
countries you want to visit and what hotels to 
stay at—it means organizing a whole host of 
details, important to the business man _ rather 
than the tourist. Here are some of the things 
to watch and plan for. 

The very first step is to start planning your 
trip at least three to four months in advance of 
your departure. 

When to travel is perhaps the most important 
question to be answered. You will not find 
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many top-flight European business men in their 
offices during July and August. Try to avoid the 
rainy season from March to August in most of 
Latin America. Remember, that South of the 
Equator, the seasons are in the reverse of ours. 
For example, the best time to visit Argentina 
would be in the Latin American Fall months, 
March, April, and May. 


Contact your business friend, agent, distribu- 
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MUST BE WELL-PLANNED. Ir ISN'T JUST A MATTER OF PACKING BAGS, 


ARRANGING CONTACTS AND ACCOMMODATIONS, AND SITTING BACK. 


AN EXPERIENCED TRAVELLER GIVES SOME 


tor, Customer, or associate in the various coun- 
tries you want to visit. Give him a chance to 
arrange his itinerary so he can be there when 
you arrive. (Most European business men travel 
much more than we do.) He can also send 
you plenty of advance information on market 
characteristics peculiar to his own country. In 
Greece, for instance, during the Summer 
months, business hours are from 9:00 A.M. to 
12:00 noon. Then there is a five-hour break and 
business is resumed from 5:00 to 7:00 P.M. 

He usually will meet you at the plant. Thomas 
C. Ballagh, President of Ballagh & Thrall, prom- 
inent Philadelphia export firm suggests along 
these lines: “It is quite helpful if you will have 
exchanged photographs well in advance of your 
trip. Then, when you step off the plane, you 
will recognize each other and it will make for 
a pleasant start to your stay.” 

He will make hotel reservations for you. Since 
he usually is a prominent local business man, 
he will know the local hotel manager usually 
on a first-name basis. Sometimes he can work 
wonders where every other avenue of approach 
has failed—particularly if you have to change 
your itinerary in a hurry. Other sources for 
hotel reservations are your travel agent, of 
course, or any of the international airlines pro- 
vided they fly to your destination. 
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POINTERS. 


But it is important to note that in many for-* 
eign cities—particularly in the Far East—there 
usually may be just one first-class hotel by our 
standards. This is where your foreign contact 
comes in handy. He knows the ropes you do 
not. In one unnamed Middle Eastern country, 
there was just one good hotel in the largest city. 
The hotel clerk refused to honor my confirmed 
reservation at 3:00 A.M. But it was my local 
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business friend who came to the rescue. Then, 
suddenly, my reservation was “found.” 

It’s comfort that you will be looking for on 
these overseas trips—and your local contact will 
provide it when he meets you at the airport— 
usually with his own car and chauffeur. You 
will appreciate this, once you have made the 
trip from Dum Dum airport to downtown Cal- 
cutta on the airport bus—particularly on a hot, 
humid evening. 

Watch out for special religious holidays in 
planning your trips. These can come quite un- 
expectedly. In Latin America, feast days of the 
church are more widely recognized than in the 
United States. “They often have official recog- 
nition, particularly in the cities of secondary 
importance,” says the Commercial Travelers’ 
Guide to Latin America, last published by the 
U. S. Department of Commerce in 1931, but 
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still a valuable book. Easter Week is celebrated 
in full in practically all Latin American coun- 
tries and business is completely suspended. In 
Bombay, a few years ago, I ran into a two-day 
Hindu holiday, followed on the third day by a 
Parsi one. The fourth day was Sunday. 

Every country has its equivalent to George 
Washington and others of our own national 
heroes. These holidays can be bothersome, par- 
ticularly if you are on a tight schedule—and vou 
begin to wish there were not quite so many 
heroes as common folk. One New York City 
bank publishes a booklet that lists national and 
religious holidays in most foreign countries. This 
can be quite helpful in planning your itinerary. 

Travel light. Assuming that you will be trav- 
elling by plane, remember that unless you are 
on a round-the-world flight, your baggage limit 
is 66 pounds on a first-class flight—and 44 
pounds on tourist class. 

On most extended trips you will need both 
tropical and Winter clothes. Let’s assume that 
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your business will take you to most of the coun- 
tries in Western Europe during May, June, and 
July. For the Northern countries in Scandinavia, 
you will need Winter clothes and a top coat. 
(The Swedes say they have a white Winter and 
a green Winter.) You will need tropicals in 
Portugal, Spain, Italy, Greece, and Turkey. 
Continued on page 136 
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Al important ratios 


A sound financial structure 1s 
important to business at any time, but 
particularly so in these days of heighten- 
ed competition. These fourteen ratios pro- 
vide a unique way for a retailer to com- 
pare bis operations with his competitors’. 


The ratios have been compiled annually 
for more than 20 years by Roy A. Foulke, 
vice-president of Dun & Bradstreet, Inc. 
Ratios for wholesalers will appear in 
November, manufacturers in December. 
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FOR TWELVE RETAIL LINES—1954—MEDIANS AND QUARTILES 
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“Plastics molded by General American helped us create a revolution in furniture” 
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PLASTICS DIVISION 


... And this is the 
reinforced plastics frame 


PLASTICS DIVISION 


GENERAL AMERICAN TRANSPORTATION CORPORATION 
135 South La Salle Street + Chicago 90, Illinois 


Facilities unmatched anywhere: injection, compression, extruding and 
vacuum forming, reinforced plastics, painting and assembling 
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ZIRCONIUM 


Continued from page 44 


more important than tensile strength 
in determining whether a given ap- 
plication will be satisfactory; and, 
quite aside from the question of 
temperature, unusual erosion con- 
ditions, variations, and 


factors encountered in the 


process 
other 
held may change the application 
picture a great deal. 

This applies, of course, to many 
materials (see August, page 36). 
But there are other reasons for be- 
ing particularly careful about zir- 
conium: 

Much of the information on zir- 
conium now in print is based on 
tests with iodide material, and it is 
more like a cousin than a twin to 
Kroll- 
process zirconium is not as ductile 
as the iodide, and not quite as cor- 


the Kroll-process metal. 


rosion-resistant but it is twice as 
strong. 

Furthermore, it’s too early to 
close the door on zirconium for 
any application solely on the basis 
of current performance data. Alloy- 
ing holds out considerable promise 
for improving its strength at ele- 
vated temperatures; and protective 


coatings for providing corrosion 
and abrasion resistance. 

Battelle Memorial Institute re- 
ports, for instance, that minor addi- 
tions (2 to 5 per cent) of alumi- 
num, tantalum, vanadium, and ti- 
tanium all help zirconium to re- 
tain its strength as the temperature 
fahrenheit. Tita- 
nium is particularly effective in the 
650° to 1,300 and the other 
three may prove helpful for service 
above 1,100‘ 

Unfortunately, 
have a beneficial effect on zirconi- 
um’s corrosion resistance. Says the 
Bureau of Mines: “Although alloy- 


ing increases physical properties, in 


rises above 650 
range: 


fahrenheit. 
alloying does not 


every instance it lowers corrosion 
resistance.” 

That makes protective coatings 
especially important, and a number 
of them are being developed, in- 
cluding porcelain-enamels and elec- 
troplated deposits. 

For several industrial applica- 
tions, zirconium’s lack of corrosion 
resistance at elevated temperatures 
is an advantage rather than a dis- 
metal’s 


advantage. Some of the 


Western Electric Company, SPRINGFIELD GAR- 
DENS,. LONG ISLAND, N.Y. This new distributing 


house, now in construction, will become the 


supply center for the busy Long Island area of 


the New York Telephone Co. 
The building, 2 stories high, will have daw gh 


best-established commercial applica- 
tions take advantage of this charac- 
teristic, using the metal in pow- 
dered form to obtain the highest 
degree of Zirconium 
metal powder does very well as an 
igniter in flash bulbs (see photo- 
graph, below); as a “getter” or gas- 
It has 
also proved useful as a fluxing 


reactivity. 


remover in electron tubes. 


agent in the preparation of ceramic- 


to-metal seals. 
Metal Hydrides, Inc., reports that 
powdered zirconium is also used in 





pyrophoric materials in combina- 
tion with nickel; and that it he-ps 
to improve the strength and hard- 
ness of copper and magnesium 
alloys. 

Zirconium is, then, a promising 
material. Not a giant among met- 
als, perhaps. But a solid citizen. If 
it is accepted for what it now is— 
a material with many excellent 
qualities and several severe limita- 
tions—it can prove a valuable ally 
for production and a useful addi- 
tion to many products. 











Zirconium powder needs special handling, but is one of metal’s most use- 
ful forms. Here, Sylvania worker, using it to coat flash bulb filaments, is 


protected by glass shield, Kidde carbon dioxide fire extinguisher system. 


facilities in which some 8000 different types 
of items will be stocked. It will also provide 
a repair shop for servicing | used telephone 
equipment, a cafeteria and ther personnel 
facilities. The plant is on a 12 acre plot with 


sparking facilities and will be attractively 


landscaped. 
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OVER A CENTURY OF INDUSTRIAL PLANT DESIGN EXPERIENCE 
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No. 8 of a series to introduce you to some of industry’s outstanding plastics craftsmen 
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Inspired by the materials at hand, the artisans of other ages have enriched 
the world with treasured objects of silver and iron, wood and glass. 

Today new materials are inspiring a new group of craftsmen. Working with the 
fabulous family of plastics, these men are molding beautiful and useful 

products that are serving every industry, every home. 

Two of these 20th century artisans are pictured on this page. 
Monsanto, a major producer of high-quality plastic materials, 

salutes these craftsmen who are helping to mold America’s tomorrow. 
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William J. Drake, Chief Engineer, Santay Corporation, Chicago Peter Pfaff, General Manager, Wilpet Tool & Mfg. Co., Kearny, N.!. 
Ever since the first injection molding machine entered the Back in 1934 Mr. Pfaff entered the field of plastics molding 
Santay plant in 1935, Mr. Drake’s job has been molds. A as an apprentice tool maker. Ten years later he joined De- 
recent and particularly difficult feat was engineering a signer William L. Niclaus to found Wilpet Tool & Mfg. Co., 
; mold for an aircraft microphone boom. The functioning por- specialists in the production of custom-styled plastic pack- 
' tion was a curved rack-and-pinion core that moved through ages for industrial and consumer items. A typical Wilpet 
an arc. Mr. Drake’s mold has produced more than 70,000 team project was to design a mold to produce a tapered 
parts with no more than average maintenance. He also de- packet case in large quantities at minimum cost. The 60- 
signed a mold for a 12” square air conditioner grill, with 28 cavity mold they engineered turns out 100,000 finished 
¥ horizontal bars, which fitted perfectly in all four positions. packages a day on one 16-oz. press. 





MONSANTO CHEMICAL COMPANY, 
PLASTICS DIVISION, SPRINGFIELD 2, MASS. 
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Everyone Can Count on 


EEDER-ROOT 


In figuring out new systems of automatic electrical control, Veeder-Root 
Countrol can supply vital connecting links. For instance, this Predetermin- 
ing Counter can be hooked into such a system to light a light, ring a bell, 
or actuate a mechanism to stop a machine or process at any pre-set point. 
And there are many other Veeder-Root Counters that can serve as ‘‘count- 
ponents” in almost any way desired. Or special counters can be designed 
for specific applications. Engineers in any industry, now engaged in working 
out automatic control systems, can count on Veeder-Root engineers to 
work with them on any problem where reliable facts-in-figures are needed. 
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New Vary-Tally Mulfiple-Unit Reset 
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The Fitful Beginnings 
OF OFFICE AUTOMATION 


The new world of data processing 1s evolv- 
mg so fast that executives are hard put 
to grasp the full content of its meaning 
as a different type of competitive tool. 


IN THIS REPORT VU 


THE FITFUL BEGINNINGS OF OFFICE AUTOMATION 


This is what the field looks like to-day. A report showing the major 
problems and applications with a provocative glimpse at the early 
er A er ere page 57 


SMALL INSTALLATION GIVES BIG RESULTS 


How to ease strain on production planning, get faster deliveries, 
produce quicker, more accurate daily sales reports for top manage- 
ee ee pee ae oe er page 69 


27 COMPANIES EVALUATE THE IMPACT 


A verbatim report of the reactions of companies who are trying to 
transform a concept into a reality. Consensus: Even small companies 
Pe AO ee ee ero page 77 


PRODUCERS APPRAISE. THEIR PROGRESS | 
Manufacturers of integrated equipment are in a paradoxical situa- 


tion. It’s easy to sell hardware, tough to sell idea that thorough 
planning will pay off even more...........2ececeeeeenes page 93 


WHERE DO YOU GO FROM HERE? 


sree k NS ee Sree meetings and conferences, and 
ee ee direction-finder for alert execu- 
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HERE'S HOW THE REX RECORDER Sata 
WITH MAGNETIC (No-Needle) RECORDING Weeraesnen 
PLUS MIRACLE MAGIC ERASER 


— Saves Time ...Work... Money! 


Only with the REX RECORDER You SAVE (from $300 to $1300) 

can you rephrase your thoughts im- because with the REX Magic Eraser 

mediately. With REX Magnetic you simply wipe the disc (good for 7 
Recording simply dictate over mis- a minimum of 10,000 uses) after © 
takes. Your Secretary can work’ eachrecording...acrystalcleardisc ~~ 
independently and use her valuable is ready for immediate dictation. ~ 
time for other duties. ae 
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REX costs less because of simplicity of construction. REX Mag- 
netic Recording eliminates the needle, turn table, feed mechanism 
and belt drive at motor . . . in addition REX has proven to be a 
most repair free machine. 


@ Literature will be mailed on request. You may test 
the REX, in your office, on a free demonstration. 


Offices throughout the U.S.A. and Overseas 


Exclusive National Distributor 


AMERICAN DICTATING MACHINE COMPANY 


Established 1923 
DEPT.R 65 MADISON AVENUE, NEW YORK 16, N. Y. MUrray Hill 4-3554 
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The Fitful Beginnings 


OF OFFICE AUTOMATION 





A keen new competitive tool for management is fast developin g. Here 


are the implications of a concept that will affect your whole operation. 


Teves the same way I did when 
punched cards came along. This is it—this is 
automation.” 

This enthusiasm is gushing from the vice- 
president of one of the most progressive compa- 
nies in the country. But his perspective is as far 
off to-day as it was with the tremendous break- 
through made by the punched card concept. The 
fantastic advances made during the last few 
years are only the beginning of “it.” 

The next decade will see breakthroughs in 
automatic processing and transmission of vital 
business data beyond the imagination of man- 
agement to-day. These will be of such impor- 
tance as operating tools that whole organizations 
will be replanned. Entire departments will be 
obliterated, reappearing in a different form and 
performing different functions. Incredible? It’s 
beginning already. ... A handful of manufac- 
turing companies are planning or building now 
data processing centers as separate entities, de- 
signed to collect and process business facts. One 
company’s planning envisions a data process- 
ing center in a part of the country where they 
have no manufacturing operation whatsoever. 
It will function as the hub of a vast data collec- 
tion network, assimilate the information and 
then transmit it in analyzable form back to the 
plants, central executive and district offices. 

Research management for the two major wire 
services, American Telephone and Telegraph 
Co. and Western Union, talk matter-of-factly 
about these fast moving developments. One pos- 
sibility for larger companies, as they see it, is to 
set up sub-collection points at strategic locations 
all over the U. S. Information from regional 


The articles in this special emphasis sec- 
tion were prepared for publication under 
the direction of senior editor James K. 
Blake of the Dun’s Review and Modern 
Industry staff. 

— The Editor 
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plants and sales offices would be transmitted 
using conventional five-channel teletype tape to 
these sub-centers. Here, the information would 
be automatically converted to data language on 
a computer medium—punched or magnetic tape 
or even punched cards, depending on how much 
data analysis or storage is required locally. Much 
diverse information would be consolidated and 
classified at the sub-center—inventory, produc- 
tion and payroll data, for instance—before 
transmittal to the main data processing center. 
At the main center the partly digested data 
would be completely assimilated using general 
purpose electronic computers and auxiliary hard- 
ware. In an incredibly short time, concise reports 
would be on executives’ desks, ready for action. 

That's the communications aspect of data 
processing. The technological aspects of it could 
hardly be called new—the wire services have 
been able to segregate and classify data for some 
time using automatic switching devices, for ex- 
ample. What is new is that industry is just be- 
ginning to realize the possibilities of these tech- 
niques as a management tool for fact gathering. 

In the processing, as distinct from the data 
transmission field, similar strides are being made 
in developing equipment that will eventually 
turn data processing into a system akin to auto- 
mation in the plant. The ultimate objective is 
to create an even flow of raw data which as it 
pours through “converters” will be transformed 
into finished products automatically—invoices, 
bills of lading, daily sales analyses, while stor- 
ing information to grind out monthly and semi- 
annual reviews—in other words, automation. 
The gleam in the eyes of the research staffs of 
the office equipment manufacturers reflects a 
longtime ideal, the day when data will be 
recorded manually only once. 

But none of the experts allow themselves to 
be beguiled into thinking that that day is to- 
morrow. And for two very good reasons. One is 
that the current stage of equipment development 
is already ahead of management's comprehen- 
sion of what it can do. The second reason is that 
these developments have moved so quickly that 
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many of the electronic and electro-mechanical 
producers in the ofhice equipment industry, along 
with the wire services, are beginning to wonder 
whether they might not profitably pause to mod- 
ify their individual approaches and develop com- 
patible equipment—a painful step which would 
help to turn the common language concept (the 
key to office automation) into a reality. 

These problems are illustrative of the grow- 
ing pains of this broad concept. As a matter of 
fact, there are probably thousands of keen execu- 
tives who should be pushing for the fruits of the 
concept who don’t really know what is involved. 
And there are thousands of medium-size com- 
panies who could be benefiting now through 
faster, accurate marketing data as well as re- 
duced clerical expense who have not even studied 
the present applications of the concept. 

The word “concept” is being intoned so mo- 
notonously here because the objective of office 
automation is too often buried under the hard- 
ware. The objective is to produce all reports 
management requires for competitive and legal 
purposes faster, more accurately. Many compa- 
nies and particularly small companies can move 
a long way on this road without buying new 
equipment solely by studying and simplifying 
their currently inefficient systems and_proce- 
dures. 

The automation concept carries this logic one 
step further by reducing manual handling of 
data through the introduction of equipment so 
integrated that data flows through machines 
rather than people. The nature of the equip- 
ment, whether electro-mechanical or electronic, 
depends on the nature and the volume of the 
data it is processing. Popular mythology to the 
contrary, a high-speed general purpose elec- 
tronic computer is not a sine gua non of inte- 
grated data processing any more than are staff 
assistants to company ofhcers. A big computer is 
a must only if you have enough volume to jus- 
tify it. 

No one has taken more pains to impress this 
fact on management than the computer manu- 
facturers. As one of their top men put it recently, 
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IBM leadership in action... 





Panel 
of decision 
makers 


Today, IBM electronic panels like this are 
paving the way for a whole new family of 
lightning-fast computers and data proc- 
essing machines —“‘decision-makers,” 
adaptable to large or small business, that 
can be mass-produced with typical IBM 
precision. 

These tiny, power-packed transistors 
mounted on printed wiring panels replace 
bulky vacuum tube assemblies. By greatly 
reducing heat output and by effecting dra- 
matic savings in space and power require- 
ments, their use in IBM electronic data 


processing machines results in vastly sim- 
plified installation. 

Through the use of developments such as 
this, IBM is bringing the revolutionary, yet 
practical, benefits of electronics to more 
businesses than ever ... helping America 
work better and faster—at less cost. 


international Business Machines Corporation 
New York 22, N. Y. 
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“The equipment 1S already ahead of management’s comprehension of what it can do... 


“Thank God the hysteria is dying down.” An- 
other says, “Our orders are now on a sounder 
basis.” What they are referring to is the unprece- 
dented phenomenon of nearly every status-con- 
scious company in the country thronging to 
order a computer because that was the forward- 
looking and fashionable thing to do. Early last 
year the head of the methods department of one 
of the largest and sanest companies was ushered 
into the president’s office. “This afternoon,” said 
the president, “I’m going to order the largest 
computer on the market.” Blanching, the meth- 
ods man explained that to integrate the data 
processing, of which the computer would be one 
component, might require two years planning. 
The computer was ordered and delivered six 
months later nonetheless and the prospects are 
that it will soon be running economically ... 

The point is that integrating data processing 
without electronic computers requires painstak- 
ing previous planning, the length of time de- 
pending on the dimensions of the data—its 
source and its volume—and building a large 
computer into act requires even more. 

While waiting for industry to catch up with 
their technical achievements, the equipment pro- 
ducers have a few problems of their own. The 
major problem involves what has been called op- 
timistically “the common languagetape.” The 
problem boils down to this: in order to integrate 
the various pieces of automatic equipment, there 
must be a medium containing data in some 
code form which will flow from machine to 
machine and activate them. Ideally, this medium 
could also be transmitted from plant to plant 
via wire networks. The equipment manufactur- 
ers, however, in the early innings of the game, 
have been producing equipment in several dif- 
ferent languages spoken at different speeds. It is 
possible to-day to buy equipment that operates 
on a five channel tape (one language), six, seven 
and eight channel tapes (other languages). 

Most of the large computers operate on more 
than five channels. But if you are building those 
into your system, the odds are that you'll want 
to communicate much of that data via wire 
transmission. And, at the moment, this means 
that you must convert, say, your data from seven 
channels to five, because five are the number of 
channels the wire people are equipped to handle. 

In effect, this means that a number of what 
might be termed conversion units must be built 
into the system so that you can switch gears, in- 
stead of the ideal system which would require 
one channel, one tape, one speed from beginning 
to end. It is inevitable, however, that these dis- 
parities will be ironed out, despite the fact that 
currently each manufacturer appears to be 
wedded to his channel number for what seems 
to him to be perfectly valid reasons. 
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These adjustments, again, are signs of the rev- 
olution in data processing. Another sign, this 
one small and not so important, is the polite 
though intense campaigns being waged by vari- 
ous manufacturers to name the baby. The term 
“integrated data processing” was first used to 
describe the concept by a U. S. Steel methods 
man at an American Management Association 
conference. This term was then merchandised 
heavily by a number of equipment manufactur- 
ers and forms producers. Other companies have 
been plumping for “automatic” or “electronic” 
data processing. Regardless of the name, the 
objective is the same. 

While a few pioneering companies have been 
well-deserved 


receiving an enormous and 


amount of publicity for their adventurous leap 
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into automated data processing, most companies 
are proceeding tentatively, step by step, and sys- 
tem by system. 

A typical example is the installation at the 
Rockwell Manufacturing 
makes it possible for Rockwell to process an 


Company which 
order in one day, rather than the week or more 
it required under conventional procedures. Al- 
though Rockwell has two divisions, its venture 
into near-automation was limited this year to 
one system, order processing, in one division, 
Delta Power Tool. 

Under its former system, there were three 
geographical areas where sales orders were 
written. Multipart order invoices were typed 
manually at each location and processed there 

Continued on page 60 
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Three teams integrate Rockwell’s data processing 


The complexity of even a limited application 
of integrated data processing is greater than 
management usually appreciates. Because so 
many company departments are affected, hard- 
ware producers and independent consultants 
usually sell the idea first to top management. 

When W. F. Rockwell, Jr., president of the 
Rockwell Manufacturing Company, was ap- 
proached by an executive of Shaw-Walker’s 
Methods Consulting Div. with a plan for inte- 
grating his sales order processing, here’s what 
happened: Rockwell (center, top) huddled with 
his Executive Committee—from left, Munro 
Corbin, controller; F. P. Maxwell, V-P in charge 
of Delta Power Tool Div. (with sign); R. J. 
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Neidengard, sales office manager, and, not 
shown, L. A. Dixon, Exec. V-P, and L. A. 
Dixon, Jr., V-P in charge of Meter and Valve 
Division. 

Out of these sessions came the go ahead signal 
for a working committee, lower right, formed by 
the supervisor of mechanical accounting, the 
sales staff assistant, the director of methods and 
procedures, and the assistant controller. 

They, in turn, worked extensively with the 
group at left: Shaw-Walker for over-all plan- 
ning; IBM for tieing in the equipment; AT&T 
and Bell for data transmission; and Standard 
Register for the precision-designed forms re- 
quired. Total planning time: about six months. 
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Stop unaccountable 


inventory shrinkage 
with Cummins controls 


Everyone with an inventory has in- 
ventory shrinkage. Spoilage, obsoles- 
cence and scrap are some of the 
known causes. But everyone with an 
inventory also finds, at each audit, 
an additional shrinkage that is not 
accountable. 

Unaccountable inventory shrink- 
age can be caused only two ways— 
by paying for something you don’t 
get or shipping something you don’t 
get paid for. 

Cummins Controls plug both leaks. 

Cummins Invoice Canceling pre- 
vents accidental double payments, re- 
duces accounting costs and provides 
a mechanical control that saves the 
chief accounting executive consider- 
able ‘time that would otherwise be 
spent in routine surveillance. It also 
provides maximum safety from dis- 


bursement fraud — the greatest single 
source of loss to American business. 

Cummins Order Control insures 
proper billing of all shipments, pre- 
vents unauthorized withdrawals of 
merchandise, simplifies audits. With 
any other order system, the cost of a 
complete check out of all orders en- 
tered is so great that it is seldom car- 
ried out. Cummins Order Control 
gives you a check out with no extra 
effort, automatically, every day. 

On the basis of a 10 percent profit 
on sales, every dollar saved in reduc- 
ing inventory shrinkage is worth at 
least $10 in new sales. For full infor- 
mation on these Cummins systems 
for controlling inventory shrinkage, 
mail coupon or consult your tele- 
phone directory for the name of your 
nearest Cummins representative. 





Cummins Invoice Canceling Perforator cancels 
invoices, supporting papers with holes you can 
read, virtually eliminates accidental and in- 
tentional duplicate payment of invoices. 






Cummins 
Business 
Machines 
sales and Se 
service te 
offices in 
principal cities. 


Address of Business 


City... 





Cummins 


[] Invoice Canceling 
ERR eee 


Name of Business _ 


Cummins Order Control Perforator numbers or- 
der sets consecutively with holes you can read, 
gives absolute control over all business trans- 
actions, permits easy check outs. 





CUMMINS BUSINESS MACHINES 
Division of Curnmins-Chicago Corp. 
Dept. DR-105, 4740 N. Ravenswood Ave., Chicago 40, Ill. 


Please send me full information on Cummins 


[] Order Control 











State 











“A cautious approach with limited objectives...” 


through shipping and billing. 

Their new system uses combina- 
tions of coded, five channel, punched 
paper tape, key punches, pre- 
punched cards, teletypewriters, card- 
to-tape machines and leased com- 
munications wires. In order to uti- 
lize this gear most efhciently, all 
order writing is centralized in the 
main Pittsburgh plant. There are 
seventeen basic forms in this opera- 
tion. All but four are now auto- 
matically processed. 

The important competitive weap- 
on for management in this is the 
spate of accurate and detailed re- 
ports on shipments and new orders 
now coming through daily. And, a 
fact that every sales VP will appre- 
ciate, the higher degree of accuracy 
possible through punched-cards and 
tape means that the customer gets 
what he ordered and is billed for 
it correctly. 

In another manufacturing com- 
pany, nameless here, faulty prep- 
aration of order documents had 
reached a point where the wrong 
stock was being pulled from inven- 
tory on over 30 per cent of the 
orders. After “debugging” their 
new almost-automated order sys- 
tem, the rate of error dropped to 
less than one per cent. 

At Rockwell the error rate was 
about two-tenths of one per cent. 

A cost estimate for a system of 
this type might be in the neighbor- 
hood of $60,000, including pro-rated 
purchases, rentals, forms and man- 
power. Savings could reach as high 
as $70,000. 

The cautious approach with lim- 
ited objectives followed by Rock- 
well seems to set the pattern for the 
bulk of industry. Republic Steel 
Corporation, for instance, has set 


up a committee reporting at the 
vice presidential level whose job it 
is to study every possible applica- 
tion of integrated data processing at 
all levels, from regional sales offices 
to the mills. Their planning is still 
fluid but after a year and a half of 
study of tape and punched-card 
equipment, they have ordered an 
intermediate-size computer for one 
of their plants. Depending upon 
their experience with this, they may 
orient their data processing so that 
all basic handling is done, decen- 
tralized, at the mill level or they 
may eventually centralize most data 
handling in Cleveland. Says their 
committee chairman, “It depends 
on how we progress .. .” 

The Budd Company in Philadel- 
phia has begun to integrate its sys- 
tems and equipment, starting with 
accounts receivable and billing. On 
their former system for handling 
the related paper work, when the 
invoice was typed they “had noth- 
ing but the invoice.” The majority 
of allied documents were all pre- 
pared manually—a familiar story 
to most ofhce managers and an 
expensive one for management. 

“Now,” says C. H. Kimball, who 
heads the operation, “we know 
during the day that we are going to 
load a certain number of cars and 
whom they are going to. We make 
a program tape with the name and 
address and terms, order number, 
descriptions, quantities and exten- 
sions. The girl places a program- 
matic tape on the machine, presses 
the lever and from then on the ma- 
chine only stops in three positions. 
There the girl types in the date, in- 
voice number and the shipping 
point.” 

Continued on page 62 
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The list of “common language” equipment is growing fast 


Already, manufacturers have come 
up with an impressive array of 
“common language” equipment. 
Shown here are some of the pieces 
used at Standard Register’s inte- 
grated data processing workshop in 
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Dayton. They include code sensing 
machines, add punches, reperfora- 
tors, teleprinters and teletypewrit- 
ers, Flexowriters, tape-to-card con- 
verters, Automatic Graphotypes. 
And this is only the beginning. ... 


and 





Surprising as it may seem, the business 
forms your company uses may provide 
you with a sales tool of great value. 

In recent months remarkable techni- 
cal improvements have been made in 
paperwork handling. Foremost is the 
concept of automation known as Inte- 
grated Data Processing, or more sim- 
ply, as IDP. 

Use of IDP has slashed the time in- 
terval between order entry and shipment 
. .. in one case from 8 days to one. 
Errors have been eliminated. Inventory 
control ... cost reduction . . . improved 
mill scheduling .. . these are only a few 
of the many benefits available through 
use of revolutionary IDP. 





Because IDP often requires substan- 
tial changes in existing paperwork rou- 
tines, Standard Register has created a 
unique workshop, the only one of its 
kind in the U.S. Here a company can 
pretest a proposed forms system on 
actual machines . . . try out variations 
».. experiment with new techniques. 

The Standard Register workshop is 
both a time saver and a money saver. 
But most important, it will show you an 
improved paperwork system so fruitful 
as to give you really important sales ad- 
vantages over competition. 

Why not delegate one or more of 
your assistants to look into IDP and 
how the workshop can serve you? 







‘ .: 
rk 
L_ 


—_——_ 


i 


L« ; 


ao D Eo RON 







THE STANDARD REGISTER COMPANY, DAYTON 1, OHIO 


Sales and Service Offices in Principal Cities 
PACIFIC DIVISION, OAKLAND, CALIFORNIA 
Plants at Dayton, Oakland and Glendale, Calif. and York, Penna. 
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... birthplace of your next sales weapon 





You are invited to send for 

details of Standard’s IDP Workshop 
A brochure describing how the work- 
shop operates, how a company may use 
it, and other facts is available on re- 
quest. You will find it unusually inter- 
esting. 


standard Register 


BUSINESS FORMS 


FJ Paperwork Simplification 
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Picture of a Company 


(It could be yours) 


BEFORE 


DITTO 


6 writings 


to produce 





necessary forms 
for these 
departments... 
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only | writing 


to produce all 
forms for same 





departments. 


No Re-writing! 







Order Department — 
information typed on DITTO 
Master is never re-written. aie 





...and this is the DITTO 
Equipment that does it. 


Imagine, every form needed for shipping, billing 
and even back orders produced without re-writing 
a single word—a tremendous savings in time, 
money, and man power. The same is true with 
purchasing, production, payroll and inventory 
control. With DITTO THE FIRST WRITING 

iS THE LAST. And, too, information unnecessary 
on any form is marked out by simple blockout 
mechanics. Each department is given the specific 
information it needs to do a better job, faster. 
Your company has more efficient control, copying 
errors are eliminated, money and time are saved. 
Write today for facts on how 

DITTO One-Writing systems can help you. 


D ITTO one-writing system 


eeeseeeoeoeaooeeoeeedc@e0dsoeeoeee 8 
DITTO, Inc.,660 So. Oakley Bivd., Chicago 12, Ill. 

At no cost or obligation, please send me complete information on a DITTO 
One-Writing System for: 


C) Order Billing 





© Production (1) Purchasing- Receiving 





0) Payroll C) Hospital Admittance 0) Other__ ar 
Name. imhicktl ; Position__ 

Company SS, SN wilaebiabhied 
- Address Ror De ee ee eile as 
ESA County. eye Staie 
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“Each manufacturer seems to be wedded to his 


own channel number.’’ 


“Meanwhile the dual punches are 
picking up the data that applies to 
their particular category. Number 
one picks up all accounts receivable 
information. Number two picks up 
all data required by sales, planning 
and cost departments. The tapes 
end up in Tabulating where they 
are converted to cards for weekly 
and monthly reports completely au- 
tomatically Savings on this 
operation—not counting the intan- 
gible benefits through faster, more 
accurate reporting—will approxi- 
mate $16,000 a year. 

As compared with the Rockwell 
and Budd operations which involve 
only minor computing  require- 
ments, Montgomery Ward & Co.’s 
Chicago system centers about its 
computers, The program, spear- 
headed by Controller W. F. Otter- 
strom, employs six electronic calcula- 
tors and one medium size computer. 
The “language” used in this instal- 
lation is exclusively punched cards. 
The main reason is that prior to 
putting in the new system, all data 
was already on punched cards and 
ret ining those permitted a quicker 


changeover. Some use of tape is a 
future possibility. 

This system is used mainly in 
financial control and sales analyses. 
The equipment produces a profit 
and loss statement for each of 568 
retail stores monthly, and for 26 
districts, 6 regions, and the all-store 
total. This involves some 70 to 75 
accounts for each store, plus depart- 
mental reports in which various ele- 
ments of markup and inventory 
analyses are reported upon. More- 
over, larger stores are covered by a 
profit and loss report by depart- 
ments, of which there are up to 5) 
in each store. 

The equipment also furnished in- 
valuable combinations of data for 
sales analyses. For instance, the 
cards can be programmed to com- 
pare sales returns by the total sell- 
ing area of the stores, the amount 
of business done by competitors and 
even by the square footage of the 
store front or by stores with base- 
ments or mezzanines! 

To install this system, which will 
net the company in the neighbor- 

Continued on paze 64 
































Snappy Salesforce 


It would be ridiculous for salesmen to risk 
resuits by waiting for the morning mail before 
hinting the street ... But if other departments in 
your tirm are delayed by slow mail distribution 
. .. a MailOpener by PB is practically mandatory! 

it opens any kind of mail as fast as you can 
feed it .. . Shears a hairline edge off envelopes 
of any thickness without hurting the contents. 
Etiicient, durable, the MailOpener saves time 
for the whole office, gives every day a head 
start. Models, hand and electric, for every 
office, even the smallest . . . Call the nearest 
Pitney-Bowes office for a demonstration or 


free illustrated booklet. 


FREE: Handy desk or wall chart of postal 
rates with parcel post map and zone finder. 
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PITNEY-BOWES | >> %_ J 
MAILOPENER S) oe 
PITNEY- Bowes, INC. a 


1556 Walnut St., Stamford, Conn. 


... originators of the postage meter 
... Offices in 94 cities in U. S. and Canada 
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Whatever your reasons for using intercom... 


Youre entitled to 
these Kxecutone extras 


YOU EXPECT intercom to keep your employees at their desks more...to reduce costly 
and wasteful walking, waiting and interruptions...to locate roving personnel fast 
-..to keep your switchboard free for important incoming calls...to save hours, 
tempers and to maintain customer good will. Yes, you expect all these, but — 


Only the extras in every Executone system give you full benefits of intercom! 





¥ The world’s most ad- 
vanced engineering and 
design, for durable equip- 
ment as versatile as it is 
rugged. Voices are more 
race crystal-clear, instantly recognizable. 
Executone has been far out front for twenty 
years—leads with more proven operating fea- 
tures and signalling and switching circuits. 





* A nationwide service 
organization, with fac- 
tory-trained experts to 
survey your needs, install 
the most efficient system 
for you, thoroughly instruct your personnel 
in its use, and service equipment quickly and 
expertly on your premises, when needed. 





* “‘Chime-Matic’”® sig- 
nalling announces calls 
by soft chime and signal 
~ light. Executone is the 
eo electronic intercom that 
protects your privacy, that never interrupts, 
that lets you know who’s calling, or has called 
—it’s the system with bwilt-in courtesy. These 
are just a few of the extras you’re entitled to 
—and get—when you install Executone. 





Why not fill out the coupon so your secretary 
can send it to us. It will bring you more infor- 
mation on the uses of Executone in your busi- 
ness. In addition you can receive “Talk Lines,” 
an informative case history magazine telling 
how other companies profit from Executone. 
There’s no obligation, of course. 


EXECUTONE, Inc., Dept. A-2, 415 Lexington Ave., New York 17 
It sounds interesting. Send me the following — at no cost or obligation: 
0) “Talk Lines”—Case 
history magazine 
Information on: 


| 

| 

© Executone features | 
applied to my business | 
| 

| 


Don’t Walk...Talk! 


ACOCUIONME 


INTERCOM AND SOUND SYSTEMS 


Name 











0 Services available from Firm 
Executone locally 


OC) Switchboard Relief & 
Locating Personnel 


OC) Inter-Office & Plant 
Communication 


C) High Noise Level ore 
Coverage | 
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In Caunada—331 Bartlett Ave., Toronto ©1955, Executone, ine. 
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than your stationery indicates 


...then it’s time you used 


a fine rag bond by neenah 


Would you like business sta- 
tionery that is preferred by your 
customers? Then ask your 
printer for a free copy of the 
“Neenah Guide to Preferred 
Letterheads.” It is based on a 
four-year survey that detfer- 
mined what businessmen pre- 
ferred in letterheads. 











FVAL BUSIALSS PAPERS 
S\ACL 1873 


NEENAH PAPER COMPANY e Neenah, Wisconsin 
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“The broad impact of 


relatively small ventures....' 


hood of $70,000 annually, required 
planning in roughly two phases. 

A team of two specialists worked 
on it about six months to develop 
an estimate of potential savings on 
various applications. Then, a team 
of four men in the accounting 
methods research department la- 
bored another ten’ months to de- 
velop the details. Next, the com- 
pany’s public accountants checked 
all the planning and finally a fully- 
programmed test run was made at 
the manufacturer’s computer labo- 
ratory. 

In this, as in the great majority 
of the adaptations of automation 
principles to data processing, man- 
agement does not get any strikingly 
different information. Other than 
direct profit through | substantial 
saving in operating costs, advan- 


, 


tages to executives to-day accrue 
from the breakneck speed with 
which reports follow performance 
and greater opportunities for fast 
action. As a sales V-P puts it, “It 
doesn’t think for me, but it gives 
me time to think!” 

Reading through departmental 
operating reports of companies that 
have gone as far as their resources 
and equipment manufacturers’ tech- 
nology permit, one is struck by the 
broad impact of relatively small 
ventures into integrated data process- 
ing. Comments like: “Issue credits 
fast;” “better balanced inventory;” 
“fewer back-orders;” “reduced cus- 
tomer claims;” “greater personnel 
control—more data from lower op- 
erating levels—can pinpoint respon- 
sibility;” “automatic purchasing;” 
“more balanced plant work load” — 
these are amazing considering the 
modest investment in planning and 
new equipment, and the fact that 
seldom more than 10 per cent of a 
company’s total data processing is 
affected. 

These are the first, halting steps 
into a new era of management con- 
trols, an era where fully integrated 
data processing will tend to obscure 
the functional departments of pay- 
roll, inventory, production plan- 
ning, for instance, as new tech- 
niques permit executives to base 
individual decisions upon their ef- 
fect on the total operation of the 
company. 
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Because of its unusual strength, only 
two strips of TROJAN Cord Tape 
are required to seal many boxes. 
This saves time, material and labor 
in making the closure. 
Let us send you full information 
about TROJAN Cord Tape, the ofh- 
cial railroad, truck, express and par- 
cel post box sealing requirements, 
and the name of a local paper mer- 
chant who can supply you with 
TROJAN Cord Tape. TROJAN Cord 
Tape may be applied with automatic 
sealing machinery. . . approved under 
Rule 41 Uniform and Con- 
solidated Freight Classifica- 
tion. Write today. 
3 ) 





The GUMMED PRODUCTS COMPANY 
Specialists in the gumming of printing papers, 
foils and sealing tapes. 

Main Offices and Mills: TROY, OHIO 
Sales Offices: Atlanta, Chicago, Cincinnati, Cleve 
land, Los Angeles, New York, Philadelphia, St. 
Louis, San Francisco.—Distributors from coast 
to coast. 
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New $550,000 Municipal Building, El Monte, Calif., will soon be ready for occupancy 


Building cost cut $42,380 
by Recordak Microfilming 


More than 6,500 sq. ft. of additional floor space would have FREE ... Valuable New Booklet 

been required in El Monte’s new Municipal Building if all records Short Cuts That Save Millions” shows typical examples of how over 

were kept In original paper form. 100 different types of business — thousands of concerns — cut record- 
But the taxpayers were spared this expense by microfilming keeping costs with Recordak Microfilming. 

tons of deeds, court minutes, ordinances, etc. Now, these can be Every executive . . . every systems man will find this profitable 

filed at the finger tips—any item found in a minute or two, and reading; will see how many of the short cuts will pay off handsomely in 

viewed in a Recordak Film Reader. his own business. Mail coupon for your free copy today. Recordak Corpora- 


Furthermore, protection has been greatly increased. Recordak “on (Subsidiary of Eastman Kodak Company), 444 Madison Ave. 
“ - be i . . ] ; ’ - OY” ] , 
Microfilms can’t be altered without detection; and duplicate films New York 22, N. Y. 


are stored in a remote bombproof vault. All in all, something to oops ena 
remember if you’re planning to build or rent. Or if you’d like to SRECORDRK 
convert up to 99% of your present filing space into working space. 

| (Subsidiary of Eastman Kodak Company) 


*Recordak” originator of modern microfilming 
is a trade-mark —and its application to office routines 








—————-—-—~—~—~——~—~—~—-—-— JUST MAIL COUPON —-—-—-—-—-—-----— 




















RECORDAK CORPORATION (Subsidiary of Eastman Kodak Company) R-8 
444 Madison Avenue, New York 22, N.Y. 
Gentlemen: Please send free copy of “Short Cuts That Save Millions.” 
Name RAE RS 
Company niecnigmens 
New Recordak Reliant does the job of 3 micro- 
filmers. Saves film .. . 1s easier to operate Street City State 
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Sylvania’s Nationwide Office Automation System, Custom-Engineered by Western Union 


Way WESTERN UNION IS VITAL - 


N office automation programs of any 

type, Western Union Private Wire Ser- 
vices play an all-important role—first, in 
transmitting information over a Private Wire 
System, and second, in providing for the 
automatic routing, selecting, editing, dupli- 
cating, perpetuating, and storing of such 
information within the individual system. 


With a Western Union Private Wire System 
as an integral part of your office automa- 
tion, you are able to speedily distribute 
business information among the various 
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complete coverage 


departments of your company, no matter 
how wide-spread your organization may 
be. Once such information is recorded, it 
can be transmitted to any or all points 
automatically, without further manual copy- 
ing or retyping. 


if you are considering office automation 
for your company, it will pay you to talk 
to Western Union communications special- 
ists in the very first stages of your planning. 
In the meantime, here are certain factors 
you should think about: 


compatibility with other machines 


Perforated tape is the heart of telegraphic communications. 
It is a “common language” which is read and understood 
not only by all Western Union equipment, but by electronic 
computers, and by other modern business machines, includ- 
ing those using punched cards as well. It is the basis of any 
truly complete office automation system, because once the 
business information is placed on perforated tape, in any 
part of the system, no further manual copying or retyping 
is necessary. The information is transmitted, edited, sorted, 
routed, duplicated, and stored —automatically, according to 
a predetermined plan worked out by you and Western Union 
specialists to fit your particular needs. 











i 
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Through Western Union’s nationwide private wire facilities, 
you integrate the functions and operations of every office, 
factory, and branch of your organization, no matter how 
far apart. Office automation by Western Union achieves 
complete, centralized and up-to-the-minute control of all 
the information necessary to the profitable operation of a 
business. It gives you instantaneous two-way communica- 
tion between all points. In addition, Western Union, as a 
naltonwide communications company, gives you a single 
source for all engineering, installation, and maintenance. 
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TO SUCCESSFUL OFFICE AUTOMATION 
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versatile Western Union equipment 


Office automation systems engineered by Western Union 
may include sending and receiving teleprinters, switching 
center equipment, tape-editing equipment, automatic num- 
bering devices, sorting equipment, storage machines, and 
many other special and exclusive devices to give you the 
most efficient system. In addition, Western Union can 
custom-build or adapt its automation equipment to handle 
operations that may be unique to your particular business. 








custom made 


Because of the nature of office automation, your Private 
Wire System must be tailored to suit your own individual 
aims. Factors to consider are number of branches and plants, 
amount of two-way administrative traffic, sales volume and 
peak sales periods, production, distribution and inventory 
controls. For this reason we suggest that you call in Western 
Union communications specialists in the very first planning 
stages of your program. Our wide experience in custom- 
designing office automation systems is available to help you 
devise the most efficient and economical office automation 
program for your business. 
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CUSTOM BUILT 
COMMUNICATIONS SYSTEMS, 
ENGINEERED 

TO YOUR SPECIFICATIONS 








PRIVATE WIRE SERVICES DIVISION, DEPT. DA-10 
WESTERN UNION TELEGRAPH CO. 
60 HUDSON ST., NEW YORK, N. Y. 


PLEASE HAVE A REPRESENTATIVE CALL RE OFFICE 
AUTOMATION. NO COST OR OBLIGATION, OF COURSE. 


POSITION 
.. COMPANY 
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today! 








i ID SE oe A ae ok 


OCTOBER 1955 . 


67 









Time-, Space-Saving 
Automatic Expanding Drawers 


Space-Saver Desk 
for interviews 






Step-Saving Fireproof Desk 
3 for Accounts 















 Time-Saving 
- Machine Desk 


Time-Saving 
Secretarial Desk 
—10 Styles 
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= Step-Saving 
= Fireproof Desk 
- for Cashier 









‘ Time -Saving 
7 ~~ Work-Organizer Desk 
Posture Chairs for v . 

Every Office job 


Correct Seating Fatigue-Reducer Pate a 
—27 Models 










at work in this office 





utormation is 


AUTOMATION as applied to the saving of time 
and human energy is at work in a very practical 
sense in offices using “time-engineered” equipment. 
Shaw-Walker’s “time-engineering” is where auto- 
mation starts because it transfers to the equipment 
or system work formerly done by the employees. 
It makes every job easier. Every worker accom- 
plishes more. That’s precisely why Shaw- Walker is 
a self-liquidating investment, and equally impor- 
tant—a profit tool. Put this automation to work in 
your office. Start re-equipping with Shaw- Walker. 


“Built Likea 





New 1956 Office 
Guide. 292 pages 
of ideas and equip- 
ment to ease and 
shorten office work, 
everything for the 
modern office ex- 
cept machines. 


EVERY Veter. 
Poe THE OFPKE 
ONCEPT & 4coerves 





Shaw-Walker Work-Organizer 
Desk is the closest approach to 
office automation yet created 








Modern as tomorrow. 
Wide choice of colors. 


New low height (29”) speeds 
reading, writing, reaching. 
Built-in organizer rack for 
papers, forms, pads. 


Records drawer organizes 
card lists for speed. 


Waste basket in drawer 
saves time, floor space. 





Most comfortable working 
top ever invented. 


Specific compartments for 
all working tools—from 
paper clips to binders. 


Four “‘in-drawer’’ letter 
baskets organize papers. 


Two cross files. Automatic 
tilting folder supports, speed 
reference. Drawer 100% 
usable pulls clear of desk. 
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Largest Exclusive Makers of Office Furniture and Filing Equipment in the Werid. 
Executive offices at Muskegon 38, Michigas. Branches and exclusive dealers 
in 416 cities. Consult your phone book. 


> 


ee | ile 


and 


Se, ee 





OFFICE 


AUTOMATION 





Good planning integrates order 


p vocessin g for better customer service 


Here’s how Scott Paper eases strain on production planning, gets faster 
deliveries, produces accurate datly sales analyses for top management. 


C usTOMER orders, especially 
rush orders, which came into Scott Paper 
Company’s headquarters at Chester, Pa, 
had to be processed faster to meet post-war 
competitive requirements and a bigger volume 
of business. 

On a routine basis, the order flow chart was 
not keeping up with rush demands and the 
daily loading potential of the various plants. 
Rush orders were typed or sent to plants over a 


TWX machine in layman’s language without 


coding. Some were sent over the phone. Every 
“exception” order received special treatment, 
which meant the manual creation of new, basi- 
cally similar documents at each step—before it 
could be tabulated. A way had to be found to 
combine the cost advantages of tabulating with 
the speed and flexibility needed to handle sales 
orders under new economic conditions. 

In the highly competitive paper business the 
accent is on customer service. The decision to 
integrate the sales phase of data processing, 
therefore, was motivated by the alluring possi- 
bilities of cutting down the time gap between 
order and confirmation and shipping. Cost-sav- 
ings were also of importance. The fact of prime 
significance for management readers is that with 
a modest investment, under $10,000 in new 
equipment, the time required to process an order 
was cut to less than 15 minutes on rush orders! 
This means that a sales manager can pick up the 
telephone to call in a hurry-up order and in 
about twelve minutes all of the paperwork in 
Chester, Pa., can be cleared and the shipping 
order and bills of lading will be automatically 
typed in any of the eight plants throughout the 
US. 

The manner in which Scott Paper is working 
toward office automation is fairly typical of the 


moe: Se EN 


approach of industry toward this new manage- 
ment tool. It’s being tried out and justified on 
one system at a time. And again similar to 
other companies, Scott is putting it to work on 
sales order processing. What makes this a key 
portent of future advances in office automation 
is that in order processing routines, many de- 
partments are involved. Therefore, we have in 
miniature a picture of how a completely inte- 
grated data processing program involving the 
bulk of paperwork processing might eventually 
look. It suggests, too, the organizational changes 
that will evolve as automation and integration 
move into the office. In this instance, where only 
one system was integrated, a new department 
was created in which traffic, customer service, 
order preparation and order control are central- 
ized, all reporting to one manager. 

Planning for the improvement began in 
March, 1952. By June, after sifting through rec- 
ommendations of consultants McKinsey & Com- 
pany, management knew how it might be done. 
Six months later the mechanics were completed 
and the system went into operation. Allowing 
six months for “debugging” the new system, 
from the time serious planning began until satis- 
factory operations were achieved, fifteen months 


elapsed. 


How the integrated system works 


At eight o'clock in the morning the finished 
stock control supervisor gets a full report from 
the tabulating department which gives him the 
whole story on availabilities—merchandise _re- 
leased the previous day by plant, brand and 
warehouse. By nine o'clock he has received from 
the TWX wires « rundown on finished stock 
produced the previous day. He’s ready to go. 
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On the basis of this data an incoming order 
(most orders are mailed in) is processed in- 
stantly. The requested shipping data is OK'd or 
a new shipping date is assigned. The mill or 
warehouse appointed to ship the order is desig- 
nated and the original order moves on to order 
process supervisor. Meanwhile the confirmation 
copy of the sales order pauses briefly in the tabu- 
lating department on its way back to the sales- 
man. Here data is taken off for a flash booking 
report to sales management. The confirmation 
copy is then mailed to the salesman. 

The order process supervisor now schedules. 
the sequence of handling—usually by order 
batching. Shipping weights are extended and 
totalled; orders are sorted by division and type 
of release (a “sure” date or week of date, for 
example) and exceptions—a credit situation, for 
instance—are shopped for checking. 


— 


Into high gear 


Except for the flash report to sales manage- 
ment, the routine to this point has been more 
or less traditional, although the immediate con- 
firmation of the order is unusual. No new pieces 
of paper have been created yet. 

Now, a five-channel customer master tape is 
pulled from the file and placed with the order. 
The tape contains all the non-variable customer 
information which will reappear on record after 
record from this point on. The customer master 
tape and original order go to a Flexowriter 
machine. The master tape goes through the ma- 
chine which types this data automatically at the 
rate of about 100 words per minute. The clerk 

Text continues on page 72 
Flow chart on next page 
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HERE’S HOW INTEGRATION 


A combination of tape-operated equipment plus punched-card . - 
machines plus leased wire service plus planning does the trick. 


REGIONAL 1. REVIEW TO DETERMINE THAT ORDER 1S COMPLETE. CORRECT, AND WRITTEN 





SALES 1% ACCORDANCE WITH CURRENT POLICIES. TEONFTRMATION 
COORDINATOR 2. ASSIGN NEW SCHEDULED DATE TO ORDER ON WHICH REQUESTED SHIPPING 
DATES CANNOT BE MET. ORIGINAL TO SALESMAN 
3. RETAIN IN “HOLD FILE” IF ORDER TO BE WITHHELD FROM PROCESSING ORDER 
UNTIL FUTURE DATE. 
&, RETURN CONFIRMATION COPY TO SALESMAN, CONFIRMING REQUESTED 














to salesman, it goes into tabu- 


— . aos . arti SHIPPING DATE OR NEW SCHEDULED SHIPPING DATE. ; 
Before confirmation shoots bac k S. RELEASE TO FINISHED STOCK CONTROL SUPERVISOR FOR PROCESSING. 
lating for a fast daily flash report 

OnFIRMAl 














































to Management 
FINISHED STOCK 1. CONFIRM OR CHANGE SHIPPING DATE ON BASIS OF STOCK AVAILABILITY. iON 
CONTROL 2, CONFIRM OR REASSIGN MILL OR WAREHOUSE, SHOWING MILL OR WAREHOUSE 
SUPERVISOR NUMBER. ORIGINAL 
3. RETURN DUPLICATE ORDER TO REGIONAL COORDINATOR, WITH ANY CHANGES po pocsenes 
INDICATED. 
&. RELEASE FOR TYPING & SHIPMENT. id 
ORDER PROCESS 1. SCHEDULE ORDER PROCESS'NG SY ORDER-—SATCHING AND CONTROLLED on iGi NAL 
SUPERV! SOR RELEASE. ennen 
. —- " . afm > 2. T ToT ° ser. 
Only exceptions are stopped ERTERD AND TOTAL SHIPPING WEIGHT CREDIT 
- 3. SORT BY DIVISION. TRAFFIC 
here. Most move quickly to tape S. PULL CUSTOMER MASTER TAPE FROM FILE: PLACE 
d WITH ORDER. - P 
wafer . _— 5S. MAWOLE EXCEPTIONS: 
—_- ) 
Operation next StC} ih tahoe G. REFER TO TRAFFIC DEPARTMENT WHEN ROUTING REQUIRED. 
b. REFER TO CREDIT DEPARTMENT WHEN MASTER TAPE “FLAGGED”. ; 
6. SORT BY TYPE OF MILL RELEASE REQUIRED (4-—PART OR B-—PART) 
DISTRIBUTE TO ASSIGNED TrPlst 
ORIGINAL 
ORDER 
ORDERS FOR 


ORDERS FOR 
1. MILL TRANSMISSION 
2. NON-SH1PMENT 


| 


FLEXOTYPIST 1. TYPE VARIABLE DATA FROM ORIGINAL VCC 
ORDER MANUALLY. STrict 
2 TYPE FIXED CUSTOMER i mFORMATION P/C MANIFEST 

. " =a lieth AUTOMATICALLY FROM CUSTOMER MASTER 
Customer tape with unvarying — forr ice recoro 
3. CUT ORDER MASTER TAPE AS ORDER 15 


1. CHESTER 
2. WAREMOUSES 
































&. ASSEMBLE TYPED ORDER, ORIGINAL ORDER, 

order data onto another tape. AND ORDER MASTER TAPE FOR ORDER 
CHECKER; MOLO CUSTOMER MASTER TAPES 

FOR PICK UP BY TAPE-TO-CARD CLERK. 




















data combined here with new TYPED. linia | FFICE RECOR ! 
ORDER j 





























ORIGINAL . 
ORDER | 
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are 
Unvarying data Customer tape TAPE.TO-CARD CLERK 1. PICK UP CUSTOMER MASTER TAPES FOR TYPED ORDERS vue "| 
back to files until next order. Re non WAsTERTARS 
Tape for this order checked for 3. REFILE IN CUSTOMER MASTER TAPE FILE. 
accuracy. , | 





ORDER CHECKER 1. RECORD NUMBER OF ORDFRS TYPED 
2, VERIFY TYPED ORDER AGAINST ORIGINAL ORDER. 
3. IF ERROR 1S NOTED, RETURN ORIGINAL ORDER, ORDER MASTER TAPE, AND] ORIGINAL] | 
OFFICE RECORD COPY WITH CORRECTION NOTED, TO THE TYPIST. ORDER at 
& 1F TYPED ORDER 0.x. 
@. STAMP “ENTERED® ON ORIGINAL ORDER 
d. TEAR DOWN ORDER STAPLE ORIGINAL ORDER TO OFFICE RECORD COPY, 
ATTACH ORDER MASTER TAPE TO DIVISION MANAGER (BLUE) COPY, AND t 
MAKE DISTRIBUTION AS SHOWN. TOP, NEXT PAGE 
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SPEEDS MILL ORDERS 


WAREHOUSE SHIPMENTS 
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POOL CAR NisTRicT 
Ft T P 
ORIGINAL MARINES oor 
ORDER 
| } 
CREDIT DEPARTMEAT MAIL ROOM 
DESTROY SALESMAN 
RATE CLERK OFFICE 
RECORD 
i, ENTER ESTIMATED FREIGHT RATE 
FOR EACH COMED TY ORIGINAL 
CLASSIFICATION ORDER 














BILLING CLERK* 


i. FILE IN BILLING AND FOLLOW-UP 
FILE WHEN RELEASED FOR SHIPMENT. 

2. PULL FROM FILE WHEN SH! PMENT 
REPORTED BY MILL. 

3 COMPARE SPECIFICATIONS ON SHIP- 
PING REPORT AND OFFICE RECORD COPY. 
ADJUST OFFICE RECORD COPY TO AGREE 
WITH SHIPMENT REPORT. 

%,. ADD FREIGHT CAR NUMBER AND CODE 
OFFICE RECORD COPY FOR FREIGHT 
CLASSIFICATION, 

5. FORWARD TO SALES ACCOUNTING. 

6, PULL “LATER ORDER. FORWARD TO 
FINISHED STOCK CONTROL SUPERVISOR 
FOR FOLLOW -UP AND SPECIAL HANDLING. 









SALES ACCOUNTING 


2. VERIFY SHIPPING WEIGHT ON OFFICE 
RECORD COPY FOR ANY BRAND WHERE 
QUANTITY ACTUALLY SHIPPED DIFFERED 
FROM QUANTITY ORDERED. 

2. FORWARD TO TABULATING 
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BILLING AND 
FOLLOW UP 
FILe 
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ORIGINAL 


ORDER 


I 


: 


TABULATING DEPARTMENT 


ICE TABSULATING 


RECORD 





DAILY SUMMARY 
OF 








PROERS RELEASED 
BY 


ORDER NUMBER 
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DAILY SUMMARY 
OF 
ORDERS RELEASED 
BY 


ORDER NUMBER 
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TRANSMISSION 

ORDERS 








' DIVISION 
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NON-—TRANSMISSION 
ORDERS 
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" Division 3 
copy 33 






MAIL ROOM 


DIVISION MANAGER 





























| 
r 
SHIPPING 
ser 
FINISHED MAIL WAREMOUSE 
STOCK 0M —> via 
CONTROL MAIL 


Twx OPERATOR 


1. RECEIVE FROM ORDER CHE KER TYPED 
ORDER COPY AND ORDER MASTER TAPE 
FOR TRANSMISSION TO MILL 

. TRANSM T ORDER TO MiLL ON TELETYPE- 
WRITER ADAPTED FOR ORDER TRANSMISSION. 

» STAMP DIVISION COPY AND Twa COPY wiTH 
DATE OF TRANSMISSION. 

. RE-ATTACH ORDER MASTER TAPE TO 
DIVISION COPY AND FORWARD TO TaPE- 
TO-CARD PUNCH, 


— 


w 
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TAPE.TO-CARD CLERK 


1. RECEIVE DIVISION COPY OF ORDER, wiTH 
ORDER MASTER TAPE ATTACHED FROM ORDER 
CHECKER OR TWk OPERATOR. 

2. PUNCH BILLING CARDS ON TAPE-TO-CARD 
PUNCH FOR ALL DAILY RELEASES. 

3. §F WRONG COLUMN PUNCHED IW CARD, DES- 
TROY ALL CARDS PUNCHED FOR THAT ORDER- 
RETURN TAPE AND DIVISION ORDER COPY TO 
TYPIST FOR CORRECTION 
WHEN BILLING CARDS PUNCHED, DESTROY 
ORDER MASTER TAPE. 

. COUNT NUMBER OF ORDERS RELEASED AND 
PREPARE ADDING MACHINE TOTAL OF CASES; 
FORWARD OKDER AND TOTAL CASE COUNT TO 
TABULATING WITH DIVISION COPIES OF ALL 
ORDERS RELEASED FOR THE DAY. 


& 


wn 


1, PREPARE DAILY SUMMARY OF ORDERS 
RELEASED TO MILLS AND WAREHOUSES. 

2. PREPARE DAILY SUMMARY OF ORDERS 
RELEASED, BY ORDER NUMBER, CASE QUAN- 
TITY AWD NUMBER OF ORDERS. 


ORDER ED! TOR 


1. COMPARE TOTAL CASES AND SUMBER OF 
ORDERS OW ADDING MACHIWE TAPE AND 
DAILY SUMMARY. 

- WHERE SUMMARY AND TAPE WOT IN AGREE- 

MENT, VERIFY EACH ORDER NUMBER AND 
NUMBER OF CASES, DIVISION COPY VS. 
SUMMARY . 
RECONCILE SUMMARY VS. DIVISION COPY. 
HAVE EACH DISCREPANCY CORRECTED - 
ADVISE EACH DEPARTMENT CONCERNED TO 
MAKE WECESSARY ADJUSTMENT. 

3. AFTER RECONCILIATION AND CORRECTIONS 

ACCOMPLISHED FORWARD DiviSiow Cory 
OF ORDER FOR MAILING. 


N 





Five-channel order tape trans- 
mitted to mill automatically 
over leased wire system. 


Order tape fed into tape-to-card 
punch. Punch cards go to Tabu- 
lating where: 
© Billing cards are made up 
and unit price is multiplied by 
the number of cases. 

Cards then filed until the order 
is shipped. 
@ When notification of ship- 
ment is received, cards are used 
to prepare customer invoices, 
daily sales records, freight and 
accounts receivable registers— 
plus records of sales by customer, 
brand, district. Tabulating pours 
out a daily record of shipments 
by brand, cases, dollar value, 
freight costs, and a cumulative 
total for the month. 
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New Desk Top 
Copying Machine Gives 





You Direct Copies 


in Seconds! 


* 


ee up” $49 950 
“A New Copyflex Model 100 cs 


Requires only an electrical 
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connection to operate. 


Makes up to 300 Copies Per Hour at a Cost of less 
than 1¢ Each! No Stencils, Messy Inks, or Fumes! 


It’s here! The high-speed, all-purpose 
copying machine that turns out ex- 
act, black-on-white copies of any- 
thing typed, written, or printed on 
ordinary translucwnt paper—in sec- 
onds! Copies originals 11 inches wide 
by any length. Makes up to 300 copies 
of different 


letter size originals 
hourly. Is absolutely clean, quiet, 
and odorless. Can be operated by 


any of vour personnel. 
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Copies anything typed, written, 
printed, or drawn on ordinary 
translucent paper—in seconds. 


New Copyflex Model 100 will save 
you time and money in almost any 
type of paperwork operation. Use it 
to set up fast, accurate one-writing 
systems for order-invoicing, purchas- 
ing-receiving, and similar systema- 
tized operations . . . for specialized 


legal, accounting, and engineering 
copying . . . for general copying. 
Mail coupon today for complete in- 


formation on Copyflex advantages. 
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Charles Bruning Company, Inc. Dept. IOI-U 
4700 Montrose Avenve, Chicago 41, Illinois 


Please send me information about Copyflex Model 100. 
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adds to the tape variable data from 
the original sales order. Product of 
this is an order master tape con- 


taining all order information plus 
all office records required and a 
four-part shipping set for shipments 
from outside warehouses. 

The order master tape then yoes 
into teletypewriter and all order 
data is automatically transmitted to 
the plant where a receiving ma- 
chine creates the basic documents 
they need, including a four-part 
bill of lading. 

Having been used to transmit the 
order to the plant, the tape now 
moves into a tape-to-card machine 
to create punched cards for each 
order released. At the end of the 
day decks of these punched cards 
are fed into tabulating to establish 
the basis for a number of manage- 
ment reports. 

When the customer order master 
tape was created, four copies were 
simultaneously made by the ma- 
chine. One was the division copy 
which accompanies _ the 
throughout the routine for control 


tape 


purposes, after which it is mailed to 

the division sales manager. 
Another copy is the district copy 

which is mailed to the salesman 


about the time the order is being 
transmitted to the plant. Another 
copy becomes the credit verification 
tool which ends up in the credit de- 
partment, 

Sull another copy is the office 
record which, accompanied by the 
original order goes to a traffic clerk 
who estimates the freight rate, then 
to a billing clerk. 


Now: Better, Faster Reports 


When the plant ships the order— 
this information comes in to head- 
quarters daily via TWX from the 
plant—the billing clerk pulls the 
two copies (office record and origi- 
nal order), compares them with the 
shipping report, adds the freight car 
number and codes the office record 
copy for freight report classification 
purposes. 

These then move through sales 
accounting where some verifying 
is done, and on to the tabulating 
Cepartment. 

Using the tape-produced custom- 
er billing card, tabulating prepares 
daily summaries of orders released 
—orders that have been sent to the 
plants or warehouses. 

When the order is shipped, these 
billing cards are pulled and addi- 
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“Save “Jime with Kite- Line 


* SAVES EYESTRAIN 

¢ PROMOTES ACCURACY 

¢ INCREASES PRODUCTION 
¢ ADJUSTABLE TO VISION 

¢ TAKES ANY WIDTH COPY 


FROM TAPE TO 20 INCHES 


Showing Rite-Line Copyholder 
with Line Magnifier (extra) 
attached. 








A touch of a finger on the space bar moves the copy up one, two or three 
spaces. The Telescopic Eyeguide accommodates copy of any width from a 
machine tape up to 20 inches. Price $17.75 plus tax, includes Telescopic Eye- 
guide. Line Magnifier extra. If your stationer doesn't carry Rite-Line, write us. 


Send for illustrated bulletin 


RITE- LINE CORPORATION, 4209DM 39th Street, N. W., Washington 16, D. C. 
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How much time and money could 
your office save, this way? 

















This battery of three Revo-Files at the Los Angeles Teachers Credit Union revolutionized filing operations . . . cut costs... improved efficiency. 


A simple change from old-fashioned “hunt and pick’’ 
card files to modern Revo-Files usually saves a firm 


enough to pay for its Revo-Files in a year or less. In ad- IMPORTANT P.S. Nice thing about Revo-File is that no 
dition, morale goes up... clerical fatigue goes down... costly, time-taking changeover to new cards is required. 
and the efficiency of your whole card system improves! Put present cards in. . . you’re ready for work. 





WHAT COULD BE more practical? Let those file cards 
“go round in circles” instead of your clerks! Save all the 
lost time, motion and energy that old-fashioned drawer Why Revo-File is the world’s finest rotary file. 


and tub files steal from you. Save on your operating 


@ Uses your present records. No costly changeover. 
— ® Cards not attached to wheel... one, or a hundred may 
Revo-File “‘rounds up” all your active cards . . . as many be instantly removed and refiled. 
as 7,500 cards per file . . . brings them under fingertip @ Increases production. Reduces overhead. 
control . . . ready instantly for reference and posting. © Cannot lose or damage records. 
Clerks use the Revo-File from a relaxed sitting position © Makes “in-out” filing faster. 
(or convenient standing position, with special Hi-Boy @ Reduces clerical fatigue. Improves morale. 
Model). Revo-File is compact. Mobile. Takes only a © Mobile—move it where needed. 
fraction of the space needed for the same records in older- @ Available in manual, automatic electric selection and 


type files. Why not investigate this modern cost-cutting Hi-Boy models. Accommodates all standard and most 
equipment, today? If you have 3,000 or more active cards, off-standard card sizes. 
itll pay you handsomely. Mail coupon, now ! 














Mail coupon, today, for free illustrated folder! 


Department DR-10, Revo-File Division 

' The Mosler Safe Company, 320 Fifth Avenue, New York 1, N. Y. 
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| How To Get Your FREE Ribbon With your present carbon 


———— 


paper ribbon, type this line on your business letterhead: “Saw ad in Oct. 
Dun’s Review.”’ Include typewriter make and your name. Mail to Columbia 
Ribbon and Carbon Mfg. Co.,8510 Herb Hill Road, Glen Cove, N. Y. 


*Note: Carbon ribbons do not fit fabric ribbon-using typewriters. 
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tional shipping data punched. The 
customer’s invoice is prepared and 
reports for management pour out 
—a daily report of sales which in- 
cludes a statement of all shipments, 
broken down by brand, cases, dollar 
value, freight costs, and a cumula- 
tive total for the current cost period. 

Monthly, these decks of cards 
produce finished stock inventory re- 
ports for stock control purposes; 
sales reports by divisions and terri- 
tories for sales analysis; traffic re- 
ports and a semi-annual report 
showing all details of shipments to 
customers. 

Scott Paper’s former system al- 
lowed the lapsed time between re- 
ceipt of the order at Chester, Pa., 
and receipt of the various shipping 
forms at the plant to range from 
11 to 75 hours, including mailing 
time. The maximum time now is 
four hours, although routine orders 
destined for shipment begin reach- 
ing the plants from one-half to 
three hours after they reach Chester 
from the various sales districts. 


Lesson for Management 


It is easy to see what this means 
in terms of competitive advantage 
tor the company. Under its former 
system—for what were formerly 
good reasons under a smaller vol- 
ume of sales— a newly received or- 
der went first to sales correspond- 
ence, then to credit, then on to 
traffic, next it returned to sales cor- 
respondence who passed it on to 
tabulating. Tabulating, in turn re- 
turned it to sales correspondence. 

And then, the shipping document 
was mailed or phoned to the plant 
shipping departments. 

The new, integrated system gets 
the order to the plant almost imme- 
diately. Because the process is trig- 
gered by tape operated mecha- 
nisms, all preliminary computations 
can be fed through a small com- 
puter without stopping for time- 
censuming key punching opera- 
tions in tabulating before the order 
goes to the plant. As a matter of 
fact, the whole tabulating operation 
is by-passed until the end of the 
day, at which time whole decks of 
punched cards can be processed. 
Because any punched card tabulat- 
ing operation thrives on long-run 
volume, this is sound economics. 

The net for management: More 
accurate reports faster; faster cus- 
tomer service and fewer clerical er- 
rors on orders. 
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Keep expensive steel file space 
active by transferring inactive 
records to Liberty Storage Boxes. 
Liberty Boxes are best becouse— 


@ Highest quality @ 25 Standard Stock 
materials throughout Sizes ... special 

@ Systematic labeling sizes made to order 
makes locating any @ Patented Closure is 
record easy easy-to-use, keeps 

@ Records are protected records clean 
against dust and @ Take years and years 
spilling of rough usage 


Sold by all leading stationers 


Send today for FREE Catalog picturing 
and describing economical record storage 
products for every business. 


BANKERS BOX COMPANY 


720 S. Dearborn Street « Chicago 5, Illinois 








strictly 
on the 


QUALITY 3, 














@ WE ADMIT WE'RE PAINSTAKING about 
even the smallest details of every desk that 
wears the “ID"’ trade-mark. For exactly 50 
years, this Indiana Desk symbol has been ac- 
cepted by American businessmen as a guvar- 
antee of excellence. Careful selection of woods 
and skilled woodcrafting have kept Indiana 
Desks the standard of valve. We intend to 
keep it that way... always. 


Don't settle for less than proved- 
quality desks — the kind you'll 
find at your nearest Indiana Desk 
, Co., Inc. dealer's. Write right 
mature now for his name. 
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JASPER, INDIANA *+ U.S.A 
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“Why did it cost *27 to put on a dime’s worth of paint?” 











necessary transfers, layoffs, extra shifts 
could have been ordered on time. 

A McBee Keysort installation can give 
you comprehensive, accurate reports on 
need a second shift. And once again man- every phase of factory operation, and 


Should these men be fired? Absolutely not. 

They reported on time. But the work 

hadn't reached their department yet. 
Next week the same department may 


Talk fast, mister!., Don’t worry, the to bring his cost picture back into focus. 
foreman wil]—with plenty of exp!anations. Moral: a MeBee Keysort installation 
But afterward he'll take steps to eur paint- cali give vou comprehensive, accurate re- 
ing costs back to where they shoud be. norts on every phase of factory operation, 
And keep ‘em there. am. give them to you fast. On your desk 

Who’s the hero of this drama? Keysort by the 4th of each month. Important 
punched-card accounting. The boss earned interim figures weekly, or even daily 
through Keysort operation costing that Whether vours is a 100-man payroll or a 
things were getting out of hand in the colossus supplying the whole country. The 


give them to you fast. Complete figures 

Costly production mixups like this can reach your desk by the 4th of the month. 
be effectively forestalled with Keysort Important interim figures come to you 
punched-card accounting. In this case, a each Monday, or even daily. Whether you 
weekly Keysort work-load summary run a 100-man bramrch plant or a manv- 


agement may not know till too late. 





Finishing Department. On certain opera- 
tions the tigures were far higher than 


cost? Surpr:singly low 


There’s a trained }.cBee revresentative 


last wee..’s. Knowing the score—and know- near vou. He'll be giad to show you how 
ing it on teme—the boss could move quickly it’s done. Or write us. 


McBEE © Kit’ 
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Punched-card accounting for any business 


Manufactured exclusively by The McBee Company, Athens 


. hie * Division of Royal McBee Corporatwo 


Offices in principal cities * In Canada: The McBee Company, Lid. 179 Bartley Drive, Toronto 16, Ontario 


would have shown which departments facturing giant. And at very low coat. 
had a light work-week ahead...and which The trained McBee man near you can 
ones were due to be overloaded. Thus show you how it’s done. Or write us. 


McBEE © KEYSORT. 


Punched-card accounting for any business 


Manufactured exclusively by The McBee Company, Athens, Ohio * Division of Royal McBee Corporation 
Offices in principal cities + tn Canada: The McBee Company, Lid. 179 Bartley Drive, Toronto 16, Ontarioe 











Specia! orders for the Texas-oilman 
trade? Guess again. 

Fact is, each is priced below competi- 
tion. The factory’s turning out several 
thousand this month, for a new customer. 

Unfortunately, the gold-plating doesn’t 
show up on the product. Or anywhere else. 
It’s concealed in a cloud of figures covering 
a month’s operations for the whole fac- 
tory. Weeks from today, somebody’l! dis- 
cover that the company lost money on the 
order ... maybe even how much money. 
But the damage is done now. 

This story could have had a happy end- 
ing — with Keysort punched-card account- 
ing. Keysort job-costing cards could have 


computed a correct, profit-included selling 
price. The same cards would have shown 
the plant manager how costs were running 
at each step in manufacture. He’d have 
spotted any impending loss «m time .. . 
used his know-how to eke out a profit. 

A McBee Keysort installation can give 
you comprehensive, accurate reports on 
every phase of factory operation, and give 
them to you fast. On your desk monthly, 
weekly, daily — as your needs require. 
Whether you run an industrial giant or a 
100-man branch plant. At very low cost. 

The McBee man near you can show you 
how it’s done. /t will take him one hour, 
from start to finish. Phone him or write us. 


McBEE §@ KEYSORT. 


Punched-card accounting for any business 


Manufactured exclusively by The McBee Company, Athens, Ohio + 
faces in principal ci 


Division of Royal Mcbee Corporatica 
Ontarie 


cities * In Canada: The McBee Company, Lid, 179 Bartley Drive, Toronto 16, 
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McBee gives you more 
than the mechanics 


Terms like “automation in the office” and “integrated data 
processing” sound pretty impressive. They almost make 
fact-collecting sound like a worthy goal in itself. 


But we of McBee believe that facts are important only 
when they serve management. In other words, they have 
to be meaningful facts. And they have to reach manage- 
ment fast. 


To that end, McBee machines and procedures are de- 
signed to be exceptionally flexible. You don’t have to change 
your ways of doing business to conform with them. They 
can be shaped to fit your needs. 


For these reasons — in labor costing, job costing, pay- 
roll, sales analysis and many other accounting functions — 
the quick reports provided by McBee Keysort are of far 
more actual wse to management than the results turned 
out by systems which cost much more. 


The ads reproduced here point out some ways in which 
Keysort can serve the management of your company. The 
trained McBee man near you has a presentation which will 
show you how it’s done. It takes just one hour, from start 
to finish. Phone him or write us. 
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depends on how it’s planned 


Picci cualton is more than just machines, however complex. 
It is more than electronics. Successful automation calls for a 
balanced organization of methods, machines, and manpower 
designed to fit the pattern and needs of your business. And the 
benefits you may derive from automation depend primarily 
on how well it is planned. 


For half a century, Ebasco has mechanized office work, stream- 
lined methods and reduced costs for clients in all types of busi- 
ness and industry. In Ebasco, knowledge of the most modern 
techniques and machine equipment is blended with years of 
experience in all the management areas affected. Some Ebasco 
automation projects have entailed the most elaborate elec- 
tronic devices. Others have involved -the addition of no new 
machines. All have been based on objective analysis of each 
client’s problems and needs. And on every job—large or small 
—the same experienced Ebasco teamwork is applied. 


Management’s decision today is no longer to automatize or 
not to. Automation has become basic to meeting competition 
in every field. The successful competitors are those who plan 
their automation with the soundest, most experienced help. 


For additional information on Ebasco’s services in this field 
and how they can be applied to your business, write: Ebasco 
Services Incorporated, Department AH, Two Rector Street, 
New York 6, N. Y. 
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E. C. Mausz of Republic Steel 
Corp. tells the conference, **be- 
fore we ordered the computer, 
we made a complete systems and 
procedures analysis. We knew we 
could justify it on the basis of 
costs and increased efficiency.” 


2? compantes evaluate the ympact 


of new data processin g techniques 


Summed up: Even small companies should begin studying it. The idea ts 


red hot, but working it out takes more planning than management thinks 


Waar INDUSTRY thinks of 
the current status of office automation will large- 
ly determine its acceptance in the immediate fu- 
ture. To balance their own appraisal of automa- 
tion’s potentialities, the editors invited 27 com- 
panies to send their experts to New York for two 
five-hour meetings. Because many of their com- 
ments are critical, all quotations are unattributed 
with the exception of those used to caption pho- 
tographs. Names of all participants appear at the 
end of the article. 

Here, in their own words, is automation as 
they see it now. 


The nature of the beast— 
equipment or concept? 


.... [The concept is this, basically, that at the 
first place where any transaction hits the organi- 
ation it should be recorded in a mechanical form 
and should be processed from that time on ex- 
clusively mechanically. Whether it’s on an elec- 
tronic data processing machine or a conventional 
machine makes little difference. You can use 
punched-card equipment with a conversion de- 
vice, for instance, which will convert your tape to 


cards and then process those cards on conven- 
tional equipment. And you can use tape to trans- 
mit data to another plant or from a regional 
office to a plant. But the main thing is that you 
eliminate the manual typing and transcribing 
except for the original entry. 

.... Of course, right now that is impossible, 
but we are already cutting out the vast bulk of 
it in order processing systems for example. The 
problem is that phrases like “integrated data 
processing” which describe the idea have gotten 
associated with the hardware rather than the con- 
cept. Management thinks that if you buy a 
medium-size electronic calculator and a tape 
actuator and a Flexowriter, you have achieved 
automation or integrated data processing. Well, 
you haven't. 

.... The word “integrated” is a matter of de- 
gree, although the difference in degree may get 
to be so great that it looks like a difference in 
kind. Each small company has a typewriter, cal- 
culator, bookkeeping machine, and perhaps an 
addressograph set-up. By providing a common 
language you can hook up these three machines 
so that the original data gets typed up manually 
and then the tape automatically feeds into the 
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other machines in sequence. The manual process- 
ing all along the line is eliminated and even a 
small company can afford it. However, this is 
just one step further from the bookkeeping ma- 
chine which has always performed a number of 
automatic, integrated operations. Basically, the 
new concept just ties machines together. 


What about management's attitude? 


.... 1 think they have heard about it and 
they’re intrigued by it because they've got a 
problem in office expense. But they are at sea; 
they don’t know what it is all about. They just 
read the ads and there’s some group of magic 
words with a lot of publicity behind it and they 
think that here is the answer to all of their prob- 
lems without any work. But they don’t under- 
stand their own problem. 

... . Management is interested for the same 
reason that brought the automatic revolution in 
factories some thirty or forty years ago—rising 
labor costs. The group we’re dealing with would 
not care to be classified as labor but the prin- 
ciple is there. The cost factor, 1 think, is what ts 
needling top management most. Of course, there 
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Carbon Copies 
That Read 
Like Originals 


M & V makes the difference! 


What makes M & V different 
from most carbon papers? It’s 
simple— better inks, better paper. 
So you get clean, sharp, smudge- 
free copies that read as easily 
as the original . . . copies with 
every jetter in every word evenly 
inked and crisp—‘“‘a’s’’ and “‘e’s”’ 
won’t fill even on the last copy. 
M & V Carbon Papers are made 
to last and last—to give you 
clean, readable copies far longer. 
What’s more, M & V offers you 
a wide selection of matched 
inked ribbons for every typing 
job—to give you sharper origi- 
nals, too. 


Ask your stationery supplier 
for one of these top-quality 
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is a little gas thrown on the fire by 
certain manufacturers of equipment 
and also a certain amount of mis- 
information as to the ease with 
which the office revolution can be 
accomplished. For instance, one of 
my clients says, “Well, I can move 
a finishing plant from the North 
to the South and get it operating in 
six months; why in hell can’t you 
get one of these systems operating 
in that length of time?” 

.... Right! Even in the top man- 
agement of companies who have al- 
ready ordered and installed expen- 
sive, highspeed computing equip- 
ment, there is a tremendous amount 
of naivete. I spent some time with 
an executive of a large company a 
few weeks ago. He’s spent five years 
studying and planning this thing 
and installing it, and it’s cost them 
a half a million dollars to get to the 
point where they’re ready to operate 
it. That’s just preparatory costs. He 
said he had no idea the thing was 
going to be anywhere near so time- 
consuming and expensive in the 
initiation stage. 

.... When I first talked to the 
Executive Committee, I found that 
most of them expected a lot more 
than is possible at the present time. 
They'd read newspaper and maga- 
zine articles that led them to believe 
that they could do business with no 
clerical help at all. But I did find 
that the uppermost tier of brass ac- 
cepted readily the common lan- 
guage aspect of data processing. 


How common is the 
language? 

.... Lhere is as much misconcep- 
tion about that as there is about 
a phrase like “integrated data proc- 
essing.” There is no common lan- 
guage. If you wanted to reduce it to 
the language used most often by 
equipment now, it would be the 
punched card. 

.... If we reduce it to an objec- 
tive rather than a current actuality, 
a common language would be a 
symbol system that would actuate 
all pieces of equipment including 
communications equipment. But we 
don’t have it now. We have five- 
channel tapes, and six-, seven-, 
eight-, and on-up-channel tapes; we 
have magnetic tapes and punched 
cards. 

.... In other words, at the mo- 
ment we have native language ma- 
chines more than common language 
machines? 


.... Correct! You can move from 
machine to machine, but then you 
have to buy or lease a converter. 
You add an unnecessary step and 
spend more money. If you are op- 
erating with a seven- or eight-chan- 
nel system computer, for instance, 
you have to put in a tape-to-card 
unit in order to do your tabulating 
and another unit to transmit data 
over Bell System wires, which only 
operate on five-channel tape. 

.... This is a technical problem 
that is on the way to being licked. 
The major problem is that these 
data processing systems have come 
to denote a kind of status. To be 





Holbrook of Bell Laboratories: 
“As time goes on, many types of 
data processing equipment will 
become available to small bus- 
iness and permit savings where 
electronic speed is not needed.” 


among the elite you must have one. 
But the rabid desire is running 
ahead of understanding. We talked 
to the chairman of the board of a 
very large company recently, and 
he had ordered a piece of equip- 
ment merely because his competitor 
had put Ais name in for one. This 
particular company is at least five 
years from being ready even to 
think about a general purpose com- 
puter. They should begin by inte- 
grating on a small scale and build 
up gradually to a computer if one 
is necessary. 

.... In this area, management 
doesn’t think the process through. 
They don’t realize the organiza- 
tional changes that are going to 
have to be made—the departments 
that may be obliterated; the middle 
supervisory personnel who are go- 
ing to have to be taken care of in 
one way or another; the outlying 
offices that may have to be absorbed 
into a central location; and the 


effect of laying off as many as 200 





Deutsch of Socony-Vacuum Lab- 
oratories: “The computer served 
as an abstract mathematical 


model for a refinery.We put in all 


the conditions and got answers 


in minutes instead of weeks.” 


people, which is quite possible with 
electronic equipment. You just can’t 
give people, that many, a pink slip 
and say thanks. 
transitional problem. .. As a matter 
of fact, if you told my chairman of 
the board that a would 
mean he could lay off 200 people, 


You’ve got the 


system 


he might very well cancel the order, 
unless we could show that we could 
absorb that help through normal 
personnel attrition. 





Otterstrom of Montgomery Ward: 
“It took two men six months to 
estimate the possible savings and 
ten more months to develop the 
details. We'll save $70,000 an- 
nually after the first year.” 


H yperth yroid backlog 


....In one sense we're suffering 
from a kind of forced selling. I’m 
talking about computers, not inte- 
grated data processing as such. If 
you don’t order one and get on the 
waiting list, you are obviously go- 
ing to be five years behind; and 
that’s part of the selling technique. 
If you want to cancel when the 
equipment is delivered, why you're 
perfectly at liberty to do so... but 
there may still be a long list. 














Doubling, Univac’s Speed! 


The famous Univac of Remington Rand has 
widened still further its lead over other elec- 
tronic business computing systems. Univac is 
still the only completely self-checked system 
... the only one which can read, write, and 
compute simultaneously without extra equip- 
ment. And now, the Univac II adds to these 
superior features the speed of a magnetic-core 
memory. 

The Remington Rand magnetic-core mem- 
































ory is more than a laboratory promise. It has 
been in actual customer use for over a year, 
passing all tests with flying colors in the first 
commercially available electronic computer 
to use core storage successfully. 

The size of the internal memory of Univac 
has also been doubled, giving instantaneous 
access to 24,000 alphabetic or numeric charac- 
ters. If needed, this capacity can be further 
increased to 120,000 characters. 





Univac's external memory— magnetic tape — 
now has greater capacity, too, increasing in- 
put and output to 20,000 characters per sec- 
ond... the equl\ alent of reading or writing 
every character on this page more than 1,000 
times a minute. 

These new Remington Rand developments 
can be incorporated into any existing Univac 
installation to double its speed of operation 
and to increase its economy still further. 
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Now any office can have one! 


With the DM you never run out of 

_ the right stamp! Set by your post office 
for as much postage as you want to 
buy, it makes those rush trips to the 
post office unnecessary. At the same 
time, it protects your postage from 
damage, loss or misuse—and accounts 
for postage automatically! 


And if you think every office 
doesn’t want a postage meter, just ask 
the people in your own! 

The little, low-cost DM (desk 
model) postage meter does away for- 
ever with slow, messy lick-and-stick 
mailing—and with loose stamps and 
Stamped envelopes that have to be 
locked up and accounted for. Makes 
“getting out the mail” easier, faster. 


You don’t have to send out a lot 
of mail to justify a DM. Now, any 
office can have one—and | out of 5 
users spend only $5 to $50 a month 
for postage. The DM pays its way in 
convenience alone! 


The DM prints postage, any 
amount needed for any kind of mail, 
directly on the envelope (or on special 
tape for parcel pest). Anyone can use 
it. Just dial for postage needed, press There’s a postage meter, hand or 
the lever—and the letter is meter- electric, for every office, large or small. 
Stamped, with a dated postmark to Ask the nearest Pitney-Bowes office 
help speed your letters through the for a demonstration. Or, send the 
post office faster, and with your own coupon for free illustrated booklet. 

small ad, if you want one. There’s FREE: Handy desk or wall chart of Postal 
evena moistener for sealing envelopes! 





Rates, with parcel post map and zone finder. 


= piTNEY-BOWES 


Oo Postage Meter 


Offices in 94 cities in the U.S. and Canada 


AW) ; 


Prtney-Bowes, INc. MERE ip: 


1505 Pacific St., Stamford, Conn. 
Send free |_| booklet, |_| Postal Rate Chart to: 


Ee a 





Address —___ 
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Frank Knox, left: ‘When management has a problem now they want 
a computer right away. They confuse a technique with an objective. 
They think you press a button and out comes a pie in the sky.” 














.... 1 had lunch with the presi 
dent of a fairly large company—not 
fairly, very large—who is waiting 
for equipment that will be deliv 
ered in about two months. They 
still aren't ready for it, and they are 
afraid to go back to the chairman 
of the board, who is a pretty crusty 
old codger, and say, “We don't 
know how to use this thing.” 

.... Why aren't they ready? 

. Before the war, there were 
no more than a hundred good sys- 
tems and procedures men in the 
country. I'd say the number now 
would be around a thousand. That's 
not enough to go around. 

Let me enlarge on that. 
There are many systems and pro- 
cedures specialists who can be given 
a particular area and line it up com- 
petently. But to integrate data proc- 
essing fully takes a man who can 
organize and plan a program that 
will slash right through depart- 
mental lines. And there aren’t too 
many people of that stature around. 
And then, of course, once you get a 
man like that, you have to give him 
enough authority to let him step on 
people's toes. 

.... Lhat’s the rub. In most com- 
panies the procedures department 
is at a fairly low level. 

.... When it comes to directing 
the over-all planning, where does 
the ofhce manager fit into integrated 
data processing ? 

....I1 will say that he would be 
out of the picture as the head ‘of 
the team; you should take some- 
body at the controller’s level or the 
level of administrative vice-presi- 
dent, who has a real interest in it 
and is actually going to participate 
and not delegate everything. 


How to operate IDP 


.... Lhat’s why we're under the 
executive vice-president; that’s what 


we sold in the original presentation. 
| told them that there was no 
chance to do anything about this if 
we were to have any departmental 
line obstacles, because we couldn't 
operate that way. We're serving the 
order department, the sales depart- 
ment, accounting, metallurgical, 
treasury—all phases of the company 
—and by establishing a committee 
made up of top men from all the 
major parts (sales, order and ac- 
counting, and production), we can 
move into any area at will and call 
on specialized assistance from any 
department we move into. When | 
go to the mill level, | talk to the 
vice-president of operations. We 
start from the top down. We don’t 
try to go at it any other way. 

You see, as we dig deeper into 
this thing, we might find that en- 
tire departments should be elim- 
inated, others combined, and may- 
be some created. The object is to 
get the most efhcient operation. 

.... Lhis could mean drastic re- 
visions in company organizations. 
For instance, in many cases it is 





Lewan of Weston Electrical In- 
strument Co: “The VP had only 
a half hour. Then he cancelled a 
meeting and stayed two and a 
half hours. Now everybody 
seems to be thinking about it.” 
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Success stories are, invariably, the stories of busy lives... 
and, more often than not, the chapters are written on 
SUCCESS Calendars. Here is where your remembering 






is done for you. Your mind is freed for more important 
a 






matters. You won't forget those vital ‘‘things-to-do-today 


Equip every desk in your office with a Success Calendar. Its many 
time-saving features will be quick to reward you... will 


pay off in increased efficiency. Success Desk Calendars are 
S QO } Y available at your Stationery or Ofhce Supply store. Order 








Success Calendars today, or write us for complete catalog. 









When you 










There’s a stze and style Success Desk Calendar for every business and professional need. Shown here ts the think of a 
“17.” Lefthand page records half-hourly appointments; righthand page allows plenty of room for notes. SUCCESS nash ate 
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DESK CALENDARS 






sodas. COLUMBIAN 722 WORKS, INC. 





The “19” is engineered to be 


The “13” is an 
as neat, handy and e“licient as particularly popular where desk 00 WEST RNE TREET MILWAUK WI NSIN 
eat ees we "a 0 tlio. 23 ST CO LL S . 1 UKEE 9, SCONS 
~dhome use, too. Your choice of Success Calendars are itho- 


"walnut of gray styrene base, graphed on fine bond paper. 
















What’s 
going on 
behind 
those 
closed 


BOOKS? 


< 


Many executives like yourself are too busy to keep close 
contact with bookkeeping operations. And yet this depart- 
ment may be eating up a sizable share of company profits. 
Aside from the danger of embezzlements, hold-ups, for- 
geries and general dishonesty—there’s the wastage caused 
by lack of control and by inefficiency. 

The Todd Company—through its Methods Study 
Plan —has put hundreds of bookkeeping departments on 
a safe, sound, economical basis. Won’t you give us the 
opportunity to outline what our ABC Payroll System, 
our disbursement safeguards and our specially-designed 
machines can do for your business? Mail the coupon 
below. It won’t cost you a penny to hear our story and it 


may save your company thousands of dollars. 


p—-~---------------- 


THE TODD COMPANY, Inc., 
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Rohn of Schenley Industries listens to Sullivan of N.Y. Bell: “We 
found out as we went along that almost all data you touch 


finish up in accounting. Theyre important people of the team.’ 


most efficient for a company to cen- 
tralize all of its data processing in 
one location. Now, physically speak- 
ing, that company may be com- 
pletely decentralized, with plants 
all over the lot. You might have 
to take the data processing from 
the plant ofhces that report to the 
operating vice-president and install 
an over-all system in a centrai loca- 
tion to avoid duplication and take 
advantage of this highspeed stuff. 

The basic problem here is com- 
munications, leasing wire facilities 
and so forth, to get the data to the 
processing center and then back to 
the plants. So for speed and econ- 


omy, you might end up with a 


processing center at a point where 
currently you have no plants or 
ofhces. Sylvania is doing that in 
New York State. 

.... 1 think you’d be making a 
mistake to put this new concept of 
data processing under the Control- 
ler or the Treasurer, because it af- 
fects every department. Each group 
is feeding raw data out in the form 
of reports or records. We're putting 
the actual hardware, the machinery, 
under the accounting department; 
but the planning and the decisions 
will be on a staff level reporting to 
the vice-president in charge of or- 
ganization planning. 


How to make 
an automation study 


.... You need to form a com- 
mittee of the top operating vice- 
presidents or their delegates. Now 
it may immediately be delegated to 
the methods and systems depart- 
ment, but you’ve got to make it 
clear to the whole organization that 
the boys at the top want to do this. 

S00. Then you make a standard 
systems and procedures study, plot- 


Tee? ARs. aed 


> 


ting the flow of paperwork, weed- 
ing out unnecessary steps, forms, 
and records; and you challenge 
company policy all along the line 
to make sure you are down to bed- 
rock. When this part of the study 
is complete, you have already saved 
the company enough money to jus- 
tify the cost of the entire project, 
whether or not you go into inte- 
grated data processing with auto- 
matic and electronic equipment. 

.... Then you bring in the com- 
panies manufacturing the equip- 
ment, now that you know what 
you would like to do, and have 
them make surveys with you to de- 
termine what their hardware can 
accomplish. As a matter of fact, 
we're running three of these sur- 
veys right now. 

.... When you reach the stage 
that you have got your workloads 
down on paper, you might find that 
your volume calls for a medium 
size or general purpose computer. 
So you send some people off to one 
of the computer schools to learn 
detailed programming. 

Continued on page 87 





Blasi of United Medical Serv- 
ice: “Before you think of elec- 
tronics, you should go over your 
entire procedures program and 
weed out and simplify. Then 
you can study full integration.” 
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How Glens Falls Insurance Company 


cuts paperwork—speeds operations with P-A-X 
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How GLENS FALLS 
benefits with its 
P-A-X Business 

Telephone System 
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cant be overheard by others. And with P-A-X, there is no 
annoying “broadcasting” of messages. 

P-A-X was regarded as a capital investment that would soon 
pay for itself in time and manpower savings. This has proved 
to be true. 

Glens Falis P-A-X System 
Late in 1948, a P-A-X with capacity for 50 telephones was 
installed by Automatic Electric specialists. The compact Con- 


trol Unit (4%4" high, 414’ wide, 2’ deep) was installed in a 


corner of the main Conference Room. With 30 telephones con- | 


nected for use, intercommunications jumped to life—inside 
calls were getting through instantly and the city switchboard 
was relieved of its troublesome “extra” load of handling inside 
calls. Additional telephones were connected as floor space was 
added and the number of employees grew. Today, all 50 tele- 
phones are busily at work connecting hundreds of inside calls 
daily. 

How executives and employees use P-A-X 


Over 250 employees in the San Francisco Office are dispersed 
over a total area of 31,000 sq. ft. Employees who formerly 
“walked” their messages (it was often faster—and less frustrat- 
ing—than trying to put an inside call through the switchboard ) 
now dial a 2-digit number, reach a fellow worker 100 yards 
away, exchange information and proceed with their work. In 
the time it formerly took to walk from the Claims Department 
to the Filing Department (290 ft.), a request can be made via 
P-A-X, the file can be located and delivered by a filing clerk. 
In this one operation, P-A-X saves 5 minutes of time and over 
600 steps! During coffee breaks or lunch periods, employees 
in the Cafeteria can be reached by any executive via P-A-X. 
The Accounting Department calls Supply for necessary mate- 
rials. Tabulating calls Statistics to check a figure. Personnel 
calls department heads for additional information. Nearly 70% 
of the enormous flood of calls are “inside” messages . . . a vol- 
ume that would swamp the switchboard operators. 


Maintenance is negligible 


Glens Falls employs no maintenance men, and none has been 
needed for P-A-X; the telephone system has performed 
smoothly since it was placed in operation. Under a service 















































































agreement with Automatic Electric, the Control Unit is checked 
every 3 months for less than $75 annually. The only other 
expenditures have been for additional telephones and occa- 
sional handsets to replace those broken through mishandling. 
Typical costs on two recent jobs of this type were $4.17 and 
$4.14. If serious difficulty ever should occur, a call to Automatic 
Electric would bring a repairman quickly to make adjustments 
on the spot. 

How the staff feels about P-A-X 

Interviewing personnel in various departments, a reporter 
heard the following remarks: 


“We have a minimum of difficulty with employee communica- 
tions now, and it (P-A-X) saves us time and money.” (James S. 
Hurry, Vice President) 
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Like the sprawling West itself, the San Francisco Office of the 
Glens Falls Insurance Company has grown remarkably since 
the end of World War Il—doubling its floor space, and expand- 
ing its staff 160%! The huge office is headquarters for the 
Pacific Coast Department that serves an 8-state territory with a 
multiple line of coverage: Fie; Automobile; Casualty; Inland 
Marine; Fidelity and Surety Bonds. 

Insurance is basically people, and the smooth interchange of 
thoughts between these people is essential to success. Glens 
Falls knows the value of modern intercommunications and has 
long used P-A-X for smoother office operations, faster handling 
of routine forms. Today, every employee throughout the mas- 
sive Glens Falls office is linked with every other for instant 


conversation through an “inside” dial telephone system. 


Giens Falls communications background 

From 1922 (when the San Francisco Office was formed) to 
1948, Glens Falls relied on its outside switchboard for inside 
calls—the inefficient “single-track” system. By 1947, however, 
management became aware of communications slow-downs as 
the growing staff burdened the outside switchboard with inside 
calls. During an eastern trip in 1948, a company executive saw 
an inside telephone system working successfully in his com- 
pany’s main office at Glens Falls, N. Y. The system in use was 
P-A-X. Returning to San Francisco, he called Automatic Elec- 
tric for a specific proposal on a “customized” system for his 
West Coast Department. This executive also investigated sev- 
eral other types of inside systems, and checked with the public 


. . é 346 
telephone company on an inside “rental” system. 


Why P-A-X was chosen 


After weighing the merits of several different proposals, Glens 
Falls’ management selected P-A-X for these basic reasons— 
(1) Long-range savings ... P-A-X could be purchased outright, 
offering the possibility of returning their investment through 
efficiencies in handling paperwork; (2) Familiarity ...P-A-X 
automatic dial telephones are identical to those of the “outside” 
system; (3) Simple installation . .. the P-A-X Control Unit is 
easily installed and takes little space. Each telephone needs 
only a pair of wires—no bulky multiple cables are required; 
(4) Privacy... P-A-X telephone conversations are private and 


Gliens Falls’ San Francisco Office 


saves countless steps, reduces paperwork ioad, 


with its privately owned, inside telephone system 





can't be overheard by others. And with P-A-X, there is no 


annoying “broadcasting” of messages. 


P-A-X was regarded as a capital investment that would soon 
pay for itself in time and manpower savings. This has proved 
to be true. 

Glens Falis P-A-X System 

Late in 1948, a P-A-X with capacity for 50 telephones was 
installed by Automatic Electric specialists. The compact Con- 
trol Unit (4°4’ high, 414’ wide, 2’ deep) was installed in a 
corner of the main Conference Room. With 30 telephones con- 
nected for use, intercommunications jumped to life—inside 
calls were getting through instantly and the city switchboard 


. 


was relieved of its troublesome “extra” load of handling inside 
calls. Additional telephones were connected as floor space was 
added and the number of employees grew. Today, all 50 tele- 
phones are busily at work connecting hundreds of inside calls 
daily. 

How executives and employees use P-A-X 


Over 250 employees in the San Francisco Office are dispersed 
over a total area of 31,000 sq. ft. Employees who formerly 
“walked” their messages (it was often faster—and less frustrat- 
ing—than trying to put an inside call through the switchboard ) 
now dial a 2-digit number, reach a fellow worker 100 yards 
away, exchange information and proceed with their work. In 
the time it formerly took to walk from the Claims Department 
to the Filing Department (290 ft.), a request can be made via 
P-A-X, the file can be located and delivered by a filing clerk. 
In this one operation, P-A-X saves 5 minutes of time and over 
600 steps! During coffee breaks or lunch periods, employees 
in the Cafeteria can be reached by any executive via P-A-X. 
The Accounting Department calls Supply for necessary mate- 
rials. Tabulating calls Statistics to check a figure. Personnel 
calls department heads for additional information. Nearly 70% 
of the enormous flood of calls are “inside” messages . . . a vol- 
ume that would swamp the switchboard operators. 


Maintenance is negligible 

Glens Falls employs no maintenance men, and none has been 
needed for P-A-X; the telephone system has performed 
smoothly since it was placed in operation. Under a service 










agreement with Automatic Electric, the Control Unit is checked 
every 3 months for less than $75 annually. The only other 
expenditures have been for additional telephones and occa- 


sional handsets to replace those broken through mishandling. 


Typical costs on two recent jobs of this type were $4.17 and 


$4.14. If serious difficulty ever should occur, a call to Automatic 
Electric would bring a repairman quickly to make adjustments 


on the spot. 


How the staff feels about P-A-X 
Interviewing personnel in various departments, a reporter 
heard the following remarks: 


“We have a minimum of difficulty with employee communica- 
tions now, and it (P-A-X) saves us time and money.” (James S. 


Hurry, Vice President) 


From the Reception Desk, Mrs. Lillian Howard uses 
P-A-X to call executives and announce visitors. 
Over 50 key employees are closely interlinked 
through this “‘inside’’ telephone system. 


The compact Control Unit in the Conference Room 
at Glens Falls. Completely automatic, the Control 
Unit works ‘round the clock, requires no operator. 


“Our biggest problem was the jammed-up switchboard; we 
used to lose a lot of long-distance calls. P-A-X solved this prob- 
lem.” (John H. Bray, Claims) 

“It eliminates a lot of visiting and unnecessary conversation.” 
(Michael Edwards, Files) 

“Now (with P-A-X) we can give outside calls much better 
service.” (Mrs. Lillian Howard, Switchboard) 

“Certainly saves a lot of leg work; I used to walk all over the 
office.” (David Miller, City Fire Survey) 

“It’s worked out beautifully. Before P-A-X, we did too much 
walking from office to office and put too much of a load on the 
switchboard.” (Mrs. Carol Terrill, Sec’y to Mr. Hurry) 


“Tt cuts my call-backs down considerably.” (Raymond Shuster, 


Agency) 
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P-A- meets requirements 
of business offices 


Communication in business offices is complicated by 
the many departments involved. P-A-X Business Tele- 
phone Systems extend intercommunications through- 
out these areas—link them closely together with 
two-way talking convenience. P-A-X also meets the 
need for precise timing because P-A-X telephones are 
fast—the automatic dial telephone system speeds both 
routine and critical calls. No wonder so many ofhces 
own P-A-X Telephone Systems—among them: 


Arthur Andersen & Co., New York 
60 TELEPHONES, SINCE 1938 
C. Neilsen Company, Chicago 
200 TELEPHONES, SINCE 1937 
Widwest Oil Company, Denver 
90 TELEPHONES, SINCE 1954 
John Hancock Life Ins. Co., Boston 
1500 TELEPHONES, SINCE 1922 
Ernst & Ernst, Los Angeles 
25 TELEPHONES, SINCE 1949 





Eastern Air Lines, Inc., Miami 
100 TELEPHONES, SINCE 1952 


Sears, Roebuck & Company, Chicage 
3300 TELEPHONES, SINCE 1917 
S. S. Kresge Company, Detroit 
250 TELEPHONES, SINCE 1930 
Commerce Trust Company, Kansas City 
250 TELEPHONES, SINCE 1923 
Concordia Publishing House, St. Louis 
75 TELEPHONES, SINCE 195] 


Kansas City Fire & Marine Ins., Kansas City 
175 TELEPHONES, SINCE 1936 


Consumers Research, Inc., New Jersey 
50 TELEPHONES, SINCE 1938 


Charles Bruning, New York 
50 TELEPHONES, SINCE 1937 


International Paper Company, New York 
300 TELEPHONES, SINCE 1923 


Federal Reserve Bank, Cleveland 
300 TELEPHONES, SINCE 1922 


Insurance Co. of North America, Philadelphia 
550 TELEPHONES, SINCE 1925 


Seattle First National Bank, Seattle 4 U T 0 MAT iC (abe a EFL E C T R H [ 


50 TELEPHONES. SINCE 195] 


Automatic Electric Sales Corporation 
1033 West Van Buren Street 
Chicago 7, Illinois 


CENTLEMEN: I am interested in the P-A-X Business Telephone System 
this [) Please send additional information 
Please have your nearest representative call on me 
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Company_— 
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TWO WAYS TO GET FASTER FIGURES 


These work-saving, time-saving office machines 
simplify work and speed results 








Cli for catalog, f 7: 
. mate wes sas anne af Coane ~ problem analysis; and then, if we tet pa Sere Comptograph “202” 
Oxford Filing Su Co., Inc. * vs 
B36 Clinton nt >a City N_Y mw | can, We re going to test run it in one Please arrange fer 8 tree ottee wie! ee 
& @ {of those computer centers where Name 
@ Name—_— § . ; Company 
8 mw | you rent the computer time. 
Address a Address 
a .. . . In general, there are two . 
E City, State BY hac: City arteries 
' See eee | asic ways of approaching this The COMPTOMETER® DICTATION MACHINE is also a product of Felt & Tarrant Mfg. Co. 





How to put more Life 
in your Files... 





No file is ever a dead 
file if you use ACCO- 
§ bind Folders. They’ll 
| keep your correspond- 
ence, reports, invoices, 
all your papers neatly, securely bound 
between pressboard covers that last for 
years. And—at transfer file 
time simply slide out your 
bound file, insert a new ACCO 
Fastener and your Accobind 
Folder is ready to go again. 
Ask your stationer. 


ACCO PRODUCTS, INC. 


OGDENSBURG, N. Y. 
In Canada: Acco Canadian Co., Ltd., Toronto 











when you need filed papers fast 
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Oxford PENDAFLE X® 
“CARRY FILE”’ 


In the office, on the road, at home—find and 
file faster with this stylish file. Keeps reports, 
letters, bills, valuable papers always at hand. 
Made of lightweight steel, tan finish. Brass 
lock, leather handle, piano-hinge. Holds 25 
Pendaflex celluloid-tab hanging folders. 9” 
x 13” x 10%” high. 

FRR ER RRR RRR 











Mit? Dre & MN I N 








Hines of Western Electric Co.: 
“The time and effort spent on 
studying integrated data proces- 
sing will pay off in operating 
advantages whether or not high- 
speed equipment is required.” 


.... 1 believe most of the elec- 
tronic computing equipment 1s 
somewhat similar in operation: you 
program a thing somewhat in the 
same way, you have certain com- 
mands that you give to the machine, 
there are certain program tapes that 
go into it; so that many of. the ma- 
chines are basically alike from an 
input and output viewpoint. We've 
outlined about six basic steps that 
we expect to follow in our program- 
ming. I don’t know whether it is 
sound the way we've set it up, or 
not, but the first step is to pinpoint, 
function by function, the current 
cost of data processing; second, to 
eliminate from consideration those 
functions which do not appear feas- 
ible for computer application; third, 
to determine the total cost for the 
remaining functions; fourth, to es- 
timate the percentage of this cost 
that would be eliminated if the 
functions were performed by a com- 
puter; fifth, to lay out the sequence 
in which these functions would 
probably be transferred to a com- 
puter and to estimate transition 
time; and last, to develop a cumu- 
lative timetable for eventual cost re- 
ductions in existing functions. 

° 8 Now, to develop a good 
basis for estimating computer cost 
savings, we must try to study a 
sample group of functions, and that 
would involve selection of five or 
six functions which would provide 
the widest variety of data process- 
ing problems. We then make an 
initial estimate by applying these 
six steps to those samples and for 
each sample develop a complete 


thing, two basic philosophies of op- 
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COMPTOMETER 


THE WORLD-FAMOUS ADDING- 
CALCULATING MACHINE 


Floating touch for faster work. 
Direct-action for instant an- 
swers. Three-way control 
protects accuracy—signals 
the operator by sight, sound, 
touch. Electric and non-elec- 
tric models. Get a demonstra- 
tion on your work. Look up 
the Comptometer® repre- 
sentative in your Yellow 
Pages or mail the coupon. 


COMPTOGRAPH 


THE ALL-NEW, ALL-ELECTRIC 


CALCULATING-ADDING MACHINE 


Figures faster than you think. 
Adds, subtracts, multiplies 
and even divides. Unusually 
quiet, super fast at 202 print- 
ings per minute. Visi-Balance 
Window automatically shows 
debit or credit balance. Com- 
pact keyboard, scientifically 
grouped, eliminates iost mo- 





tion. Backspacer wipes out 
improperly indexed figures. 


| FELT & TARRANT manuracturinc company 


1722 N. Paulina St., Chicago 22, III. 


Gentlemen: Without cost or obligation— 


Offices in principal cities and throughout the world. 
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Its so much 
















etter! 


® BEAUTIFUL, DISTINCTIVE LETTERS .. . 
“letter perfect” correspondence that commands 
attention, compels action. 

® VISIBLE AND AUTOMATIC MARGINS .. . 
the easiest, fastest margin setting of all. 

® BALANCED LINE SPACING ... 
saves miles of “reach” in returning carriage | 
and spacing up. poe 

© TYPIST PREFERRED TOUCH... S 
the key tension and snappy response preferred 
by most typists. 

© LOW, LOW COST... 

you'd expect to pay much more for a type- 

writer with so many exclusive features, but 

it actually costs less. 















Shafer of New York Life: “In 
addition to studying your proce- 
dures, you should explore the 
policies behind them. It’s touchy, 
but you should challenge as high 


as you have authority to go.” 


eration. You can set out to see what 
the equipment will do for you. 
That’s one. This means that when 
you plunge into ofhce automation 
your objectives are a little vague to 
the extent that you first want to see 
what is possible. Then when you 
see what is possible, you go back 
and find out how much you can 
absorb into your own system of 
operation. 

The other method is to study 
your present operation first, analyze 





all the bottlenecks, and formulate 
your objectives. Then you go to 
the equipment manufacturers to 
see how far along the road to meet- 
ing those objectives their machines 
will go, But, in either case, you have 
to be pretty sure you don’t end up 
putting a Cadillac engine in a 


Model-T Ford. 


Our Thanks To... 


these executives whose assistance 
made this article possible and who 
provided valuable background ma- 
terial in case studies and evaluations 
for the entire study. 

Republic Steel Corporation: Mr. 
E. C. Mausz: Chairman, Electronic 
Data Processing Division. 

Socony Mobil Laboratories: Mr. 
M. L. Deutsch: Research and De- 
velopment Department. 

Scott Paper Company: Mr. J. P. 
Smith, Jr.: Manager, Staff Methods 
Department. 

Schenley Industries, Inc.: Mr. E. B. 
Rohn: Manager, Customer Ac- 
counts. 

Montgomery Ward & Co.: Mr. 
W. F. Otterstrom: Controller. 
National Lead Company: Mr. A. 
D. Sargent: Assistant Controller. 
Long Island Lighting Company: 
Mr. W. F. Rowe: Customer Ac- 
counting Manager. 


The Budd Company: Mr. Chester 
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HEAR TO AR YE! 
PHEAR VE! 
All Tabulating Folk 


FIRS T "AGAIN \ by WASSELL 








Self Indexing (*.™ 
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Card System |: 


PLAS-TA-CARD 
Solid Plastic Tabulating Card 
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Plas-ta-card 
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Self-Guides go thru Tabulating Machines—No 
guides to remove! No guides to replace! Make 
your tab cards as fast as the fastest card file. 


Effective Tools for Effective Management 
WASSELL ORGANIZATION, INC. Westport, Conn. 
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- 4a DR/-STAT makes 


a perfect copy! 


Peerless famous “Bright-Light” Papers, designed spe- 
cially for the Dri-Stat Machine, can be used effectively 
in four or five times as much surrounding light as other 
photocopy papers. 


The Peerless Dri-Stat Photocopy System gives you an 
exact black and white copy in less than a minute. This 
compares to many minutes of typing time, often hours 
of laborious tracing. And the cost is less than 9¢ per copy. 


Anyone can make a good Dri-Stat copy every time. 
Peerless papers have such broad operating range, and 
Dri-Stat controls are so simple that the need for trial 
runs to get exact settings is almost eliminated. Paper 
waste is at a minimum. The cost per photocopy is reduced. 
DON’T BUY ANY PHOTOCOPY EQUIPMENT 


Dri-Stat copies more things better than any other photo- 
copyer. Letters, charts, drawings, clippings, halftones, 
colored inks, pencilled notations...even pages from 
thick, bound volumes...are reproduced with photo- 
graphic accuracy. 


Dri-Stat takes photocopy out of the dark corner or the 
closet. Unsightly shields or hoods are eliminated. Dri- 
Stat operates in any normal office light, even fluorescents. 


UNTIL YOU SEE THE DRI-STAT. We'll send you 
literature or arrange a demonstration for you if you'll 
fill in the coupon below. 





| PEERLESS PHOTO PRODUCTS, INC., Shoreham, Long Island, New York | 
I want to know more about the Peerless Dri-Stat Photocopy System and | 
| how it can cut my stenographic expense. 
| [] Send literature [] Arrange a demonstration for me. | 
| 
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ives You More 


HARTER 67-T 
EXECUTIVE 
POSTURE CHAIR 


y 
Sf \ 
This chair helps you work, comfortably. New, compact 
design lets you move about freely without bumping 
your desk. Puts you close to your work without straining 


or sitting on the edge of your chair. 


And the Harter 67-T gives you the same kind of comfort 
you'll find in large chairs —the seat and back tilt together in 
perfect synchronization. You can lean back and relax 


without your feet leaving the floor. 


Youll find. too. 5 


the chair to fit you personally. 


adjustments that are essential for 
This chair encourages good 


posture to help you resist fatigue. 


Seat and back provide the cool comfort of foam rubber 
and, yet, the compact overall dimensions give you a chair that 
makes working a pleasure. A free trial of the Harter 67-T 


in vour own office will prove it. 


Write for informative booklet, “Posture Seating Makes 


Sense.”” Hell send name of your nearest Harter Dealer. 


HARTER CORPORATION 
1009 Prairie, Sturgis, Michigan 


in Canada: Harter Metal Furniture Ltd., Guelph, Ontario 


AAR TR “cuairs 


CHAIRS 
STUUR GI! ; rem 
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H. Kimball: Supervisor, Accounts 
Receivable. 

New York Telephone Company: 
Mr. Fred J. Sullivan and Mr. L. 
Van Nort: Special Studies Engi- 
neers. 

New Jersey Zinc Company: Mr. 
Robert Kiechlin: Controllers Staff. 
Weston Electrical Instrument 
Corp.: Mr. L. Chauncey Lewan, 
Head, Systems and Procedures De- 


partment. 
Thomas ]. Lipton, Inc.: Mr. Larry 
Drake: Organization and Proce- 


dures Research Department. 
United Medical Service, Inc.: Mr. 
Michael Blasi: Head, Methods De- 
partment. 

Bell Telephone Laboratories: Mr. 
B. D. Holbrook: Technical Staff, 
Switching Research. 

Frank M. Knox Company, Inc.: 
Mr. Frank M. Knox. 

Union Carbide and Carbon Corpo- 
Mr. J. K. Baker: 


Procedures Department. 


ration: Manager, 


New York Life Insurance Com- 
pany: Mr. Charles B. Shater: 
cedures Department. 

Port of New York Authority: Mr. 
Crawford North: Management En- 


Pro- 


gineer. 
Cresap-McC 
Maurice Newman. 
Diamond Match Co.: 


teen: 


,ormack and Paget: Mr. 


Mr. Carl Os- 
Charge of Procedures. 

Western Electric 
Mr. Frank 
Chief, Manufacturing Department. 
Price, Waterhouse & Co.: Mr. W. 
B. Elmore and Mr. 
Senior Assistant Specialists. 

Universal CIT Credit Corp.: Mr. 
Pardo: 
Ernst: 
Assistant 


Company, Inc.: 


Hines: Department 


B. Conway: 


Isadore 
Ernst & 
q uette: 


Systems Engineer. 

Mr. William Jac- 
Manager, Man- 

agement Service Division. 

Celanese Corporation of America: 

Mr. Charles R. Withers: Office 

Methods Engineer. 


Page 93: Producers Comment... 





After five hours of brain pick- 
ing, even an expert in electronic, 
integrated, and nearly auto- 
mated data processing begins to 
wonder about his stamina... 
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saves Typing Time... 
Stops Eye Fatigue! g 


PANAMA Ve 
“COPY-HOY”, 4. 


Panama-Beaver's exclusive patented carbon 
paper box has a built-in copy holder that 
flips open with a flick of the wrist. Keeps 
copy material upright and in full view. . 
speeds work... cuts office costs. Folds up 
neatly under box lid after use. COSTS 
NOTHING EXTRA when you buy Panama- 
Beaver Carbon Paper—America's sharpest- 
writing, cleanest-erasing smudge-free 
carbon! 


Have the Panama-Beaver representative 
near you show you the Copy Holder Box 
without obligation! 


PANAMa-BEA VER 
Yibond (Mh 


pution 


MANIFOLD SUPPLIES CO.,19 Rector St., N.Y.6,N.Y. 
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Ebony Duplicating Carbons * Eye-Saver 
Unimasters * Lustra Colorful tebe Ribbons 





SPIRIT 
DUPLICATORS 


CAN DO SO MUCH 
FOR YOU! 






Electric or 
Manual 
Models 
Available 







Heyer Conquerors print hundreds of 
sharp, clean copies of anything typed, 
written or drawn in so little time, with 
so little effort, at such low cost. Sales 
Letters. Bulletins, Forms, etc., in upto 5 
ore) lola wr ame) alot-Me-tisel eli mmile), migelas 

these duplicators. They *' 

Make a Good Impression.’ 


BOOKLET TELLS 
FREE ow ANd WHY Mail Coupon Today! 


THE CORPORATION 


1848 S. Kostner Ave., Chicago 23. III 








I Please send free booklet on the Conquerors and complete | 
| details. No obligation of course. | 
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The Macey Collator 


... which automatically gathers printed sheets 
and mixed pieces of varying weights and sizes... 


now sold & serviced by 
Pitney-bowes 





Originators of the postage meter... leading 


maker of mailing machines ... with offices 
in 94. cities in the U.S. and Canada 
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Fast ¢ efficient work saver-— 


Gathering or assembling by hand is 
slow and tedious, usually takes a lot of 
time, a lot of people, or both; disrupts 
office routine, diverts high salaried 
workers from their regular jobs. 

This new Macey Collator is highly 
efficient, easy to operate—can gather, 
stack and staple from 3,000 to 4,000 
sets, or as many as 64,000 letter weight 
sheets an hour on the largest model. 


stoppage, which is indicated by lights, 
and can be remedied in seconds. 

This machine is worth its cost in 
convenience alone, and soon pays for 
itself in personnel problems avoided, 
time saved, and faster distribution and 
mailing. Hundreds of users find the 
Collator invaluable in assembling form 
letters, bulletins, price lists, catalogues, 
instruction manuals, etc. 









This 8 station model will 
gather up to 32,000 pieces 

an hour... handles sheet sizes 
from 3"x 5“ to 12" x 17"... Also 
available in 4, 12 and 16 station 
models... Can be equipped with 


automatic stacker, and wire stapler 
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Free 
Booklet 


Pitney-Bowes, Ine. 
ISOLA Crosby St., Stamford, Conn. 


Send free booklet & case studies 











Itis wholly automatic, and extremely The Macey Collator is now backed Name 
accurate. The top sheet is lifted by air, by Pitney-Bowes expert service from ; 
carried by suction to the conveyor 259 locations. Call the nearest PB re. 
tray. Each collated set is checked for office for information, or send coupon Address ; 
thickness. A faulty set will cause a for free booklet and case studies. SRR eRe Se NY 
OCTOBER 1955 . gf 
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Burroughs Sensimatics can cut your accounting costs 





Would you ever guess that a small re- 
tail store would invest in the same 
type of accounting machine as The 
Rath Packing Company? 

It’s happening. Thousands of small 
businesses have discovered Burroughs 
Sensimatic Accounting Machines —be- 
cause these same machines that work 
wonders in corporate accounting can 
also save money for the /ittle man. 

Dubs Jewelers, for example, of 
Brunswick, Georgia, found they could 
completely mechanize with just one low- 
cost Sensimatic. Instead of using the 





machine for its exceptional speed (as 
Rath does) Dubs uses it as a jack-of- 
all-jobs — because a Sensimatic is 
several machines in one. 

To be so versatile—and still have 
the speed that saves money on big- 
volume jobs—each Sensimatic is built 
with an_ exclusive, interchangeable 
“sensing panel’’ that guides each error- 
proof movement. With it, this machine 
is more automatic, and thus faster on 
any job. And, because each panel has a 
four-job capacity, it’s the same as 
having four specialized machines. To 


Da aye 


do still more jobs, or quickly change 
your system, you simply switch panels. 

If your accounting costs are out of 
line, knock them down now. Just look 
for our listing in your phone book. 
Burroughs Corporation, Detroit 32. 


“‘Burroughs’”’ and ““Sensimatic’’— Reg. 'T-M’s 


Wherever There's 


Business There's 


Burroughs 
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HERE'S HOW THE PRODUCERS LOOK 
AT THE FAST-MOVING DATA 
PROCESSING DEVELOPMENTS 


Equipment design 1s still ahead of the user’s ability to assimilate 


it most efficiently. But industry 1s catching up via experience... 


Here top representatives of 
twelve key manufacturing companies in the 
ofhce automation field, ranging from producers 
of large-scale general purpose electronic calcu- 
lators to manufacturers and designers of the 
specialized forms required, discuss the current 
status and prospects of integrated handling in 
terms of its significance for top management. 
Here, in their own words, are the salient points: 


Genesis of the concept 


.I think the general picture of inte- 
grated data processing has changed considerably 


since a year ago last February when Van Gor- 





» 


der of U.S. Steel made such a strong statement 
at the AMA conference at the Astor. At that 
time, it was presented as pretty much of a me- 
chanical and rather narrow concept. They were 
talking primarily about common language data 
and the only distributor of data they recognized 
was five-channel punched-paper tape. 

Since that time a lot of us have become more 
sophisticated in our thinking to the extent that 
we know the basic principle is more useful if 
we don’t restrict it to any set pattern. The basic 
principle is that there is so much repetitive in- 
formation that has to be handled in any kind of 
business. You take any simple operation, some- 
thing that happens hundreds of times a day, and 
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Ladwig, Manager, Computer Section of stand what the equipment will do is the 


Burroughs Corporation (hand over mouth) 
tells conference: “Getting people to under- 
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problem for every producer. Widespread 
experience is needed... 
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you'll find that there are just a few scraps of 
information; maybe a part number, a part name, 
a quantity, a unit price, and it’s amazing how 
many times those little pieces of information 
will be used and reused, copied and recopied, 
checked and rechecked, filed and handled be 
fore the transaction gets out of the way com- 
pletely. 

Integrated data processing as an objective rec 
ognizes that once you have cut down on that 
repetitive handling as much as you can by ordi- 
nary work simplification studies, there is still 
a lot of it left which might be handled auto- 
matically and integrated so that information 
Hows from machine to machine, ofhce to office, 
and plant to plant without stopping for a man- 


ual copying. 


The guts of the idea 


... There are two basic rules. The first one 
is to record all information at the point of ori- 
gin on ofhce machines that make punch paper 
tapes or cards as an automatic byproduct of the 
ofhice operation. The second one is to PEOCESS 
all information, original and subsequent data, 
on the same type of office machine and to make 
all that data self-perpetuating. In other words, 
where you've got one of these situations where 
somebody's got to handle certain intormation 
forty times in completing a transaction, if the 
first fellow in the first link of that chain can 
record that information in a form where every- 
body else in that whole chain can take advan 
tage of the part that he had, all they have to do 
themselves is to add new information. 

... When you analyze it this way, a lot of 
information originates, for example, in shops 
and departments where it isn’t very practical 
to have ofhce machines that now make 
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A New Calculator... A New Principle 


AUTOMATION 


Is at Work on Desks Today 


It is here. Right now. The first figur- 
ing machine that actually opens the 
door to Automation on the office 
desk. Drastically shortens the span 
between problem and answer. Re- 
duces each day’s computing costs 
by a countable margin. 


The new, totally automatic Monro- 
Matic is the only desk calculator 
with the modern, compact single 
keyboard of tomorrow. It automati- 
cally seeks its own devimal. The 
only one with functional-color con- 


trols. Set the figures, large or small. 
Push a key. Automation takes over. 
This machine controls itself, gives 
the result in a split second. Elimi- 
nates human error. Ask operators 
who know. They prefer Monroe. 


So far ahead today, the Monro-Matic 
is a preferred investment for years 
to come, an assurance against obso- 
lescence. Monroe Calculating Ma- 
chine Company, Inc. Home office: 
Orange, New Jersey. Branches 
across the nation. 


see MACHINES from MONROE 


for CALCULATING - 
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ADDING - 
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Executives from IBM, Burroughs, Monroe, and Air Associates tune 


in as point ts made that the term “common language” can hardly ap- 
ply as yet to the diverse systems for linking machines together. 


tape. For instance, a great many 
basic facts originate in the form of 
handwritten documents and, so far 
as I know, nobody has come up 
with a lead pencil that will give 
you a five-channel tape as a by- 
product. So, we now have a gap at 
the front end before punched-paper 
tape may pick up. Then there are a 
number of documents that can be 
processed during the flow of paper- 
work using the tape or else creat- 
ing the tape along with the basic 
documents for re-use elsewhere. 
There are, however, limits at the 
present time to what you can do 
with purely automatic machines 
that are operated by tape. So, at 
the moment, we are in a transition 
period where some machines can 
handle integrated data automati- 
cally but where other machines 
cannot, 

... What this really means is 
that wherever you can, you build 
data processing equipment into 
your system, keeping it flexible 
enough to integrate other equip- 
ment as it is developed. 

... Right now, for instance, many 
think in terms of equipment that 
can be actuated with a five-channel 
tape. The reason for that is that 
if you want to transmit data over 
wires to another plant, you must 
use five-channel that is 
the system used by the Bell System 
and other wire services like West- 
ern Union. : 

On the other hand, if you’ve got 
a data processing problem that does 
not involve long distance commu- 
nications, if it involves perhaps only 
the translation of basic informa- 
tion from typewritten form to 
punched card form, or typewritten 
form to magnetized tapes or drums, 
then in a great many of those cases 
five-channel tapes would actually 
be a handicap as compared to six-, 
seven- or eight-channel tapes. Then 


because 
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it would not cost you anything to 
abandon the idea of using com- 
munications equipment. 


Watch that move from five 


. . « But it is certainly true that 
if you depart from five-channel on 
basic equipment now you want to 
do it with your eyes open. Even if 
you are not required to use com- 
munications equipment to-day, if 
you go into seven- or eight-channel 
tape you are closing the door on 
being able to use it tomorrow. The 
way companies are following the 
old urge to merge, there are going 
to be an awful lot of people who 
may need wire equipment in a few 
months. 


How to measure the tape 


... What type of tape you use 
depends upon the particular situa- 
tion. There are many arguments 
about the best over-all tape channel. 
Some people even think that even- 
tually punched cards will pass out 
of the picture. This seems hardly 
likely. Others think you ought to 
go to magnetic tape in the first in- 
stance. 

. Tape has some limitations, 
verification and recalling informa- 
tion, for example. 

... Lhe more 
have, the more combinations you 
can get and along with that you 
get checking features and speed. It 
just depends on how much you 
need these additional features. The 


channels you 


wire systems would put on a seven- 
channel line if industry was willing 
to pay for it. 


How long to study 
the system 


. . . This depends on the current 
shape of your methods and proce- 
dures. Even many medium to large 


and 
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Al N. Seares of Sperry-Rand, left, gets attention with comment: “I 


don’t see where integrated data processing is going to affect the 
sales of typewriters, adding, billing, or accounting machines.”’ 


companies have miserable systems 
for collection of data, historical cost 
comparisons for instance. Then, 
again, many companies are com- 
pletely on tab. Each will take a dif- 
ferent length of time to make the 
fullest use of data processing equip- 
ment in an integrated sense. 
...I1f£ you have a large organ- 
ization, you can justify a computer 
on one basic operation rather than 
tying in all operations to make it 
economical, it’s a much simpler 
type of job. The only way a small- 
or medium-size could 
possibly justify a large-scale com- 
puter is to put every single thing 


company 


in the business on it and this can't 
possibly work. They would have to 
merge departments, centralize, and 
get their data completely turned 
over for this new type of thing. 

... But, nonetheless, if you 
think you can justify a medium- 
size computer or if you know you 
don’t need one but you do need to 
integrate your data processing with 
a lower capacity calculator, then 
you ought to figure that it will take 
your staff people up to two years 
to get the new system into opera- 
tion. 


The hysterical era 
1s passing 


... Not too long ago we were 
flooded with people wanting com- 
puters. Every company wanted its 
name on the list. We got the feci- 
ing that they didn’t care as much 
about actually getting the equip- 
ment as they did about the pres- 
tige involved in being able to say, 
“We have one on order...” I 
would say the contracts we have 
on the books now are much better 
in the sense that they reflect more 
prior planning. 

... If it’s not a sound applica- 
tion it can cost you money and in 
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part I think we’re going through a 
period of reaction now where po- 
tential users are seriously challeng- 
ing in their own minds some of the 
early rather blue-sky publicity. 

... Well, a sales organization 
doesn’t look at it that way. Comes 
the time when a guy is ready to 
place the order, that’s the time to 
take it. 

... Td like to make the point 
that systems and procedures peo- 
ple don’t seem to grasp completely 
the radically different nature of 
this thing. I’ve found that even 
after we brief them on what an 
integrated installation can do for 
them, they are still confused. How 
do they then prepare a report to 
their management which is com- 
pletely accurate and intelligent? It’s 
not entirely fair to blame top man- 
agement for lack of comprehen- 
sion. 

... That’s true. Despite the pre- 
liminary training the manufactur- 
ers are doing now for the custom- 
er’s methods people and on up to 
the middle and even top manage- 
ment, the entire concept is so vir- 
gin that confusion is inevitable. 


So many combinations 


. . . Let me give you an example. 
We worked for well over a year 
with a large manufacturing com- 
pany. Before we got serious with 
them they had already done a con- 
siderable amount of preliminary 
studies on payroll and cost account- 
ing. The payroll comes out on 
Thursday and they want to shorten 
it up to Tuesday and get the costs 
out on Thursday. Plans and pro- 
cedures were drawn up and every- 
body was set to go. 

Then the finance man got into it 
—you cut across so many depart- 
ments that new people constantly 
get into the act—and he said, “Why 
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Let the MAN from MONROE put 


AUTOMATION 
On Your Desk 


The MAN from MONROE at Jackson, 
Miss., Marion J. Brown, isa born civic 
leader. One instance: he helped 
bring Little League baseball to Jack- 
son. He is a seasoned figuring ana- 
lyst, trained in the creed, ‘‘Men + 
Machines=Monroe,” men, of 
course, the most vital. Executives 
turn to him for figuring counsel in 
terms of their own businesses. 


In your city too, there isa Man from 
Monroe, a postgraduate in simplify- 
ing figuring set-ups, realistically and 
objectively. See your phone book. 





FUNCTIONAL-COLOR CONTROLS are now 
added to the many other vital exclusives in 
the Monro-Matic Calculator—red control 
keys for dividing, and green for multiplying. 


see The MAN from MONROE for 


CALCULATING -« ADDING - ACCOUNTING MACHINES 
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that truly express your 
good wishes and good taste 












ge STANLEY De Luxe $69.50" 
. With Troy..... .$78.90* 
Shipping wt. 27 Ibs. 


CLIMAX 
CLUB SMOKERS 


If you want to remember someone 
handsomely—give him a Climax 
Club Smoker. He will be impressed by the 
luxurious appearance of your gift. And 
he will enjoy its convenience for 
years to come. ‘The high quality of Climax 
Smokers is widely recognized, for these 
receptacles are standard equipment 
in America’s smartest trains, planes, 
hotels and clubs. Write today for 
illustrated brochure 10-DR. 
*Prices f.o.b. factory. 
















DREYFUSS De Luxe.......... $89.50° 
i, 8. A er Pere $98.90* 
Shipping wt. 34% Ibs. All-metal, chrome trim. 
Won't wobble or tip over. Smart cocktoil 
table as well os ash receptacle. Perfect 

for office, yacht, gome room or patio. 








ARNOLT CORPORATION womans us.a. 















NEW 
MODERATE PRICED 


_ Automatic 
ENVELOPE 
STUFFER 
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MODEL 51 


—-$875°° plus taxes 


INSERT-O-MATIC stuffs Envelopes up to 5 Times Faster 


Replace slow, outmoded hand inserting with this quiet operat- 
ing desk-type automatic stuffer. Designed and priced to team 
with all other automatic equipment used ih producing and 
processino outcoinc mail! Inserts 1 to 4 folded sheets into 


a No. 6% to 10 envelope. 
INSERT-O-. - 


Puts Mail Irto 
Envelopes Automatically 





SEND FOR FREE BOOKLET! 


























’ i 
; 

1 INSERT-O-Matic Corp., 1711 N. 25th Ave., Melrose Park, Ill. ! 
; Please send me your free brochure, SAVE ON ALL MAILINGS! 
i , 
; Name ; 
‘ P i 
: Company ; 
i i 
; Address AF ok CN ; 
' ' 

Stat 

¢ City———____—___— Zone LARA 
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Ben Garrott of Standard Regis- 

“In the beginning and the 
end are limitations to what you 
can do with automatic tape 
machines. Machines take over 


completely in the middle. ...”’ 


pay off on Tuesday and use up the 
money? What we want to do is 
just leave the payroll where it is 
and bring the costing in ahead of 
it on Tuesday.” 

Now that’s a good idea, but as 
you work out these comprehensive 
programs you run into good ideas 
all the way through and you have 
to back off and start over again. 
No single person or committee can 
conceive of the best combinations 
as the program is going along. 

. That’s what we find on ev- 
ery job. In spite of the pressure to 
make early deliveries, when you get 
down on the green to make the 
final shots, they call up and say, 
“If you want to delay the equip- 
ment three weeks or two months it 
will be all right with us.” 

.In the long run industry 
will solve the problem of educa- 
tion in electronic data processing, 
or integrated data processing, or 
whatever we eventually end up 
calling it, through its own experi- 
ence in applying it. No manutfac- 
turer currently has all the answers. 
We try, for instance, to educate the 
buyer-company from the top down. 
We try to get the top officials to 
visit the plant to get the general 
picture of what we're doing. That 
does nothing more than give them 
a working knowledge of the ter- 
minology and _ potential applica- 
tions. Then, we try to get the peo- 
ple from the middle management 
level who will be guiding the work 
to attend a course which is funda- 
mentally an introduction to elec- 
tronic equipment. The people who 
actually work out the plans get a 
more detailed course. Then, of 
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You Get Things Done With 
Boardmaster Visual Control 











vv Gives Graphic Picture of Your Operations — 
Spotlighted by Color 


vy Facts at a glance — Saves Time, Saves 
Money, Prevents Errors 


vy Simple to operate — Type or Write on 
Cards, Snap in Grooves 


Y Ideal for Production, Traffic, Inventory, 
Scheduling, Sales, Etc. 


* Made of Metal. Compact and Attractive. 
Over 50,000 in use. ~ 


Cc let i 
ompiete price $4950 including cards 


| FREE 24-PAGE BOOKLET NO. D-200 
Without Obligation 


Write for Your Copy Today 


GRAPHIC SYSTEMS 


55 West 42nd Street © New York 36, N. Y. 






















‘je i}... the case of the 
~; dissipated echo! 


poor soul just 
wasted away when 
he ran into a 
; Soundex Partition. 


SOUNDEX 
PARTITIONS 


SOAK UP NOISE 
LIKE BLOTTERS 
SOAK UP INK. 
Perforated surfaces 
. plus acoustical core 
. turns the trick! 
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WRITE FOR 
FREE CATALOG TODAY. 


~ PutseRe sea 
SRL M0 


2417 EASTERN AVE., GRAND RAPIDS, MICH, 
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Your 


Catalog Becomes 
a Powerful 
Selling Tool in 


Your sales volume increases when 
Heinn Binders add sales appeal to 
your catalog and Heinn-designed 
indexing stimulates buying action 
by giving facts in three seconds. 
Years from now, when ordinary 
binders are worn out, your Heinn 
covers will still be a credit in ap- 
pearance and performance. 


Loose-Leaf 
Binders 


Heinn custom-styles loose-leaf 
binders to meet your sales need. 
Because the emphasis is on ideas, 
uncompromising standards and 
service, Heinn attracts customers 
whose names alone are recom- 
mendations. For proof of the satis- 
faction that Heinn delivers, con- 
sider the repeat orders that keep 
coming in...some from companies 
Heinn has served for 40 years! 


New... 


“Facts at Your 
Fingertips,’’ the 
booklet that simplifies 
catalog planning. 
When writing for 
your copy, please 
indicate your needs 

in binders and indexes. 





THE HEINN COMPANY 


310 WEST FLORIDA STREET 
MILWAUKEE 4, WISCONSIN 


ORIGINATORS OF THE 
LOOSE-LEAF SYSTEM OF CATALOGING 
LEADERS SINCE 1896 
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course, we have the people whom 
we have trained who have gone 
through a course lasting over a 
year, who- work closely with the 
company. 


Big training problem ahead 


...In_ the electro-mechanical 
division we have a definite prob- 
lem of training our sales force to 
understand what they are selling 
because it is so complicated in 
terms of different applications. 

There are many cases where a 
company has gone through a study 
of integrated data processing and 
they approach one of our branch 
offices to ask questions. Our men 
have the literature to show them 
and they know really quite a bit 
about the equipment. They can say 
“We make this equipment which 
will do this .. .” but then the com- 
pany specialists start asking techni- 
cal questions about the equipment 
our men cannot answer. 

...I1 don’t think we can train 
our salesmen to handle this type of 
equipment with the same type of 
literature we use on standard prod- 
ucts. Then they only get a little 
knowledge and that is dangerous. 


The automation salesman 


. . . What it amounts to is that 
we have to produce a new type of 
man. He is not quite a salesman— 
more a consultant—and he is not 
quite a scientist. | was in a group 
not long ago composed of fellows 
in the logic, planning and design 
of computers. They were mainly 
mathematicians and __ scientists 
brought in to put the final touches 
on the sale. In the group was the 
almost-sold executive, enthusiasti- 
cally going a mile a minute, really 
putting on a pitch about applying 
digital computers to his business 
problems. His own systems people 
were sold and just as he was sell- 
ing himself, one of these computer 
men stopped him and said, “Wait 
a minute. I’ve got a question: What 
is a debit?” So that pulled the plug 
on the whole thing. The point is 
that the equipment industry needs 
a man who knows both sides. 

... The pattern of selling inte- 
grated data processing seems to be 
evolving like this: First, you hit at 
a very high level—at the president 
or at the board of directors. Then 
they appropriate a sum of money 
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Absenteeism slashed 


after installing 








Index division at home office of a large nation wide insurance company. The instal- 
lation of Rol-Dex record handling equipment provided better working conditions, 
less fatigue; reduced absenteeism substantially. Record handling was speeded up 
and efficiency of the whole department was improved. 


The above case history is typical of the many reasons why Rol-Dex 
has reduced costs for so many firms that have active record handling 
problems. In this particular instance: 


@ absentee record was previously 5.8—since installing Rol- 


Dex it dropped to 3.2! 


@ because of the large quantity of records that are visible, 
checking was speeded up from 6 cards to Il cards per 


minute! 


Another interesting note that tells its own story is that the company 
now has a waiting list of clerks who wish to work in the illustrated 
division. Before the Rol-Dex installation the list was of girls wanting 


out! 


Send for more information on this and 
other ROL-DEX installations. 








WATSON MANUFACTURING CO., Ine. : 

Rol-Dex Division, Dept. R-2 P 

; Jamestown, New York : 

Please send me information about ROL-DEX and TRANS-DEX record units. : 

t 
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cabinets and courthouse, bank and hospital equipment. 
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rar GRA 





warts € Orrwans 
ld he ane 


MANUTACTURING COMPANY 


. ere 
new 











= manufacturers 


Gray AUDOGRAPH V 

electronic dictation equipment 
needed a noiseless motor to achieve 
High Fidelity voice reproduction. 
A Scruggs 4-pole shaded pole motor, 
tailored to their specifications, met 
the need for quiet operation and 


long life. Festus, Mo. 
You can stoke your reputation on SCRUGGS MOTORS 
THE 
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\ called upon by ==) 





Take a tip from GRAY, 

only one of the leading manufac- 
turers who take advantage of 
Scruggs aid in developing better 
products. Give us your specs...a 
Scruggs motor will be tailored to 
fit them. Write Loyd Scruggs Co., 


COMPANY 
FESTUS, MISSOURI 








MANUFACTURERS OF PRECISION INSTRUMENTS SINCE 1934 





“letters 
look better 
on 





WESTON BOND” 





Typing goes faster, letters look cleaner, neater, 
more impressive when your letterhead is on new, 
brighter, whiter Weston Bond. Your printer 

will approve and gladly use this economical rag 
content paper made better by Weston. 

Write for sample book. Address Dept. DR 





BYRON WESTON COMPANY, DALTON, MASSACHUSETTS 


Makers of Papers for Business Records since 1863 





Constable of IBM: “Our adver- 
tising approaches this from an 
institutional angle. so that we 
may stress the organization be- 
hind the equipment rather than 
the specific equipment itself.” 


anywhere from $25,000 to a quarter 
of a million to hire the right peo- 
ple to make a study. I'm talking 
about data processing that includes 
a large scale calculator. 

Then you sit down with them 
and write up a bill of particulars 
which includes computer evalua- 
tion, management advantages, staff 
training, progamming training, or- 
initial 
building arrangement, installation, 
and a checkout system when you 


der equipment, program, 


begin operation. 


Keycomments from producers: 


... Lhe major market for com- 
puters will be in the intermediate 
size. A large portion of it will come 
from companies using punched 
card equipment now. 

... We've been compiling li- 
braries of all the programming rou- 
tines by application and industry 
so that by using parts of them you 
can cut down your programming 
costs considerably. Automatic pro- 
gramming is on the way now. 

. . . Most companies buy a com- 
puter to put on payroll. Then, in 
the spare computer time, they use 
it for complex sales and market 
analysis, 

. In less than five years 
now, independent companies will 
be operating regional data process- 
ing centers for the small manufac- 
turer in the area. 

... There’s going to be a def.- 
nite trend toward modifying more 
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Without trust in Daddy’s strong arms, . a 
fear would blot out the fun of first Aight. 

But because Daddy’s smiling, loving 

face is below, life adds a thrilling new 

dimension, founded in love and trust. 


All our adventures begin in and 
come home to the security we cannot 
do without. 


To give and to get security is the main 
business of living. It is a privilege and 
a responsibility. It provides us life’s 
finest rewards. 


Have you ever thought that this 
security is possible only in a democracy? 
We continue to grow stronger as a 
nation when more and more secure 
homes are bulwarked together. The 
security of your country depends on 
your security. 


Saving for security is easy! Here’s a 
savings system that really works—the 
Payroll Savings Plan for investing in 
United States Savings Bonds. 

Go to your company’s pay office, 
choose the amount you want to save. 
That money will be set aside for you 
before you even draw your pay. And 
invested in Bonds which are turned 
over to you. 

If you can save only $3.75 a week on 
the Plan, in 9 years and 8 months you 
will have $2,137.30. 

U.S. Series “E” Savings Bonds 
earn interest at an average of 3% per 
year, compounded semiannually, when 
held to maturity! And they can go on 
earning interest for as long as 19 
years and 8 months if you wish, giving 
you back 80% more than you put in! 

For your sake, and your family’s, 5 } 
too, how about signing up today? Or 
join the Bond-A-Month Plan where 
you bank, 


The U. S. - panna gaa J does not pay for 
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Only Underwood offers a choice 
of three different models 





UNDERWOOD SUNDSTRAND 
Your greatest value in 
non-descriptive accounting machines: 


@ 10-Key “touch-operated” numerical keyboard ... 
the simplest keyboard yet! 

@ Mechanical Brain directs every computing and 
printing operation automatically. 

@ Automatic Balances ... Automatic Sub-Totals ... 
Automatic Totals. 

® Scientifically designed front feed carriage . . . with 
crystal clear visibility. 

® Program Control . . . changes machine from one 
posting operation to another in an instant. 


UNDERWOOD SIMPLAMATIC 
High speed electric accounting 
with a typewriter keyboard: 
®@ Automatic Balances ... Automatic Sub-Totals 
... Automatic Totals. 
®@ Mechanical Brain directs every computing and 
printing operation automatically. 
® Direct subtraction and credit balance in every register, 
@ Front or rear feed carriages available . . . 
full visibility! 


UNDERWOOD ELLIOTT FISHER 

The only writing-accounting machine 

with a flat writing surface: 

@ Exclusive flat writing surface permits forms to be 
inserted and removed with unmatched speed . . . and 
no handling of carbon paper! 

Single keyboard . . . the standard electric typewriter! 
Direct subtraction in all registers. 

Unit construction ... | to 30 column registers. 

Full visibility. 


WRITE OR CALL TODAY FOR MORE 
INFORMATION OR A DEMONSTRATION 
OF TIME AND MONEY-SAVING RESULTS! 


s 44 
*® 


UNDERWOOD CORPORATION 


— a* 
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One Park Avenue, New York 16, N. Y. 
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types of equipment. I know 
ccmpetitors are making equipment 
to punch tape, as we are, but at the 
moment we are all somewhat de- 
pendent on some other company to 
read that tape, produce the infor- 
mation in the form of tabulating 
cards or typewritten 
what have you. Our ultimate aim 
is to have our equipment both read 
and punch tape. That’s the way 
development 


our 


records or 


were aiming our 
now. 

...An_ electronic computer, 
even a medium-size one, turns out 
an awful lot of information. It’s 
going to demand different kinds of 
statistics fed 
are not getting now which analyze 


into it—reports you 


new classes of market information. 
To feed that into a processing ma- 
chine will take large-scale buying of 
the fastest types of conventional 
equipment as well as tape and card 
machines. 

... Now that we're aiming at 
handling data as automatically as 
possible from one end to the other, 
were going to be a lot more care- 
ful about mechanizing at the point 
where the data originates, so that 
we can get it out of the original 
recording in such shape that these 


mechanical and electronic wonders 
can go ahead and work on it with- 
out having some human in there to 
make translations. 


. We started talking to a com- 
pany + aide nt who was interested 
in electronic data processing. It 
turned out that he didn’t have the 
volume to justify it although he 
would have loved to so he could 
talk about it. Instead we sold him 
$30,000 
equipment to do the job. Without 
the stimulus of electronics to get 
him thinking about his data proc- 
essing problem, we would not have 


worth of conventional 


made the sale. 

. If you listen to the engineers 
of the talking 
about the proper number of ‘chan- 
nels on the tape, you find that each 
has a reason for his particular type 
of code. I don’t think you're going 
to find anybody saying, “OK, we'll 
bc big-hearted about it and convert 


major companies 


every damn one of our machines to 
your code,” and I don’t think any- 
body will compromise at the mo- 
ment. I think that the way it will 
work out is that the company with 
the biggest sales will eventually 
force everybody else to swing over 


to its code, but in the meantime it is 











Now! A small, low cost, 


precision mailing scale! 


A midget in size, but a big saver of postage and mailing time, this 
newest Pitney-Bowes scale is just what the small office needs. 
Precision-built, it has a cylindrical computer that shows clearly 


the postage needed, from 4 ounce to | pound. Prevents loss of 


postage through overpayment... 


and loss of good will through 


underpayment, with resulting “postage dues.” 
Other PB Scale models, including parcel post up to 70 Ibs, 
Ask your nearest PB office to show you, or write for booklet. 


FREE: Handy desk or wall char’ 


of Postal Rates 


with parcel post map and -one jinaer. 


PITNEY-BOWES 
L 


-_ 
- 


PITNEY-BOWES, INC., 


Originators of the postage meter... 


100 





Mailing Scales 
1581 Walnut Si., 


offices in 94 cities 


Stamford, Conn, 
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AUTOMATION FOR OFFICE COPYING 


get fast, accurate copies of 
any graphic material. 











Just 
push a 








button... 
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THE ELECTRONIC COPYING MACHINE 


for mimeograph stencils, offset plates, 
single positive dry copies 


Just push a button—and the operator can go on to other work. 
Stenafax shuts itself off. It copies office forms, news clippings, 
typing or any graphic material. It is a complete copying unit, 
requires no chemicals or developing, no special powders, light 
box or heat treatment. 

It makes stencil or offset plates in 6 minutes or less...or a 
single dry positive copy in 3 minutes or less—on a working area 
of 814,” x 14”. Easy to maintain, movable—can be plugged into 
ordinary outlet for on-the-spot copying at important meetings. 
Stenafax saves costly errors, retyping... eliminates proof read- 
ing. Stencils are durable, can be stored, folded, used again 
and again. 

Mail this coupon today for full information on how Stenafax 
can save your firm time and money. 


Sales Representatives 

in these cities... 

ATLANTA, BALTIMORE, CHICAGO, 

CLEVELAND, DALLAS, LOS ANGELES, NEW YORK, 
SAN FRANCISCO, ST. LOUIS, WASHINGTON, D. C. 


TIMES FACSIMILE CORPORATION 
STENAFAX DIVISION 

Hotel Biltmore Arcade, 43rd St. and Madison Ave. 
New York 17, New York 





Please send Stenafax brochure to 





Nome 


Address 
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;DICTAPHONE O DICTABELT RECORD AS54 





Heres the secret 


of the world’s 


 — 


“wpe most timesaving, worksaving, money- 





saving dictating machine ~~ 
TIME-MASTER. This secret 1s the Dictabelt Record. wae 


It’s crystal clear, unbreakable, maalable, post card size, filable 











—and it records an average day's dictation , ( for just a 


f° 


few pennies. Write“ se ~ for Dictaphone’s illustrated booklet — 


“Communication.” We'll send you a free Dictabelt, too. 





DICTAPHONE Corporation, 
420 Lexington Ave., New York 17, N. Y. 


In Canada, write Dictaphone Corporation Ltd., 204 Eglinton Ave. East, Toronto 
Engiand, Dictaphone Company, Ltd., 17-19 Stratford Place, ten don W. ry Basten = 
Dictaphone, Time-Master and Die tabeit are registered trade-marks of Dictaphone Corporation 
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OF KANSAS CITY... 





PRICED TO PLEASE 
YOUR SENSE OF ECONOMY 


Comfortable seating for yourself and 
your staff, for clients and customers 
... in fresh new design concepts 
that are pleasing to the eye... 
rigidly constructed for long service, 
and with easily-removable coverings of 











FOR COMFORT, 





bonded foam latex elastic U. S. NAUGAHYDE: other 
padding; 2” on ‘ , : 
~ sande: A” eee he fabrics in many colors available. 
JA ond orm rests. “Wall-saver” side and arm chairs with 





padded or plastic arm rests, and two 
handsome swivel models with arms 

showed these ; 

chairs etill rigid . . . Side chairs as low as 31.40, 

nder more than @e . 

moa tract swivels as low as 53.00. Ask to 


ton of pressure. 
see them today! 


TON-TESTED! 
Modern testing 





"WALL SAVERS” 
Backs of side and 
arm cheirs carnot 
touch wal! even 
when legs do. 


stah your Cramer dealer 


OR WRITE DEPT. OR 





CRAMER POSTURE CHAIR CO., INC, 











THEY STACK— 
Side chairs de- 
signed to store 
easily and simplify 
floor-cleaning. 


1205 Charlotte, Kansas City, Mo. 


MAKERS OF CRAMER POSTURE CHAIRS 
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DUN’S REVIEW and Modern Industry 
99 Church Street, New York 8, N.Y. 


One year subscription to U.S.A. and Posses- 


sions. Canada-S5. Elsewhere, $10. 


Enter my one-year subscription 


[ |] Payment Enclosed or [ |] Bill Me 


Send to 
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McLeod of Burroughs: “The 
office equipment industry is 
carrying out a greater sales and 
service program than any of us 
have seen so far.” 


a problem for us as manufacturers 
and for the poor consumer. 


Our Thanks To... 


Monroe Calculating Machine Com- 


pany, Inc.: W. B. Rohrbach: Sales 


Dept.; Mr. William Burkhardt: 
Director of Electronics Research & 
Development. 


Burroughs Corporation: R. W. Mc- 
Leod: Manager, Special Machines 
Dept.; Mr. Frank Ladwig: Mana- 











Cuts Typing 
Costs— 


LETTEREX can cut your typing 
costs whether your pretty girl 

payroll is $1,000 or $1,000,000 
— but only if you order some. 


Try LETTEREX!* 








a your 
General 
Office 


Correspondence | 





Write: 


The LETTEREX CORPORATION 
1640 Connecticut Avenue 
Washington 9, D.C. 














ger, Computer Section. 

Standard Register Company: P. 
Ben Garrott: Director of Applica- 
tions Research. 

Underwood Corporation: W. F. 
Arnold: Vice-President; N. J. 
Leather: Samas Punch Card Div. 
Commercial Controls Corporation: 
Walter Logan: Branch manager. 
Western Union Telegraph Com- 
pany: A. M. Meresom: Private 
Wire Service; Rudolph Borschardt: 
Market and Research Department. 
ElectroData Corporation: Mtr. 
James Bradburn: President. 
Remington Rand Div. of Sperry- 
Rand Corp.: Allen N. Seares, Vice- 


President. 


Air Assoctates: Casper Bower: 
Manager, Facsimile. 
Addressograph-Multigraph Corp.: 


Harry Knox: Charge of Electronic 
Sales. 
International 
Corp.: Thoraas E. Clemmons: 
Sales Manager, Electronic Data 
Processing Machines; Mr. J. C. 
Constable: Mgr. of Advertising. 
Moore Business Forms, Inc.: R. S. 
Glynn: District Manager. 


Business Machines 


Page 105, Where Do You Go from 


Here? Start Now to Plan Your 


Big Numbers 
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Automatically prints large, legible num- 
bers on file folders, job tickets, time 
cards, etc., makes for easier reading, 
faster work. (Provides consecutive, dupli- 
cate or repeat numbering.) See your 
dealer or let us send our catalog—"How 
to Select a Numbering Machine.” 
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Is it any wonder that every year more and 
more firms resort to Ozalid — to speed and 
simplify order filling, reduce errors, save 
time and work in invoicing or billing... 
and substitute for scarce clerical workers. 

The Ozalid system starts with a translucent 
order form, written or typed. On the order 
form are entered prices, terms, discounts, 
stock serial numbers, specifications, delivery 
instructions, and any other required data. 

Then Ozalid copies of the order are used 
for order filling, customer confirmation, shop 
or shipping instructions, packing slip and 
delivery order; and sent to credit, account- 
ing, inventory control, elassification records. 
And Ozalid copies also serve as invoices. 
One order, written once, suffices for every 
step of the operation! 

Ozalid copies are made easily, quickly, 
cheaply. Just lay the translucent original 
over sensitized paper, and feed into an Ozalid 


handles sheets as wide as 16’, 


ND oS SRF 





BAMBINO (right) is the smallest, fastest, 
low-priced office copying machine; 

will make 200 copies an hour, on sheets 
as wide as 9”, for less than 114¢ a copy. 


OZAMATIC (left) is a table model, 


and can make up to 1000 prints an hour. 


do) Million Ozalid copies 
of invoices—in 1955! 


... which represent more than a million hours 


of payroll time saved in a single year... 


<7 plus expedited order filling and billing 


machine. Ozalid will copy anything written, 
typed, printed, drawn. An Ozalid copy is 
made in less than a minute, and a letter size 
sheet costs less than 14¢. 

Ozalid reproduction is instant, clean, dry 
—no photography, developing tanks, dryers, 
machine cleaning or messy maintenance. 
And anybody can use an Ozalid machine. 

You can also Ozalid copy letters, reports, 
bulletins, statements, ledger sheets, records. 
For cumulative records or statements, add 
new entries on the original; and Ozalid 
copies serve as current reports. 

Ask the nearest Ozalid distributor (see 
phone book) to show you how Ozalid can 
reduce work and costs for your company. Or 
write 43 Ozaway, Johnson City, N. Y. In 
Canada, Hughes Owens Co., Ltd., Montreal. 

QzaLip— A Division of General Aniline & 
Film Corporations From Research to Reality! 


OZALID 
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The impression you make there 


depends on 
the impressions 


she makes here 
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A FREE TYPEWRITER RIBBON FOR YOUR SECRETARY 


Prove to yourself that an Old Town ribbon does make a 
difference in your correspondence. Simply have your secre- 
tary address her request to us on your company stationery 


oe LETTERS will be neater, clean- 
er, when they are typed with Old 
Town typewriter ribbons. These qual- 


ity-controlled ribbons are made from 
the finest inks and fabrics. They are 
self-renewing, wear uniformly and pro- 
duce clear, sharp characters at all 
times without blur or smudge. And 
your secretaries will appreciate the 
smooth, clean erasures. 

Another tip for neater correspond- 
ence ... have your secretaries change 
their typewriter ribbons regularly. 
‘Tired, worn ribbons make the most 
sparkling letter dull reading. 





stating the make and model of her typewriter and the kind 
of type—pica (large) or elite (small). We will send her, free 
of charge or obligation, an Old Town ribbon for her machine 
along with an interesting informative folder describing the 
various fabrics and inkings for typewriter ribbons and the 
uses for which each is designed. Write Old Town Corporation, 
345 Madison Avenue, New York 17, N. Y. Dept. DR-10 











duplicators and duplicating supplies 


World’s foremost maker of carbons, ribbons, 


TYPEWRITER RIBBONS g 


a 


ee Re 


i ee and 











OFFICE 


AUTOMATION 





Here’s an executive appraisal of the new 
and recent books, articles, films, and other 
materials on office automation. For your 
future study program, you'll want to clip 
the list of meetings and conferences that 
are to be held in the months ahead. 


WHERE DO YOU GO FROM HERE? 
START NOW TO PLAN YOUR STUDIES 


Lixe a mosquito in 
a nudist camp, the management 
man who approaches the sprawling 
body of published material on of- 
fice automation, doesn’t quite know 
where to begin. There is already a 
great deal of information in print 
on automatic data processing. How- 
ever, as with most writing on a 
new and fast-growing field, it is 


THOMAS KENNY 


Associate Editor 


uneven. Much of it is devoted to 
detailing the applications already in 
operation in several large compa- 
nies. When confronted with the 
staggering stacks of published in- 
formation, an executive coming 
fresh to the topic is likely to wish 
for a robot reader to winnow the 
chaff. 


Short of that, he can make use of 





How’s That A gain? 


and cost reductions. 





Blue sky approach—one of the two basic approaches to the use 
of electronic data processing systems in business. It aims for the 
development of information not previously obtainable because of 
cost, time for compilation, and other factors. By securing this in- 
formation, management is able to reach decisions not previously 
possible—information which will enable management to gain and 
hold an edge in the swift competitive race. 

Brute force approach—motivated primarily by considerations 
of economy, this approach involves reductions in clerical costs by 
the elimination of a large volume of paperwork and personnel. Of 
course, a change-over to EDP may result in both new information 


Debug—Not the duty of an exterminator. Rather, to remove mal- 
functions from a computer or mistakes from an IDP routine. 
Bus—Not the long way home, but rather the shortest, for it means 
a path over which information is transferred, a trunk. 

Block—a group of words considered or transported as a unit. The 
person in charge of this job is not called a block-head. 
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some basic guides described below 
and also consider various facets of 
this many-faceted subject, thus se- 
curing a selective and accessible 
approach to the field. For top man- 
agement, a newly-announced book, 
Office Automation by R. Hunt 
Brown (Automation Consultants, 
1450 Broadway, New York 18, 
N.Y., $12.50) appears to fill a seri- 
ous gap in providing an over-all 
view of the subject with the techni- 
cal aspects translated into meaning- 
ful terms. 

The immediate problem of set- 
ting up yardsticks for determining 
if a changeover to electronic or 
electro-mechanical data processing 
is profitable for you has been large- 
ly neglected in most of the books, 
articles, and pamphlets. Proceed- 
ing from the premise that a change- 
over is necessarily a good thing, 
they describe the complexities of 
processing data. Among the few 
publications which do 
yardsticks for a changeover is: Elec- 
tronic Data Processing in Industry 
(American Management Associa- 
tion, 330 West 42nd Street, New 
York 36, N.Y., 257 pages, $7.75). 

Another area which needs more 
attention is the use of integrated 
data processing by the medium- 


consider 








“Mechanized mail tying 
is needed to keep pace with 
other fast office machines,“ 


says Allen Grawoig, Vice President, 
CONTINENTAL PRODUCTS, Chicago 


““Mechanical mail tying is just as neces- 
sary in today’s modern office as other 
high-speed office machinery,” claims Mr. 
Allen Grawoig, Vice President of this 
leading wholesale mail order firm of gen- 
eral merchandise. Continental’s mailing 
room is equipped with the latest me- 
chanical mail openers, folders, postage 
meters and Bunn Package Tying Ma- 
chines. 

Mail is taken from the folding machine, 
inserted into envelopes, and passed 
through the postage meter. As it emerges 
from the meter, the operator of the Bunn 
Tying Machine merely places a stack on 
the machine and steps on the convenient 
pedal. 

In 1'% seconds, or less, the bundle of 
mail is tightly tied with a slip-proof knot 
which is fully approved by postmasters 
everywhere. Adjustment to any size en- 
velope or bundle is completely automatic 

. the tension is uniform and always 
correct, and just the right amount of 
twine is used every time. 

Mail the coupon below. Learn for your- 
self why ... anything which can be tied by 
hand can be tied faster, better and more 
economically with a Bunn Package Tying 


Machine. 


B. H. BUNN Co., Dept. DR-105 
7605 Vincennes Ave. 
Chicago 20, Ill. 


GET THE WHOLE STORY 
Send today for this fact-packed 
booklet, which illustrates the 
many advantages of Bunn Tying 
Machines. There is no obligation, 








J 


MAIL THIS COUPON NOW 






B. H. Bunn Co., Dept. DR-105 
7605 Vincennes Ave., Chicago 20, lil. 


Please send me a copy of your free booklet 
which shows how Bunn Machines can save 
time and money in my business. 


Name 





Company seit 
Address ee 
Se | 
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Available in electric-powered and mechanical 
models . . . from new table-top to new tandem 











3 models, 6 sizes to 
fit your specific need! 


NOW...as never before... 
CUT YOUR COLLATING COSTS 
with the all new THOMAS COLLATOR 


Here’s exciting collating news! Now, as never before, you can cut those 
painfully high collating costs with the all new electric-powered or mechan- 
ical Thomas Collator! 


And only the all new Thomas Collator offers al] of these important 
operational and design features. There’s exclusive Speed Load Control that 
permits faster, easier stacking in bins . . . new Rotating Feed-Fingers for 
unparalleled efficiency .. . increased bin capacity and size. . . new, beautiful 
modern styling . . . and so many, many more built-in advantages! 


Whether you spend 2 or 200 hours a week collating sales bulletins, 
price lists, reports or any otner duplicated material, find out how you can 
say a thankful “‘good riddance” to the time-waste and confusion of old- 
fashioned collating methods. 


ep FREE 


Write for your free copy of our colorfully illustrated 
brochure that tells how to increase efficiency, perk up 
ofice morale and reduce costs by at least 50%. No 
obligation, of course. 


SS roll. tows Fare. 


More in use than all other makes combined 


= Dept. R * 50 Church St. * New York 7, N. Y. 


Copyright 1955, Thomas Collators Inc, 
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Collating Cos? Calculator 


Instantly shows time and money 
saved between Thoinos collating 
ond manual collating. Helps to 
schedule upcoming jobs effi- 
ciently. A must for every office 
that does collating. 
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TOP MANAGEMENT AND SLIDE RULES 


Business men admit that every problem from manufacturing to dis- 
tribution has no one perfect solution, but a series of alternatives. Final 
choice is not a matter of split-second accuracy, or slide rule mathematics, 
but rather a combination of experience, judgment, intuition, and emotion. 
Otherwise mastery of the slide rule would put all on a par in solving busi- 
ness problems. 

Success in making the right choice from among the alternatives is what 
builds great management executives. That is why final decisions remain 
at the top. 

If you want decisions made about your product your advertising be- 


Coe, be 
longs in the coming issues of Dun’s Review and Mopern Inpustry because: 


No other magazine concentrates such a high 
percentage of circulation among presidents and 
management executives. No other magazine de- 
votes itself so thoroughly to the areas of business 
operation in which decisions must be made. 





sized or smaller office. Most studies 
have been devoted to U. S. Steel, 
General Electric, Detroit Edison, 
and other large companies. If not 
giant computers, many of the tech- 
niques of IDP are applicable to the 
smaller office, and at substantial 
cost savings, too. One of the few 
articles on the subject: “Integrated 
Data Processing for the Smaller 
Office” by Ralph W. Fairbanks in 
the June and July 1954 issues of 
“Office Management” (212 Fifth 
Avenue, New York 10, N.Y., 35 
cents a copy). 

A clear, concise description of the 
abilities and limitations of electron- 
ic computers would be a worth- 
while addition to the literature on 
the subject. Some writers have 
touched upon this topic. In the Oc- 
tober 1954 issue of the magazine, 
“Computers and Automation” (36 
West llth Street, New York 11, 
N.Y., $1.25 a copy), Irving Rosen- 
thal and John H. Troll have an arti- 
cle entitled, “The Capacity of Com- 
puters Not To Think” which dis- 
cusses the limitations of electronic 
data processing equipment. The di- 
rector of the Computation Labora- 
tory of Harvard University consid- 
ered the limitations of computers in 
a recent speech which is available 
free from the American Gas Asso- 
ciation, 420 Lexington Avenue, 
New York 17, N.Y. 

The core problems of personnel 
displacement and adjustment and 
the need for skilled technicians to 
operate electronic equipment are 


receiving increased attention, al- 
though much research is yet to be 
done. In the AMA publication, 
The Impact of Computers on Of- 
fice Management, there is a stimu- 
lating and _ informative article, 
“Will Electronics Make People Ob- 
solete?” by J. Douglas Elliott of 
Detroit Edison. The author’s con- 
clusion, based on the experience of 
his company, is a resounding “no.” 
Also discussed is the need for 
highly-skilled specialists. In the De- 
cember 1954 issue of “Computers 
and Automation,” Fletcher Pratt 
considered this problem in his arti- 
cle, “The Human Relations of 
Computers and Automation.” 

The most comprehensive study 
of the problem of training person- 
nel for EDP can be found in the 
Proceedings of the First Confer- 
ence on Training Personnel for the 
Computing Machine Field, which 
is published for $5 by Wayne Uni- 
versity Press, 4841 Cass St., Detroit, 
Michigan. 

While some increased attention 
has been devoted to personnel dis- 
placement and adjustment follow- 
ing the installation of electronic 
data processing, little has been said 
about the possible effects on man- 
agement. Perhaps this is because 
EDP is considered by many people 
to be just another management 
tool, although a very high-powered 
one at that. However, in the May 
1954 issue of “Advanced Manage- 
ment” (411 Fifth Avenue, New 
York 16, N. Y., $1 per copy), M. L. 





Conferences and Courses 








® October 10—12—National Conference of the National Office Management Associa- 
tion (132 West Chelten Avenue, Philadelphia 44, Pa.). Will feature electronics and 
integrated data processing. At Atlanta Biltmore Hotel, Atlanta, Ga. 


® October 10-12—The 8th International Systems Meeting, Sheraton-Cadillac Hotel, 
Detroit, Mich. Sponsored by the Systems and Procedures Association of America (Box 
281, Wall Street Station, N.Y.C.), this conference will include general sessions and 
seminars on many aspects of electronic data processing and exhibits of equipment. 


@ October 17-19—Annual Office Management Conference, Hotel Statler, New York, 


N.Y. Much of this meeting will be devoted to reports by various companies on their 
experiences with integrated data processing. American Management Association, 35U 
West 42nd Street, New York 36, N.Y. 

® November 7—9—Eastern Joint Computer Conference, Hotel Statler, Boston, Mass. 
This rather technical conference is devoted to the role of computers in business. Insti- 
tute of Radio Engineers, | East 79th Street, New York, N.Y. 

® November 14—15—Conference in Office Automation, Shoreland Hotel, Chicago, Ill. 
This meeting for policy-level executives will consider basic problems involved in inte- 
vrated data processing. For further information: Gordon L. Mattson, University Col- 
lege, University of Chicago, 19 South La Salle Street, Chicago 3, III. 

® February 27—-29—Annual Conference and Exhibit on Electronics, Hotel Commo- 
dore, New York, N.Y. The theme will be management's use of electronic data process- 
ing. American Management Association, 

® Courses in EDP are given by several of the computer manufacturers, by various uni- 
versities, and other groups. For a complete run-down of the courses available in the 
months ahead, see pages 94-105 in Electronics in Business, published by the Con- 
trollership Foundation, Inc., 2 Park Avenue, New York 16, N.Y., $2. 
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Globe-Wernicke’s Safeguard Filing System, Tri- 
Guard Principle and Globe-Guard File Cabinets 
comprise the most advanced filing accommoda- 
tions in America today. Safeguard employs vari- 
ous guides, tabs and colors to effect the logical 
order and instant recognition so necessary for 
quick, easy filing and finding. This exclusive 
system works best with Globe-Wernicke’s proven 
three-point principle of file folder support—Tri- 
Guard. Tri-Guard keeps file contents in an orderly 
position with ample working space at all times. 


MANUFACTURERS OF THE WORLD’S FINEST OFFICE EQUIPMENT, SYSTEMS, FILING SUPPLIES AND VISIBLE RECC 
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When housed in famous Globe-Guard Filing Cabi- 
nets, Safeguard and Tri-Guard attain their fullest 
efficiency because these cabinets incorporate every 
conceivable feature for easy operation, long life 
and highest efficiency. And isn’t it remarkable 
that all this “workability” is wrapped up in such 
handsome units! 

Your Globe-Wernicke dealer will be glad to dem- 
onstrate all of these products. He’s listed in the 
“Yellow Pages” of your phone book under “Office 
Equipment.” Or write us direct. 
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there's a new baby in the office! 

















his name is 
Integrated Data Processing* ...\DP for short. 


He’s a baby now, but IDP is destined to be a “big man” in offices 
everywhere. 


IDP thrives on Egry Continuflo business forms. Egry has devel- 
oped new products and new systems designed to help speed the 
growth of IDP. 


Specially constructed Egry Continuflo forms designed for indi- 
vidual needs are also available for use with the high speed printers 
of Electronic Data Processing machines. 


Egry forms for Integrated and Electronic Data Processing ma- 
chines and systems feed smoothly —stay in perfect alignment — 
produce sharp, legible copies. Available in many sizes and con- 
structions. 


Mail coupon for details on Egry forms for IDP and EDPM. 


*IDP ...the integration of procedure for the mechan- 
ical recording, transmitting and re-use of original 
writings in business systems. 























BUSINESS FORMS 














| l 
| THE EGRY REGISTER COMPANY | 
; DAYTON 2, OHIO | 
| Please send me the Egry Business Forms & Systems booklet | 
! and details on Egry Forms for IDP. " 
| I 
| NAME I 
; COMPANY 
| ADDRESS 
i CITY pont. stare. 7 
| 


in Canada: EGRY CONTINUOUS FORMS LTD., Toronto, Montreal 





Hurni in an article entitled, “Must 
Management Change for Automa- 


, 


tion?” stresses that executives must 
adopt a new disciplined way of 
thinking. In the April and May 
1955 issues of “Office Manage- 
ment,” Robert M. Smith consid- 
ered the effects on management in 
his article, “Decentralized Man- 
agement Not Threatened by Data 
Processors, AMA Told.” 

Another aspect of electronic data 
processing which deserves further 
exploration is its effect on auditing 
procedures, which depend on many 
original business papers, slated to 
disappear or at least diminish as a 
result of reducing the documents 
to tape form. In the May 1955 issue 
of the “Journal of Accountancy” 
(270 Madison Avenue, New York 
16, N. Y., 75 cents a copy), A. B. 
Toan Jr. analyzes the concessions 
which will have to be made in an 
article entitled, “Auditing, Control 
and Electronics.” Other articles on 
this problem appeared in the July 
1954 issue of the same publication 
and in the August 1954 issue of 
“The Controller” (2 Park Avenue, 
New York 16, N. Y., 60 cents a 


copy). 


Basic Reading 


Here is an annotated listing of 
the outstanding books and pam- 
phlets recently published on office 
automation. 


ELECTRONICS IN BUSINESS, edited by 
Herbert F. Klingman. Controllership Foun- 
dation, 2 Park Avenue, New York 16, N. Y., 
176 pages, $2. 


This basic reference guide is vir- 
tually indispensable in providing 
an over-all view of the entire sub- 
ject. It includes a lengthy annotated 
bibliography of books, articles, pam- 
phlets, and other material as well as 
descriptions of equipment and in- 
stallations. The on EDP 
courses is the most complete in 


section 


print now. Present plans call for 


semi-annual supplements to keep 


this reference guide up to date. 
Published July 1955. 

OFFICE AUTOMATION, fy R. Hunt 
Brown. Automation Consultants, Inc., 1450 


Broadway, New York 18, N. Y., 202 pages, 
$12.50. 

Authored by a consulting engi- 
neer, this is the most comprehen- 
sive volume recently published on 
electronic data processing. In 48 
chapters, the book discusses for the 
non-technical reader virtually every 
aspect of EDP, including some sel- 
dom touched upon, such as missing 
links in equipment, what comput- 
ers cannot do, and the effects on 
personnel. Also offered is a service 
—the first of its kind—to keep this 
large loose-leaf manual up to date. 
Published September 1955. 


DATA PROCESSING BY ELECTRONICS 
by Haskins and Sells, 67 Broud Street, New 
York 4, N. Y., 113 pages, free. 


Avoiding both the complex tech- 











PRODUC-TROL Visual Control 


not only schedules, 
automatically checks with 
TIME, 





LINE and COLOR 


r CONFUCIUS SAID: 
“A PICTURE IS WORTH 
10,000 WORDS” = 





control 











* Original cost and upkeep low 


® Schedules and time checks 
operations. 


® Historical record to back it up. 





Scheduling 
8,000,000 items.§ 


* Bad situations show automatically. 


* Its simplicity has put it into 


world-wide use. 


* Analyze 100 items in 10 seconds. 


Effective Tools for Effective Management 
WASSELL ORGANIZATION, INC. Westport, Conn. 
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... handling records with 
LD super elevator files 


It’s almost magic. You remain seated. Touch a button. Each record 
is brought to your finger-tips ... in less time than you could get up 
from your chair! 

It’s astounding ... how rapidly operators can find, refer to or post 
records ... housed in motorized Diebold Super Elevator Files! 

It is the new way to handle large-volume card records of all kinds 
(up to 300,000 per unit) . . . including active master-deck tab cards. 
Super Elevator Files save up to 50% in time and space costs. They 
improve record controls and eliminate “slow-downs” caused by 
operator fatigue. For complete information on new low-cost large- 
volume record-keeping efficiency, call your local Diebold represent- 
ative, or mail the coupon today. 





Diebold’ 


934 Mulberry Rd., S. E. « Canton 2, Ohio 


Get the facts. Ask for case bis- 
tories reporting initial investment 


write-off im 5 to 18 months. 





Diebold, Incorporated 
934 Mulberry Rd., S. E. 
Canton 2, Ohio 


Please send literature and case histories on 























Super Elevator File for records. 
Firm 
Individual Title 
Street 
City Zone State 
N-262-DI 
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THE FILMSORT 


EXECUTIVE READER 





Original Desh 


igned for 


the Armed Services 
NOW AVAILABLE TO INDUSTRY! 


Pe peer 


THE MICROFILM READER 
that can become 
as important to you as 
your telephone! 
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ONLY TWICE the size of your tele- 
phone— much less expensive than your 
secretary's typewriter—the new Film- 
sort Executive reader should become 
an integral part of your office. 

The Executive. is used extensively 
throughout the Armed Services and 
was originally designed at their re- 
quest for fast and simple reference to 
active microfilmed records, Engineered 


DIVISION OF DEXTER FOLDER COMPANY  =- 
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with 12 times magnification, the Ex- 
ecutive reader reproduces a full frame 
of 16mm film on the 6 x 8” screen. Even 
engineering drawings can be scanned. 

Designed specifically for use with all 
Filmsort Aperture cards, the Executive 
reader marks another step forward 
toward the practical use of microfilm 
in day-to-day applications throughout 
business and industry. ) 


® 





PEARL RIVER, NEW YORK 


nical and the broad basic ap- 
proaches, this handy volume is de- 
signed to provide the executive 
with an understanding of EDP as 
a management tool. The scope of 
EDP, the fundamentals of pro- 
gramming, the preparations for the 
electronic system, and various ap- 
plications, are covered. There is a 
very valuable section on the operat- 
ing characteristics and costs of vari- 
ous electronic data processing sys- 
tems. Published May 1955. 


ELECTRONIC DATA PROCESSING IN 
INDUSTRY. American Management Asso- 
ciation, 330 W. 42nd St., New York 36, 
N. Y., 257 pages, $7.75. 


Subtitled “A Case Book of Man- 
agement Experience,” this volume 
brings together the papers and 
other material presented at the Spe- 
cial Electronic Conference held by 
the AMA last March. Discussed in 
detail are the necessary prepara- 
tions, several applications and their 
results, and future developments. 
Some other areas, usually neglected 
which are discussed in this volume: 
personnel adjustments, small com- 
puters, the need for experts, and 
criteria to determine if a change- 
over to EDP is profitable. The glos- 
sary is the most comprehensive and 
up-to-date in print. Published July 
1955. 


INTEGRATED DATA PROCESSING 
BRINGS AUTOMATION IN PAPERWORK 
hy P. B. Garrott. The Standard Register Co., 
Dayton 1, Ohio, 26 pages, free. 


This special report is a reprint of 
a series of articles in “Automation” 
magazine by the Director of Mar- 
ket Development at Standard Reg- 
ister. Through a series of diagrams 
and illustrations the author shows 
how data are made to move 
through the office with automatic 
precision. Published February 1955. 


STRENGTHENING MANAGEMENT FOR 
THE NEW TECHNOLOGY. American 
Management Association, 64 pages, $1.75. 


The director of the digital com- 
puter laboratory at M. I. T. con- 
cludes that the design of computers 
is ahead of plans for their use. He 
discusses the areas of EDP knowl- 
edge management will have to ex- 
plore in order to make the maxi- 
mum use of, this new high-powered 
tool. Points out that there are three 
main uses of EDP: to cut the costs 
of processing data, to secure more 
timely and comprehensive informa- 
tion for management decisions, and 


2 ples * eae. Cones 





SS aa eg 


Your up-to-date guide 
to efficient supervision 


This book provides a practical 
training course in job management 
and man management. 


With its help, you can develop 
supervisors for your company who 
are thoroughly familiar with the 
basic principles of good manage- 
ment and how to apply them to 
everyday problems. 


SUPERVISION IN BUSINESS 
AND INDUSTRY 
by ROBERT D. LOKEN 


Assistant to the Publisher, Life Magazine 


and EARL P. STRONG 


Director of Managem+nt Development, 
Civel Service Commission, 
Washington, D« 

314 pages, sa x 8%, 53.50 


A MODERN INDUSTRY BOOK 


Written in simple language from the stand- 
point of the supervisor, this book covers, 
step-by-step, the duties of the line and staff 
supervisor in organizing, planning, and con- 
trolling production—from evaluating per- 
sonnel requirements, training the new em- 
sloyee, and delegating responsibility, to 
ladting job breakdowns, grievances, orders, 
and so forth. 


Job management: key points in supervision, 
steps in organizing, planning res 9 control. 
Man Management: the new employee, build- 
ing workers through training, making an 
analysis of duties performed, problems of 
people at work, evaluating, supervisory 
methods. Appendix: sample job analysis, 
sample training plan. 





How to Make and Use 
Charts—Effectively 


A practical guide to the use of 
modern graphic methods in busi- 
ness. Wh in the theory and prac- 
tise of presenting facts in visual 
form to their simplest elements. It 
gives you direct, detailed, and thor- 
ough understanding of the why as 
well as the how of each step of the 
graphic method and process. 


GRAPHIC PRESENTATION 
SIMPLIFIED 
by R. R. LUTZ 


For ten years, R. R. Lutz was General Statistician to the 
National Industrial Conference Board 
256 pages, 6% x 9%, Sq. 


A MODERN INDUSTRY BOOK 


It shows you how to make all kinds of 
graphic charts... how to use them. . . how 
to analyze a problem, select the equipment, 
and execute the graph or graphs best suited 
to the problem. 


Chapter headings include: an expanding 
art. ..curve charts. . . surface-curve charts 

. . rate of change charts. . . bar charts... 
column charts ... circle charts ... sector 
charts . . . statistical map charts. . . display 
charts. . . planning, tabulation, and presen- 
tation of tables . . . and many others. 


Dozens of illustrations point up the text. 





Order from Book Department 
Dun’s Review and Modern Industry 
99 Church Street, New York 8, N.Y. 
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NOW...V/SIrecord 
Mitty Edge-Punched Cards 


for automatic document preparation 





and by-product common language tape 


in Integrated Data Processing systems 


VISIrecord is especially valuable in Automation be- 
cause it provides record-finding speeds unattainable by 
other known record-keeping systems. Housed in 
VISIrecord’s unique visible vertical units of unlimited 
capacities, any unit record can be selected in less than 
four seconds, with minimum movement and effort. 
This fast random selection eliminates idle-machine 
hours and loss of production on automatic, high-speed 
equipment. 


Now turnished with pre-punched control feed holes, 
the V/SIrecord card is used to prepare sales orders, 
purchase orders, invoices and other documents auto- 
matically. Simultaneously, and from the same VISI- 
record card, a by-product punched tape is produced 
for actuation of other business machines, for integrated 
data processing. 


VISIrecord also permits interfiling printed edge- 
punched cards with VISIrecord’s Pocket Card for 
Punched Tape, for messages too lengthy for cards. 
VISIrecord’s Tape Panels (plastic compartmented 
panels) provide means of filing 5, 6, 7 or 8 channel 
tapes of extreme Iengths. 





Card shown '/, actual size 


1. Indexing in visible margin for fast random 
location. 

y Pan olde Mile) am ol-Ma th 1-1o Me) ame lle-Ta Muslolaallal-Meels 
Tilelalelol Mm oleltilale te 

x Pa @lolo (Swell lalaal-toMal-1d- MARY ic lael do Rael de Mileh7-) 
capacities of more than 300 codes. 

4. ViSlirecord card is read here. Wide range 
oh 1) 4-5 a Lalo | (Mo) amo (est] 0] (-WE-Yole[-my oll lataal-top 

Pa Toles al Me old -elel se Mal -1c-Pao lh olulohilasl ihe 
celui Meaele(-S Me ol lalaal-to MIM ART ¢-lael de Mae] de p 

6. By-product punched tape produced here 










simultaneously from same V/S/record card, I rit 
ee — : , 
plus variable data manually typed. Other U ee see For additional information on how 
business machines are actuated by this } eer @ VEsteseeed S ened and tapeayuate 
| ; 4 eae + speed up production, save time and 
common language tape. : s Rist money on 1.D.P. Programs, call or write 
4 HH ° oes Automation Dept., ViSirecord, Inc., 
‘ : HH ecerce 801 Second Ave., New York 17 
Distributors in All Principal Cities HEEL eee<+ee ; 
——_ > 
—— ee P . 
ee Pictured: Programatic Flexowriter 
- e el with Edge-Card Punch and Reader 
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N° 1% “Servisoft” 


Softer, blacker than No. 2... elatel-leaietiilite Billesley oom 
... perfect for quick notes and pleasant writing. Try a 
dozen and see! Exclusive with MIRADO — world’s 
largest-selling rol-latol] Al Role) Mio] mat MCcloMsielateBigele(Vuitela@ 
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EAGLE PENCIL COMPANY 


99 Years of Quality Pencil Making 





sample, naming 











$ magazine and your regular pencil supplier.* © 


to aid in decision-making by such 
new techniques as operations re- 
search and linear programming. 


Published November 1955. 


THE IMPACT OF COMPUTERS ON OF- 
FICE MANAGEMENT. American Manage- 


ment Association, 60 pages, $1.75. 


Describes various EDP applica- 
tions and their effects on manage- 
ment methods. Answers the pro- 
vocative question, will electronics 
make people obsolete? Published 


December 1954. 


A NEW APPROACH TO OFFICE MECH- 
ANIZATION: INTEGRATED DATA 
PROCESSING THROUGH COMMON 
LANGUAGE MACHINES. American Man- 
agement Assoctation, 62 pages, $2.50. 


The pioneering of U. S. Steel 
subsidiaries in the new field of in- 
tegrated data processing is de- 
scribed step-by-step in this illus- 
trated booklet. This is an invalua- 
ble source book for methods ana- 


lysts. Published April 1954. 


BIBLIOGRAPHY ON THE USE OF IBM 
MACHINES IN SCIENCE, STATISTICS, 
AND EDUCATION, International Business 
Machines Corporation, 590 Madison Avenue, 
New York 22, N. Y., 60 pages, free. 


Here is a wide-ranging list of 600 


articles of primary interest to re- 
search workers in science and sta- 
tistics. Published January 1954. 
New edition expected early in 1956. 


THE COMPUTER DIRECTORY, 1955. 
Berkeley Enterprises, Inc., 36 West 11th 
Street, New York 11, N. Y., 164 pages, 34. 


Includes an annotated listing of 
individuals and organizations in 
the computer field as well as a sec- 
tion on products and services for 
sales. Published June 1955. 


AUTOMATION dy John Diebold. D. Van 
Nostrand Co., 250 Fourth Ave., New York 
3, N. Y., 181 pages, $3. 


A painless primer to the entire 
subject of automation, both office 
and factory, it is probably the best 
place to begin for a basic under- 
standing of the field. The author, 
who is said to have coined the 
term, “automation” offers a_pro- 
vocative study of the entire subject 
including its history, social impli- 
cations, and possible future devel- 
opment. Published 1952. 


Films on Office Automation 


Integrating the Office for 
Electronics (60 minutes, b&w) 





Insist on this ten-point test 
before buying any copying machine 


¢ Will it copy from colored papers? 

¢ Will it copy fine details? 

* Will it copy from double-sided material? 
(one or both sides as required?) 

e Will it copy from opaque material? 


¢ Will it copy from colored inks, 
pencil, crayon? 

¢ Will it copy from spirit duplications? 

¢ Will it copy signatures? 

* Will it copy the sizes you need? 


e Will it copy from inks not having a carbon base? ¢ Will it copy from blurred carbons? 


Check now and prove to yourself that only Copease gives complete satisfaction 
on all ten points. Copease not only handles the complete range of office copying, 
but does 95% without even a dial adjustment. So versatile, so foolproof that you 
always get clean, dry, non-curling copies in seconds, jet black on permanent white. 


Copease copies of pencil, avy ink, crayon, typing, stencil and spirit duplications, 
offset and even blurred carbons rival the original for clarity and neatness. And 


Copease copies under any light. 


Prove to yourself that Copease copies everything NOW with this special 
FREE 3-day office trial. No obligation. Send now! 





Offices: New York, 270 Park Ave., Plaza 3-6692 * Los 
Angeles, 3563 Wilshire Bivd., DUnkirk 5-2881 * Chicago, 201 
N. Wells St., ANdover 3-6949 ¢ Distributors in Principal Cities 


Copease Corporation, 270 Park Avenue, New York 17, BOX DR10 


i'd like to have a free 3-day trial of Copease in my office () 
Please send free literature Cc) 
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Only Art Natal brings You Instead of attacking the problem of office modernization piece-meal, many companies 


have discovered they eliminate waste motion, save time, and accomplish their objective 


COORDINATED in the most complete degree by calling in their Art Metal representative. 
With fully coordinated resources, Art Metal is able to place each worker in proper relation 
RESOURCES to efficient work-flow, comfortably seated at a functionally organized desk... provide 
FOR OFFICE time-saving visible record systems and mechanized filing...and reduce the floor-space 
cost per work-station. Executives find their own work, too, goes faster when their 
VODERN IZING private offices are completely Art Metal-equipped. 


So before making changes or figuring on any new equipment, make it a point to 
Cc — ce — “ 


PLANNING . EQUIPMENT ” SYSTEMS talk things over with your local Art Metal dealer or branch office. 


qn nnn 






FUNCTIONAL WORK-STATIONS step 
up efficiency. A typical example of Art Metal lead- 
ership in functional design places two letter-size files in 
one desk file drawer...24 inches of the most valuable 
filing space in any office with 100°% use! Celebrated for 
their fatigue-free comfort, Art Metal Aluminum Posture 
Chairs combine correct body support and easy in-place 
relaxation. There’s a model for everybody, from the 
president down. Ask for Art Metal Condensed Catalog. 


@ “‘EL-UNIT’’ space-saving modular 
oftices.This new Art Metal development applying the 
modular principle to office equipment often provides 
superior working facilities for 3 persons where 2 
worked before. The complete line of desk units and work 
tops fits the requirements of any job, offers unlimited 
possibility in layout. In open office areas or with steel 
and glass partitions for privacy...easy to re-arrange or 
move. Ask for El-Units Catalog. 


@ SPACE-SAVING DESK cuts rent costs. 
Built for action, styled for leadership, the 55” desk intro- 
duced by Art Metal saves up to 15 square feet per office 
work-station. Engineered for maximum working con- 
venience... full width side drawers take standard folders 
and accessories... knee-space is ample. Art Metal desks 
are produced in all sizes in a line offering the widest 
selection of executive and general office desks ever 
developed. Ask for the New Cenrury Desk Catalog. 
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WORLD’S FASTEST FILING. The revolu- 
tionary Art Metal Speed-File costs substantially /ess per 
filing inch than conventional files of comparable grade, 
yet provides 33% faster filing, adds 15% to useable capa- 
city. Ends annoying, time-wasting delay in obtaining 
material from files...provides maximum filing space in 
minimum floor space. There is a size and style of Art 
Metal file for every need—letter and cap, card record, 
and counter-height. Ask for our Speed-File Catalog. 


@ OPEN FILING puts unused space to @® VISIBLE FACTS for operating control. 
work. Art Metal Open File Shelving resolves the dil- Postindex visible systems make keeping of accurate, 
emma of too many records to file and too little space § up-to-date records faster and simpler, at the same time 
to file them in. Cuts floor-area requirements of active providing in clearly charted form the facts needed 
or semi-active record storage to less than half that of for operating decisions. For Personnel, Sales, Stock, 
closed filing, permits fast, accurate filing and finding. Purchase, Production, Cost, or Credit records. Four types 
The system is easily expanded to fit requirements. A § of equipment make it possible to meet specific require- 
complete indexing service is available. Ask for Open g ments in the most effective manner at lowest cost. Ask 
File Shelving Catalog. 
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for Postindex Catalog. 
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EXPERIENCED HELP /7 Office Planning 


The plan determines the results when you modernize your office. Art Metal’s Ofhce Improvement 
Planning Service is based on the widest experience in working with businesses large and small. 


This service is comprehensive — covers revision of present layouts or organization of new ones 
—efhcient use of working time and working space—from desk drawer organization and visible 
record control to consultation on decorator treatment of both executive and general offices. 
It is available without charge. 


Just look in the telephone book “Yellow Pages” under Art Metal, or write Art Metal 
Construction Company, Jamestown 22, N.Y., for’’‘Office Standards and Planning.” 
© 1955 A.M.Cc.CO. 
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HERE'S 
AMAZING 
PROOF...’ 





NEW 
BROWNE-MORSE DESKS 


...maintain original modern 
appearance for years to come 


*Even the intense heat of a burning cigarette can’t burn, mar or discolor the 
new Browne-Morse Plastite Desk Top. This new interchangeable Top is 
practically indestructible! 

Plastite Desk Tops and all Browne-Morse lifetime steel Office Furniture 
with new modern colors provide your office with utmost efficiency and futur- 
istic styling. 

Browne-Morse Office Furniture costs less to buy, less to maintain. 


Browne \ New descriptive folder tells mere about 


or se Plastite Tops and other unique features 
 aeehiban axteone ef Browne-Morse desks. It's yours free! 
Write Dept. D-10. 
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“MANUAL 
OF MODERN 
PLASTIC 
AND 
LOOSE-LEAF 
BINDING” 
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FREE! 
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executives sie's, General Binding Corporation 
This handsome, elaborate Manval—color- | “| 812 West Belmont Avenue 


fully GBC plastic bound—has been months 
in preparation and is one of the most | 
expensive and idea-stimulating books ever 
offered for selected distribution. illustrates 
the many advantages of the modern GBC 
Binding System...increased efficiencies 
..savings in time and money...greater 
prestige, readership, and life for catalogs, 
reports and presentations. Pages lie flat— 
turn easily. You and your staff will want 
to examine this informative manual. Send 
for your FREE copy today. Supply is limited. 


General Binding Corporation 
812 W. Belmont, Dept. DR-10,Chicago 14 


— Dept. DR-10 Chicago 14, Illinois 





Please send me my FREE “Manual of 
Modern Plastic and Loose-Leaf Binding” | 
understand there is no cost or obligation. 


Name 





Position 








Organization 
Address 
City 








State 
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Electronic data processing 
will tend to separate the men 
from the boys.There will be no 
more putting off making deci- 
sions because facts aren’t yet 
available. The facts will be 
there—fast. And, because your 
competitor will have his facts 
as fast as you, the advantage 
will go to the executive with 
the courage to act fast.—Elec- 
tronic Data Processing, Amer- 
ican Management Association 
Publication. 





detail the tech- 
niques of office automation actually 
in use. It shows the various types of 
equipment and how they 


demonstrates in 


can be 
linked together to form a common 
language system. Can be rented for 
$75 for one day and $35 for each 
additional day from the Manage- 
ment Film Library, American Man- 
agement Association, 330 West 
42nd Street, New York 36, N. Y. 
Included with the film are a discus- 
sion guide, résumés of the film, and 
other material. (For a complete re- 
view of the film see the December 
1954 issue, page 23.) 


Direct Line to Decision (22 
minutes, color) was made as a pro- 
motional flm for IBM’s giant Se- 


ries 700 computers which are 
shown preparing inventory data 


and at other tasks. (Reviewed Au- 
gust 1955, page 76.) Available free 
from International Ma- 
chines Corporation, Endicott, New 


York. 


Business 


Piercing the Unknown (22 
minutes, color) also produced by 
IBM, recounts the history and de- 
velopment of electronic computers. 
Also produced and distributed by 
IBM. (Reviewed January 1954, 
page 143.) 


Univac (23 minutes, b&w) is a 
straight-forward low-budget film 
which shows Remington Rand’s 
giant computer system at work 
preparing payrolls, factory sched- 
ules, and other tasks. It can be bor- 
rowed free from Visual Aids De- 
partment, Remington Rand, Inc., 
315 Fourth Avenue, New York 10, 
N. Y. (Reviewed February 1955, 
page 6/7.) 


The Search — Automation 
(MIT) is reviewed on page 139. 
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Safeguard Your 
Business Secrets 


Now you quickly and easily destroy 
confidential papers and obsolete 
records right in your own office. 


NEW SHREDMASTER 


EL MLA 


Portable shredding machine designed 
especially for office use, the size 
and weight of a business typewriter! 
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The only office paper 
shredding machine that) 
destroys confidential pa- 
pers quietly and cleanly 
Greater capacity, omen 
and safety than ever be- 5 
fore! Compact, modern % 
design. Exclusive slanted 
gravity feed speeds shred- 
ding of paper in multiple 
thicknesses, tickets, cards, 
coupons and labels. Any- 
one can operate the 
Bantam 10. Safety throat 
assures protection. Priced 
well within the budget of 
all businesses, large or 
small. 

Manufacturers’ guarantee. 
Authorized dealers in 
most cities. 






i UNREADABLE SHREDS au 


COME OUT HERE. By 
? 
"seaseee?” 





FREE: 


Illustrated descrip- 
tive folder in- 
cludes 10 day free 
trial aetails. Write 
“BANTAM 10” on 
your letterhead or 
postcard, and mail 
today to: 











The SAREDMASTER ‘¢/ 


Manufacturers Of The Most: Complete Line Of 
e And Industrial Shreddi ng Machines! 


A Division of Self Winding Clock Co., Inc. 








BETTER MARKING 
EQUIPMENT 
by industrial 


FOR PRODUCTION LINE 
MARKING,DATING AND CODING 


Unmatched for high speed performance and 
economical, efficient operation. 
Before you make amy decision on marking 


equipment, get full ene on Industrial, 

You ll be "Sod you did! 

W rite Bo Industrial’s new Catalog — today. 
DR, 


4 quipment 


arking 
COMPARHY inc 
454 Baltic Street, Brooklyn 17, New York 


ndustrial 


MAin 4-2601 











Trlorvioce FOLDING BANQUET TABLES 





Monroe Folding Banquet Tables are perfect for 
p — Pas terias as as for churches, schools, 
lodg etc Rigid he rae -duty construction yet 

light. "'qnough to be sily portable. Write for 
Catalog and special dise ounts to institutions and 


organizations. 


’Wel,] 10) maem 40 CHURCH ST. Beelt7.) Giilel £ 
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FEDERAL TELEPHONY —‘‘CERTIF 
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Telephone systems in 52 countries helped to make this intercom call! 


Inter-office and in-plant calls made over Federal dial 
intercom systems bring into play telephone engineering 
experience that reaches around the earth... into 52 lands 
... served today by automatic switching equipment from 
telephone factories of the world-wide International 
Telephone and Telegraph Corporation. 

This unique know-how of IT«T associates is not con- 
fined to the manufacture and installation of complete dial 
systems for most of the world’s telephone companies, but 
embraces decades of experience in operating nation-wide 
telecommunication networks! 

Now, business and industry, large or small, can draw 
on this vast telephone background through Federal dial 
intercom...to obtain fast, automatic, and confidential 
intercommunication ... with provision for dial-and-dictate 
service...all from the same dial telephone. 

Federal dial intercom is the proved-in way to give new 
speed to inside calls without obstructing outside calls... 
to accomplish more work per man-hour...to bring to 
your internal communication needs dial performance 
that’s “Certified by a World of Research!” 


—m.O D2 RUN ee eS Se ae es 





Federal Telephone and Radio Company 
A Division of INTERNATIONAL TELEPHONE AND TELEGRAPH CORPORATION 
100 KINGSLAND ROAD « CLIFTON, NEW JERSEY 


In Canada: Standard Telephones and Cables Mfg. Co. (Canada) Ltd., Montreal, P. Q. 
Export Distributors: International Standard Electric Corp., 67 Broad St., New York 
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ELIMINATE BATCH PROCESSING 


combine movement and processing 


WITH 
WOVEN WIRE CONVEYOR BELTS 


Whether it’s copper brazing at 2050°F, glass annealing at 1000°F, 
wet processing, or flash-freezing at sub-zero temperatures, all-metal 
woven wire conveyor belts can help cut your operating costs. Contin- 
uous, uniform processing at controlled rates of speed eliminates 
profit-stealing batch handling and increases production. 


Cambridge Woven Wire Conveyor Belts are individually selected for 
your installation from a wide range of specifications. The metal or 
alloy from which they are woven is specially determined after investi- 
gating the resistance to heat or corrosion required by your operating 
conditions. Open mesh, also selected according to your requirements, 
cannot trap spilled materials . . . reduces clean-up time. Uniform 
continuous construction minimizes uneven wear, localized weakening 
and costly shutdowns. 


No matter how you look at it, CAMBRIDGE Woven Wire Conveyor 
Belts are invaluable aids to AUTOMATION ... help beat your 
biggest competition, COST! 


Ask your Design Department to call in 
your Cambridge Field Engineer to 
study your processing and discuss ways 
to cut costs by combining movement with 
processing. Your engineers can rely on 
his advice. The Cambridge man nearest 
you is listed under “Belting, Mechani- 
cal’’ in your classified telephone book. 


Write for your PERSONAL 
COPY of 130-PAGE REFER- 
ENCE MANUAL illustrating 
and describing woven wire 
conveyor belts. Gives 
mesh specifications, design 
information and metal- 
lurgical data. 










Department Y, 
Cambridge 10, 
Maryland 
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LEADERSHIP 


Continued from page 38 


Elliott-Fisher 
chose to continue along the success- 


aggressive growth, 
ful path of diversification. What 
other product or products could it 
successfully develop and market on 
the basis of its established reputa- 
tion of leadership? 

Industries, fields, markets—all 
were surveyed and studied. The an- 
swers were not long in coming. 
The product: typewriters. The ve- 
hicle: a combination of Elliott- 
Fisher and Underwood. 

Hardly unique in our business 
community, amalgamation can be 
the 


means 


most efficient and_ successful 
to extended diversification 
and leadership. Its advantages, of 
course, are many. Amalgamation af- 
tremendous for ex- 


fords a area 


ploitation and growth of joint 
marketing operations. International 
as well as domestic subsidiaries and 
branches can all gain from the ad- 
ditional service available through 
combined forces, and prestige can 
be enhanced for all parties. 
Economic dormancy, such as that 
of the 1930's, worked its havoc with 
the progress of many companies. 
Flexibility proved the criterion, and 
industrial leaders had to step lively 
and look sharply at the path ahead 
to insure their position. The tem- 
per of the times indicated the need 
for more and better research to ex- 
pedite the development of new, 
improved, superior products. We 
learned to our great satisfaction the 
value of unifying our research pro- 
gram soon after establishing our 
General Research 
1936. Research and development 


Laboratory in 


can be greatly expanded by such a 
move, for engineers, scientists, and 
marketing experts in different areas 
can exert a wonderful stimulus 
upon each other when working side 
by side. 

Leaders of industry were just 
getting up steam in their rise from 
the depression doldrums when 
World War II came as a sharp in- 
terruption to their plans for a con- 
tinued progress. 

The period immediately follow- 
ing the war proved yet another 
major test to all of industry, lead- 
ers and followers alike. Our own 
experience was like that of a num- 
ber of others engaged in essential 
production: we were among the 
last business machine companies to 
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PRECISION 
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al LOTS 


You can benefit from our > 
31 years of short run stamp- 

ing experience. Specializ- 

ing in low cost tools, close 
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DRAKE, Distribution ! 
STARTZMAN, and 
| Materials : 
| SHEAHAN Handling ' 
and BARCLAY Consultants 
| CONTROL, MOVEMENT AND STORAGE OF MATERIALS i 


41 East 42nd Street, New York 17, N.Y. 
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reconvert to peacetime production. 
In almost all industries in which 
the leaders delayed reconversion, 
other concerns inevitably grasped 
the advantage. The difficulties at- 
tendant to the resumption of peace- 
time production were great for all 
industries, while the demand for 
consumer products was tremen- 
dous. Thus, many companies re- 
sumed maximum production of 
their established models in an effort 
to facilitate the difficult task of re- 
conversion. 

With the satisfaction of immedi- 
ate demand, the need for new and 
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She AUTHOR 


Lron C. Stoweit, Chairman of the Board, 
Underwood Corporation, was elected to that 
office in August 1955, after having served 
from April 1945 as President of the same 
company. A Harvard graduate, he served 
with the U. S. Army in World War I, and 
was discharged with the rank of Captain. At 


the close of that war he joined Dictaphone 


Corporation, rising to the presidency in 1927. 


In 1936 he joined Underwood as Executive 
Vice-President. 

Mr. Stowell is a Director of Dictaphone 
and Pitney-Bowes, Inc., and is a member of 
many management organizations, AMA and 
ASSE among them. 
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improved products again became 
dominant. In 1946, as another “nat- 
ural” development of our basic 
product, we answered the public’s 
demand for faster, more versatile 
equipment with an all-electric type- 
writer—the first to be produced by 
a standard typewriter manufac- 
turer. 

Within a few years after the 
war's end, however, the cumulative 
effects of depression, war, and the 
aftermath to war told on many 
companies. The danger of standing 
still was obvious, the need for con- 
tinued growth was essential. Until 
now there had been the excellence 
of the basic product, then simple 
diversification, then extended diver- 


sification. Yet, with each step there 
appeared the need to keep looking 
into the future, to plan what should 
be done next. 

Further diversification, we deter- 
mined, would be pursued on all 
levels to the fullest extent possible. 
Every aspect of the industry would 
be included; we would be the first 
company to provide a complete line 
of business machines, from a port- 
able typewriter for the school child 
to complex electronic computers for 
great corporations. 

As we, like so many other com- 
panies, face the future with re- 
newed confidence and enthusiasm, 
we are looking at and frequently 
discussing the long-range plans. 
Where are we headed? Are there 
yet newer, more enduring elements 
with which to attain and maintain 
a dynamic, aggressive, responsible 
leadership? 


One Best Path 


I believe that further problems do 
lie ahead. Their greatest signif- 
cance, however, can be an occa- 
sional reminder that true industrial 
leaders can never rest on their lau- 
rels, must continually strive for 
progress. 

The instruments remain essen- 
tially the same: laboratory develop- 
ment of products of excellence; di- 
versification of related product 
lines; market development; extend- 
ed diversification; over-all expan- 
sion through merger or acquisition; 
and increased service. 

The true measure of a successful 
company is the regard in which it 
is held by the people it serves. 
Nothing makes friends faster or 
stronger than good service—noth- 
ing destroys leadership more quick- 
ly than poor service. 

Progress along the paths to lead- 
milestones 


ership is charted by 


placed there through customer serv- 


ice and resulting customer confi- 
dence. This, in the final analysis, 
is the ultimate objective of any busi- 
ness enterprise. 








Can you use the 





power of pictures... 


1. to keep orders flowing in? 


“Wrap our plant in a package so we 
can carry it along on sales calls!” 
With these instructions to his movie 
producer, General Manager Jack 
Kleinoder last year ordered a 20- 
minute 16mm color film for Volkert 
Stampings, Inc. The film, which ex- 
plains Volkert’s electronic parts 
manufacturing services to develop- 
ment engineers, has already paid 
big dividends. “*We credit the film,” 
says Kleinoder, “with a lot of unso- 
licited orders.” 


2. to snip off production waste ? 


B. F. Goodrich snips off production 
waste at its base—with movies. 
Films of plant operations teach 
foremen the principles of motion 
study in a_ work-simplification 
course. With this knowledge, the 
foremen are eliminating thousands 
of dollars’ worth of lost time and 
waste motion in their departments. 


3. to increase sales force enthusiasm ? 


Chrysler Airtemp Sales Corporation 
trains its sales force through as 
many senses as possible with the aid 
of strip films, slides, and Kodaslide 
Signet 500 Projectors. The high 
comprehension this method assures 
has excited interest, boosted attend- 
ance at sales meetings, and in- 
creased sales! 


HOW TO PICK A PROJECTOR 


Salesmen need projectors that keep av- 
dience interest alive with crisp, brilliant pic- 
tures...and put the audience at ease with 
clear, comfortable sound. Their projectors 
must be easy to carry,,easy to set up, and 
easy to run. And salesmen also need reli- 
able projectors so that breakdowns wont 
spoil presentations miles away from service 
facilities. 

That’s why the companies mentioned 
above—like so many others—have se- 
lected Kodascope Pageant Sound Projec- 
tors. Pageants are permanently pre-lubri- 
cated to eliminate the danger of im- 
proper oiling—chief cause of projector 
breakdowns. 

For more details to help you pick your 
projector, just check the coupon for your 
free copy of a new catalog on the com- 
plete Pageant line. 







































BOOKLET HELPS YOU DECIDE 


, 
This free booklet, “Motion Pictures: : 
Aids in Business and Education,” can ' 
help you decide how 16mm movies : 
can help you. It discusses applica- : 
tions, planning, production costs, pres- My 
entation, and effectiveness of business ? 
and industrial movies. References and ; 
sources of loan films are included. ; 
Just mail the coupon. _— 


EASTMAN KODAK COMPANY 
Dept. 8-V, Rochester 4, N. Y. 
Please send me without cost or obligation: 


10-4 


“Motion Pictures: Aids in Business and Edvy- 
cation” 


C7 New catalog on Kodascope Pageant 16mm 
Sound Projectors 


C] Literature on Kodaslide Signet Projectors 
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STAINLESS STB 





WRITE TODAY 
For These Publications 


1. SPECIAL STEELS FOR 
INDUSTRY ... 16 pages of 
essential data on the proper 
selection and application of 
principal AL special alloy prod- 
ucts: stainless, tool and electri- 
cal steels and sintered carbides. 


2. PUBLICATION LIST... 
a complete listing of all AL 
publications, both technical and 
nontechnical (over 100 in all), 
with a handy order form for 
your convenience. 


ADDRESS DEPT. DR-70 


In the world of products and equipment, 
just as in Nature, protection is the difference 
between a long life and a too-early end. 
Many materials are good-looking. Some 
are strong. Some resist corrosion. But not 
one other commercially-available material 
offers the same combination of beauty, high 
strength, high hardness and resistance to 
corrosion, heat and wear that stainless steel 
can give you. Not one has the ability to 






protect as completely, last as long and cost 


you as little in the long run. 

These qualities in AL Stainless Steel can 
boost the salespower of a product, or cut the 
operating costs of equipment—often with 
little or no increase in first cost. Very likely 


you have problems where these advantages 


can bring you benefits. Let us work with 
you. Allegheny Ludlum Steel Corporation, 
Oliver Bldg., Pittsburgh 22, Pennsylvania. 


wad 543869 


For Stainless Steel in ALL Forms—call ° 





Allegheny [udlum 





Warehouse stocks carried by ali Ryerson Steel plants 
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NEW METHODS AND MATERIALS ... ANNESTA R. GARDNER 








New angles for 


Suappin g pictures 


to cut costs 


Cameras—big ones, little ones, 
and special-purpose ones—can save 
a tremendous amount of time and 
errors in almost every plant. Yet 
it's surprising how many companies 
fail to take advantage of them. Ryan 
Aeronautical Company certainly 
doesn’t fall in that category, though. 
As the pictures below show, it has 
found a way to use the camera in 
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Materials-saving layout of sheet metal parts is arranged 
recorded by Polaroid camera suspended 
Print is ready in a minute to guide router. 


on table, 
above. 





Safety gets a boost from color motion pictures, taken on 
the job to show good and bad methods. They're a lot 
more forceful than lectures and diagrams, Ryan reports. tests, 


design and production 


almost every department from raw 
stores to final checkout. 

The personnel department has 
found that showing applicants pic- 
tures of actual jobs helps to elimi- 
nate many misunderstandings and 
improper placements. 

The engineering department uses 
its Lanston 


Monotype (below, 


right) to transfer blueprints to ma- 
terials from which parts are to be 
cut; and also takes advantage of the 


“shrink” and 


camera’s ability to 


Mm & Dike 2. N Loci te 2 ey 


helps spot 


“stretch” drawings in making dies. 
Engineering drawings are enlarged 
just enough to compensate for ma- 
terial shrinkage in casting. 
Customers benefit, too, from Ry- 
an’s use of the camera. First-run 
parts on each new item are photo- 
graphed from all angles so the cus- 
tomer can see exactly what is being 
done, suggest changes if necessary. 
In addition to all these, Ryan 
uses cameras to provide a perma- 
nent record of goods received, pre- 





Precision templates are reproduced on wood, metal, 
and plastic sheeting by huge Lanston-Monotype camera 
at Ryan. It has many other engineering uses as well. 





Research uses cameras in many ways. Here, camera at- 
tached to peau ge provides a permanent record of 
efective materials, 


find causes. 
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The Executive 
Desk Pal 
No. 300 

Lustrous Wal- 

nut Bakelite, with two deep 
wells, scads of 3x5 memo paper. 

Blank sample — $2.00 pstpd. 


... Makes Contacts When Your 
Salesman Isn't There 
... Helps Him SELL When He Is! 


“Many of the declines in business could have 
been prevented by efficient salesmanship,” re- 
ports Dun's. ONE proven way to make selling 
more efficient — to remind both customers and 
prospects of you and your products every hour 
of the day — is through an Executive Line Adver- 
tising Specialty or Business Gift. 

Every Executive Line item STAYS 
on a desk, or in a pocket, be- 
cause its recipient is sure to find 
it extra valuable, extra useful, 
extra long-lasting. An Executive 
Line Specialty, with your name, 
slogan or trademark on it, serves 
as both a good will ambassador 
and a tireless “second salesman.” 


UNUSUAL 
BILL CLIPS © LETTER OPENERS 
TAPE MEASURES © LIGHTERS 
NOVEL PAPERWEIGHTS © CALENDARS 
PEN SETS © POCKET KNIVES 
ASH TRAYS AND MANY OTHER ITEMS 


The EXECUTIVE LINE products are 
available from most good Advertis- 
ing Specialty firms or mail coupon 
TODAY attached to your letterhead. 


Triple Threat al *,. 
Letter Opener ga ae ifs 
No. 1102 . 

4 Stainiess Steel x | 

Handle — folding Ger eer 

8” ruler, a mm. * 

measure and a 

protractor. Back, 

a decimal equivalent 

table and reduction 

scale. Sample — 
$2.50 postpaid 


Pocket Slide 
Caliper No. 1045 P» 
Multiple use tool. 
18-8 Stainless Steel. 
Etched calibrations in 
inches and metric 
system and decimal! 
equivalent table. 
Genuine leather case. 


Sample—$2.50 pstpd. 


Executive Banu 
4 22 Year 
Calender Bill Clip Me. 510 


it's NOT just a Pocket 
Calendar, but an easy- 
teo-operaite calendar 
that is good for 22 
years, combined with a 
beautiful Bill Clip. 
Calender’s bileck en- 
ame! lettering deeply 
etched into the metce!, 
contrasts with the 
polished stainiess steel. 


Sompte~$. 50 pstnod. 











t The EXECUTIVE LINE, 136 W. 54 St., New York 19, MY. © 
* Send free catalog and prices. | am enclosing 
' $............ for following blank samples (checked). & 
' No. 300[] No.1102[] Ne. 1045] No. 510] : 
! os 
N pull ieanetiipenenensniialibastpisdinhininednsnsnmninen nusiieteiiesittesinns ° 

+ Name = : 
| Firm's Nome ° 
: Address alrncre etl : 
s City Zone State : 
See ee ee es mueeee ees cacdutenace eacand 
Mi-10-55 


THIS COUPON MUST BE ATTACHED TO LETTERHEAD 


OCTOBER 1955 ° Ti? 
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American Credit Insurance 


Valued Customer 


HIS is a case to illustrate the need for American Credit Insur- 
_ ance. even where prior experience seems to indicate no unusual 
risk. Whether your own business is larger or smaller than the one 


cited here, the same principle applies. 


The policyholder, a manufacturer doing a gross business in excess 
of 55 million dollars, was covered to a total of some 700 thousand 
dollars on a genera! coverage policy. A very old and valued customer, 
well rated and generally well regarded, desired a higher limit of 
credit than that provided by the policy on the basis of credit rating 
alone. Should the policyholder go along with the customer? Little 


if any risk seemed to threaten. Still.... 


The policyholder’s Credit Manager decided to refer the matter to 
his American Credit representative. As a result, a rider was issued, 
increasing the coverage to 150 thousand, and raising the total policy 
amount to 750 thousand dollars. Somewhat later, against all indica- 
tions, the account had to be filed as a past due item of more than 
196 thousand dollars. Despite all appearances, the old and valued 
customer was actually in trouble, with the policyholder the largest 


of a whole group of creditors. 


As a free service under the policy, American Credit represented 
the policyholder in a series of meetings with the debtor and his other 
creditors, and managed to collect $70,600. This amount was prorated 
between the total claim and the actual coverage, and the policy- 
holder also received a loss payment of $86,400.00, with no service 
charge for the item collected. Thus, through the considered action 
of its Credit Executive, the policyholder’s loss, by reason of this 
$157,000 total recovery, was reduced to a nominal figure, and there 


was no disastrous reduction of his working capital. 


Whether you are selling old and valued customers, or constantly 
expanding into new markets, you will find new assurance in all your 
dealings when you know that your accounts receivable are as well 
protected by insurance as your equipment, your goods in process 
and your inventory. For your copy of a new booklet: “Credit Insur- 
ance, its History and Functions,” write Department 50, First National 


Bank Building, Baltimore 2, Maryland. 


Indemnity Company 


AND 


The Case of the 


American Credit 


of New York 
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pare visual aids for training, and, 
of course, to illustrate its employee 
magazine, sales brochures, and tech- 
nical reports. 


Facts at your fingertips 


An unusually good selection of 
statistical data books, engineering 
reference tables, slide calculators, 
and glossaries has been published in 
recent months. Listed below are 
several you'll want to add to your 
collection. Unless otherwise noted, 
publications are free on letterhead 
request to sources indicated. 


Electrons on the production line 


Ordinarily, the high-powered machine 
shown here is considered a tool for pure 
research—and very special research at 
that. But it’s working right on the 
production line at Upjohn Company, 
Kalamazoo, Mich. Its job: sterilizing 
drugs after they're sealed in containers. 
The machine, a Van de Graaff acceler- 
ator made by High Voltage Engineer- 


3 Wie ~ kite . Sanaa 


Scientific and engineering ta- 
bles and data. Over 100 pages of 
tables, charts, and nomograms cov- 
ering everything from standard 
weights and measures and wire 
gages to air infiltration through 
windows and properties of plastic 
textile coatings. United States Test- 
ing Company, Hoboken, N.J. 
Chemical Statistics Handbook. 
Latest edition of the Manufacturing 
Chemists’ Association’s mammoth 
compendium of facts and figures. 
Price: $3. MCA, 1625 Eye Street, 
Washington 6, D.C. 

Continued on page 122 





ing Company, releases a high-speed 
stream of electrons (traveling at 175,000 
miles a second) that kills bacteria and 
other living organisms, yet does not 
heat the drugs or destroy their potency. 
The upper photograph shows trays of 
drugs moving past the electron beam. 
The lower photograph is an over-all 
view of the machine and its controls. 
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The case of Tank No. 82 is a typical 
one. A conventional coating failed. 
Rather than continue with costly short- 
lived maintenance, Colgate-Palmolive 
Company engineers undertook exten- 
sive testing of a wide variety of coatings. 

Coatings based on BAKELITE Brand 
Vinyl Resins proved superior in these 
tests and, consequently, were applied 
to the tank structure shown in the pho- 
tograph. That it will be a long time 
before further maintenance work is 


use coatings formulated with BAKELITE resins” 


~ 
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“Ucilon” Protective Coatings based on BAKELITE Vinyl Resins, used on this 
tank, are produced by United Caromium, Incorporated, New York 17, N. Y. 


specified...because of proven performance 





needed has been shown by case histo- 
ries over and over again. 

Coatings based on BAKELITE Resins 
are tough, durable, and tenacious. They 
resist acids, alkalies, salt air and water, 
temperature extremes, and rough serv- 
ice. They provide longer wear on metal 
and masonry surfaces, and long-term 
economy that is superior. Our booklet, 
“BAKELITE Resin Coatings for Industry” 
shows interesting applications. Write to 


Dept. GQ-42. 


Vinyl, Phenolic, Epoxy, and Styrene Resins for Coatings 





BAKELITE 


Vinyl Resins 





BAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation [ag 30 East 42nd Street, New York 17, N. Y. 
The term Bake ite and the Trefoil Symbol are registered trade-marks of UCC 
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Positive Protection for Swivel and Wheel Bearings 
wherever steam, dirt, chemicals, water are encountered 










SERIES 

900GS CASTER 
Cut-away to show 
grease sealed 
double ball bear- 
ing swivel. 












. LEAK-PROOF NEOPRENE 
RETAINER MOLDED 
AND VULCANIZED 
ON UPPER BEARING 
SWIVEL RACEWAY. 

PATENT PENDING. 


? 


THRUST BEARING 
GREASE RETAINER 
TIGHTLY FITTED AROUND 
FORMED, HARDENED 
RACEWAY. CAN BE 
EASILY REMOVED FOR 
CLEANING OR INSPECTION. 





Hlere’s a Caster so precisely sealed 
against live steam and sand blast, 
that pressures up to 80 lb. per sq. 
in. could not penetrate the race- 
ways. No lubricant dripped out. 
No sand got in. All of the original 
grease was intact and would con- 
tinue to lubricate the bearings 
indefinitely. 


CUTS MAINTENANCE 
and MAN-HOURS 


Neither water, dirt, chemicals or 
high temperatures affect the ma- 
neuverability of the Series 900GS 
Caster. A permanent film of grease, 
between the Neoprene vulcanized 
seal and top-plate, greatly reduces 
friction—accelerates swiveling— 
minimizes “down-time™ and plant 
interruptions. Write today for 
Bulletin 157-3G, no obligation. 
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NEOPRENE RING 
PERMANENTLY ATTACHED 
TO METAL WASHER AND 
PRESS FITTED INTO HUB. 





NEOPRENE 
HUB SEAL 







Heavy Neoprene 
sealis formed 
around metal wash- 
er to lock grease 
within roller becring. 






Washers with Neoprene ore 
press-fitied into hub. The Neo- 
prene cross section revecls 
areca provided to lock grease 
ogainst leckage ond to as- 
sure free running wheel. 


FAULTLESS CASTER CORPORATION 


EVANSVILLE 7, INDIANA 
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Industrial Engineering Termi- 
nology. Official ASME definitions 
of terms used in work measure- 
ment, wage incentive systems. It’s a 
50-page manual, covering more than 
500 terms. Price: $1.50. Order De- 


partment, American Society of Me- 
chanical Engineers, 29 West 39 


Street, New York 18, N.Y. 

Also recently published by the 
ASME: Glossary of terms in 
Nuclear Science and Technol- 
ogy, 189 pages. Price: $5. (Individ- 
ual sections, containing terms used 
in instrumentation, metallurgy, and 
so on, may be obtained at prices 
ranging from 60 cents to $2.50.) 


Steel terms and engineering 
data. Designed for users of cold 
finished steel bars, this 32-page data 
book defines terms used in alloying, 
heat treating, machining and test- 
ing; also includes hardenability 
charts, equilibrium diagrams. La- 
Salle Steel Company, Chicago 80, 
Ill. 


Industrial oven facts. Simplified 
diagrams of oven types, plus tables 
of specific heats of materials, steam 
pressures, and heat equivalents are 
included in this useful 20-page 


booklet, prepared by Michigan 
Oven Company, 415 Brainard, De- 
troit 1, Mich. 


Feed and speed calculator. Slide 
chart for selecting the proper car- 
bide cutting tool and figuring horse- 
power correction factor, includes 
comparison chart of carbide mate- 
rials supplied by ten different pro- 
ducers. Willey’s Carbide Tool Co., 
1340 West Vernor Highway, De- 
troit 1, Mich. 


Carloading calculator. Circular 
dial for selecting block pattern that 
will best protect cased goods dur- 
ing shipment. Also available: 
Freight interchange map of the 
United States. Both from Union 
Pacific Railroad, Omaha 2, Neb. 


Glossary of terms for fluid 
power. Eight types of accumula- 
tors and more than a dozen dif- 
ferent kinds of controls and valves, 
plus other terms commonly used in 
connection with hydraulic equip- 
ment, are described in this 12-page 
booklet. Price: 20 cents. National 
Fluid Power Assn., 1618 Orrington 
Ave., Evanston, Ill. 

Continued on page 124 
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LOOKING FOR INDUSTRIAL SITES? 


Let ‘‘Nick Plate’’ send you our detailed and accurate “‘Along 
the Line” surveys covering natural and agricultural resources, 
utilities, labor and other pertinent data relating to each specific 
location. Just tell us the area or type of location you are inter- 


ested in. Call or write: 


H. H. Hampton, NICKEL PLATE ROAD 
1407 Terminal Tower, Cleveland 1, Ohio 
Phone: MAin 1-9000 
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uniform 
temperatures 


Over 





areas now available to industry 


Here are the advantages of 


USKO 





moO Des Kk oN 


I 


N 


T Industrial Electric 
heating blankets: 


(Can they help your design or production problem?) 





USKON blankets are thin electrical heating units manufactured to standardized sizes. 


THESE BLANKETS CAN BE USED WHEREVER THERE’S A NEED FOR UNIFORM AREA 
HEATING AT TEMPERATURES OF 200 DEGREES OR LOWER, OVER LARGE AREAS. 


* Fabricators use these USKON Industrial blankets for laminating and forming plastic sheet to 
plywood or metal foundations for use as counter tops, table tops, wall surfacing, furniture and other 
products. 


The Refrigeration Industry uses USKON Industrial blankets as an icing preventative and water 
evaporator (after defrosting) in commercial cooling units. 


The Furniture Industry uses USKON blankets for rapid curing of glue lines and veneering of flush 
doors, instrument cases, radio and TV cabinets, desks, chair backs, seats and other wooden prod- 
ucts of flat or curved construction. 


The uses for USKON blankets seem to be endless. They are used for heating solids and liquids in 
the following applications: 


+ + 


Pipe heating for chemicals and liquids 
Mirror heating to prevent fogging in the home 
Heating of traffic mirrors in highway and bridge toll stations 
Drying of inks and paints 
Heating of oil and similar liquid storage tanks 
Helicopter propeller forming 
Food warming — counters and containers 
Storage battery heating in cold climates 
Deck and watch station heating aboard ship 


USKON blankets are less than 4” thick, weigh only 8 to 16 ounces per square foot. Highly flexible, 
they conform to simple curves of as little as 4%” radius. They give electrical heat, so no pipes or ducts are 
needed. Shockproof—the heating element is hermetically sealed—can be used under wet conditions. 
Automatic temperature control with external thermostat. Withstands pressures up to 50 pounds psi. 

USKON heating blankets may well be the answer to your design or production problem. Send us the 
details and one of our engineers will analyze them to see if USKON blankets are the economical solu- 
tion. Write address below. 


Product of 


UNITED STATES RUBBER COMPANY 


USKON HEATING MATERIALS + ROCKEFELLER CENTER + NEW YORK 20, N.Y. 
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TO STIMULATE SALES 


TO SPEED JOB 
TRAINING 


/ 10 MAKE MORE 
EFFECTIVE 
PRESENTATIONS — 
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SOUND PROJECTOR 


For the kind of audience impact and response you 
expect from your expensive sound film, just look and 
listen—as an RCA 400 puts your story across! 


While ruggedly built, the RCA 400 is compact, light in 
weight, easy to carry. Its pictures are brilliant... the 
sound crisp and clear. Controls are centralized and 
mounted directly in front of the operator. The simple 
easy-to-operate design of both the visual and sound 
mechanisms gives the non-technical operator complete 
confidence in his ability quickly to put on show after 
show without a hitch. Ask your RCA Audio-Visual 
dealer for a convincing demonstration of the 400 at your 
convenience. It’s the projector you'll want to own 
and use! 


For a recent brochure on the RCA 400 line of 16mm Sound 
Projectors just check and send coupon on opposite page. 


AUDIO-VISUAL PRODUCTS 


RADIO CORPORATION of AMERICA 


ENGINEERING PRODUCTS DIVISION CAMDEN, N.J. 
® in Canada: RCA VICTOR Company Limited, Montreal 
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Building on Air 


Auto Company’s Teracruzer, first 
vehicle specifically designed to use 
Goodyear’s bolster-like Rolligons, 


You can set up auxiliary build- 
ings in a few hours, provide better 
cushioning for a variety of prod- 


ucts, and travel faster over rough ___ low pressure pneumatic tire bags. ; : 
terrain ... if you put air to work Coming down from the sky 
in the right way. (right) is a magnesium pallet 
Pneumatic cushions are nothing equipped with Firestone Aero- 
new, of course. The standard tire Pallet Cushions. These | barrel- 
is itself an air pillow. But air power shaped units fill themselves auto- 
and air cushioning still offer new matically as the load is released 
solutions to old problems, as the from a plane; and then decompress 
examples here show. after landing (a cork-like plug pops 
On the opposite page (bottom out on impact and slowly lets the 
photograph) is Four Wheel Drive air out.) According to Firestone, 

a ‘ 
Plastic pillows are new-type building block designed at University of 
Illinois. Here, inventors show small-scale model. For commercial use, bricks 
would be about three feet on a side, four inches thick when inflated. 
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Air-supported domes, developed for the armed forces and now in regular 


use at military bases, may well find industrial jobs as storage or aux- 
iliary buildings. They are light in weight, need no structural support. 
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ten such cushions will support loads 
up to 25,000 pounds. 

Air-supported structures like the 
radome pictured below have been 
the subject of a good deal of re- 
search in the past few years. Now, 
Cornell Aeronautical Laboratory 
reports, they’re ready to go to work 
as roots for industrial buildings, or 
as complete storage structures. As 
Walter W. Bird of CAL points out, 
air-supported structures offer an 
atmosphere that can be readily con- 
trolled, making it easy to maintain 
a given humidity or to confine pre- 
servative gases. 

The “pneumatic bricks” (left), 
invented by Professor A. C. Rich- 
Barrel-shaped air cushions, at- ardson of the University of Illinois 


tached to magnesium pallet, fill Bel RR ar Bsged': 
themselves, help land heavy loads. and Air Force Major G. W. Mc- 





Cauley, are suggested as building 
blocks for all sorts of structures. If 
such tough new plastic films as 
Mylar were used, Richardson and 
McCauley believe, the material 
could be extremely thin. Pressure 
need not exceed two pounds. 

What would happen if the air 
pressure failed on an air-supported 
structure, or if a pneumatic brick 
were putctured? 

Bird says that the amount of air 
contained in an air-supported struc- 
ture is so great in comparison to its 
weight that it would settle very 
slowly if the pressure failed. There 
would be plenty of time to bring in 
auxiliary equipment. 

As to the bricks, while they would 
be connected for inflation, auto- 





matic valves could isolate any dam- 


[ aged units as soon as the pressure 
After impact, cushions deflate auto- started to drop, and the others 
matically, let truck sink gently to would hold the structure up until 
ground. Firestone makes them. a patch could be applied. 





Cylindrical Rolligon low pressure tire bags, specifically designed by 
Goodyear for rough terrain, can be inflated or deflated en route, let Tera- 
cruzer glide smoothly over rocks and ruts though it has no springs. 
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TO GET THINGS DONE... 
TO INCREASE EFFICIENCY... 


TO IMPROVE EMPLOYE 
MORALE... 








can’t be all over the plant at once, 
but you can send your presence any- 
where, any time, with the speed of electricity. RCA’s Full-Function- 
ing Industrial Sound System establishes a dynamic, plant-wide 
communications network that provides the immediacy and 
authority of the spoken word. Announcements, personal or 
departmental instructions, immediate information wanted, locat- 
ing individuals, are accomplished without time lag... stream- 
lining administrative activities and improving employe efficiency. 


Many dollar-wise firms have specified RCA Sound with fuil 
assurance that they will get a system custom-tailored to meet 
their plant’s requirements—one that channels verbal messages 
and work-music at exactly the right sound level throughout the 
plant and offices. Furthermore, the standard interchangeable 
RCA components permit great flexibility, easier expansion 
later on. You'll find that installation is easy, quick ... and cost 
is surprisingly low. RCA’s new booklet, “Sound in Industry,” 
will bring you interesting data on why sound can be one of 
your most profitable investments. 
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| Radio Corporation of America | 
Dept. X-270, Building 15-1, Camden, N. J. | 
| Please send me free your new RCA booklet on sound—'‘‘ Sound in Industry." 7 
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SOUND PRODUCTS 


@ In Canada: RCA VICTOR Company Limited, Montreal 
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Chase Manhattan Check Clearing 
beats the clock! 


AT 3:30 A. M. an incoming plane lands at LaGuardia Field. Mail is quickly 


up by a carrier service. 





BY 4:30 remittance letters are speeding 
across the Triboro Bridge headed for the 


New York Clearing House—just around 
the corner from Chase Manhattan head- 


quarters. 





wa. we 

10 MINUTES LATER agile fingers and 

* high-speed machines are clearing incom- 
ing checks. Carefully trained, highly 
efficient Chase Manhattan people work 
three shifts around the clock. 
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unloaded, rushed down runways to airport post office for sorting and picking 


AT 5:20 Chase Manhattan messengers pick 
* up correspondent bank remittance letters at 
the Clearing House, rush them to Chase 
Manhattan’s waiting nightworkers for 


processing. 
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JUST AFTER 6:00 A.M. Chase Manhattan 
* correspondent checks are completely proc- 
essed and ready to be delivered to member 
banks at the New York Clearing House or 
shipped out of town. 








D 


Pictures show fast collection 
features .. . minute-by- minute 
movement of incoming remit- 
tance letters 


Top-speed check clearing is one of 
the most important services The 
Chase Manhattan Bank performs 
for its correspondents. 

As these on-the-spot illustrations 
of just one of many daily collections 
show, float time is practically nil. 

Twenty-four-hour clearing serv- 
ice, backed by experienced person- 
nel working with efficient business 
machines, makes this fast collection 
feature possible. 

If you are not already acquainted 
with Chase Manhattan’s Check 
Clearing Service, we invite your 
inquiry. 

Write to 18 Pine Street, New 
York 15, for full information about 
our Check Clearing Service—an- 
other good example of why it pays to 
do business with Chase Manhattan. 


THE 


CHASE 


ANHATTAN 
BANK 


(MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION) 
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Film is wound into mill type rolls for rewind:ng and 


many testing and checking tools in constant use. 
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Adaptions of equipment common to other industries 
had to be done. These rewinding and slitting units 
have their originals in the paper and tape industry. 


mm: Or DE KN rN DB UTs 
















cutting. Thickness gage in foreground is one of the 
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by rollers into position for deflation. 


Saran powder, fed into extruders, emerges in 
molten “bubble” form which ts stretched by 
injection of compressed air. The bubble, about 


80 inches diameter and one mil thick, ts guided 










A MODERN PRODUCT 


Efficiency and smooth production are found here, 


providin g ideas for adoption by other industries 


JOHN DREXLER 


ik Midland, Michigan, The Dow Chemical Company has converted 
a former magnesium rolling mill into a sparkling new plant for the production of their 
plastic wrapping film, Saran Wrap. In the three-story structure, Dow has a produc- 
tion capacity of over 5 million rolls per month—will utilize machines and men at top 
efhciency with up-to-date equipment and maintenance methods. 

Cleanliness and safety are taken care of in many ways, starting right at floor level. 
Magnesium oxychloride is used to provide a safe, sound-absorbent, easy-to-clean 
floor in all production and shop areas, washrooms, and lunchrooms; cement block and 
brick dividing walls are finished with a new cement enamel, also easily cleaned; a 
70-degree temperature is maintained at all times. 

In materials handling (see September, page 75), Midland sets a good example. 
Conveyors of all types are used wherever possible and manual handling is reduced 
to a minimum. Power belts, gravity rollers, gravity skate wheels, power rollers, over- 
head cables, telescopic booms, electric trucks, and elevators—all are utilized. 

Efficiency is also the keynote of shipment control. Carrying ample inventory, the 
plant can process an order the same day it is received through the use of an in-plant 
teletype system. The equipment produces all paper work in a single operation, also 
provides cut stencils for use with the labeling devices. 

Other modern production advantages are found in the lighting, quality control, 
refrigeration, dehumidification, warehousing, and processing equipment. Because of 
the film’s characteristics, special machines had to be developed or adapted for the 
various phases of production. The product had its origin in World War II when, in a 
thicker, more opaque version, it was used to package precision equipment. 


Turn the page for more photos 
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New luminous-type lighting is used wherever film Metal guards provide protection for employees from dangerous Thinness of film and surface charge of static electricity 
is Visible; in production, conversion, and rewinding moving parts. Here, paper cores are fed from overhead hop- means careful handling in packaging. This machine 


areas. Overhead cable conveyor ts one of many types. pers, film at other side. Machine also embosses leading edge. opens boxes, inserts and positions rolls, and seals ends. 


rSeee ado! 
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ROTKIN, P. . I. PHOTOGRAPH 


Aisles and machines are kept clear and clean at Midland. Cartons. packed at auto- At the end of a 600-foot power belt conveyor, cartons are loaded into freight car. 
matic feed stations, are being glued ‘top and bottom in this picture. From here Siding is enclosed, will handle largest size box car. Trailers are loaded at other 


they will be sent to inventory stock or diverted to proper loading platform. _ platiorms with aid of telescopic boom allowing operator freedom, fingertip control. 
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Only STEEL can do so many jobs so well 





The Bambino Was Here. his is Yankee 
Stadium, home park of the late Babe Ruth, 
the “King of Swat.”’ The patrons are protected 
from misthrows and foul balls by a USS 
Welded Wire Fabric Screen made from thin, 
strong wire that does not impair the view. USS 
Tiger Brand Wire Rope holds the fabric up. 











It Goes In There. This junkyard baling press 
gobbles up two cars or one truck at a time, 
and squeezes them into a tight bale of scrap 
steel. 





And Comes Out Here. The cars are now less 


than a cubic yard of steel scrap. It’s the largest 
such press in the world, and uses 197 tons of 
USS Steel Plates. 


They Pamper Jet Engines. Military aircraft 
engines are shipped and stored all over the 
world in USS Cor-TEN Steel containers. This 
steel is 50% stronger than ordinary steel, and 
it has 4 to 6 times the corrosion resistance. The 
containers are kept under pressure, and the 
air inside is dehydrated to prevent moisture 
and corrosion. 





This trade - mark is your guide to quality steel 


SEE THE UNITED STATES STEEL HOUR. It’s a full-hour 
TV program presented every other week by United 
States Steel. Consult your local newspaper for time 
and station. 


For further information on any product mentioned in this advertisement, write United States Steel, 525 William Penn Place, Pittsburgh, Pa. 





AMERICAN BRIDGE . . AMERICAN STEEL & WIRE and CYCLONE FENCE . . COLUMBIA-GENEVA STEEL . . CONSOLIDATED WESTERN STEEL . . GERRARD STEEL STRAPPING . . NATIONAL TUBE 
Oil WELL SUPPLY . . TENNESSEE COAL & IRON . . UNITED STATES STEEL PRODUCTS . . UNITED STATES STEEL SUPPLY . . Divisions of UMITED STATES STEEL CORPORATION, PITTSBURGH 
UNITED STATES STEEL HOMES, INC. * UNION SUPPLY COMPANY * UNITED STATES STEEL EXPORT COMPANY * UNIVERSAL ATLAS CEMENT COMPANY $-2037 
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| Could Kick Myself! 


“Yes sir. When I think of the money 
we could have been saving the 
past few years, I could kick my- 
self. One day the Detrex man 
pointed out that metal cleaning 
and surface preparation accounted 
for % to % of all operations per- 
formed in the average metalwork- 
ing plant. That started the gears in 
motion, and after checking, I was 
quite surprised to find that over 
25% of our operations were of 
that type. Sure, I knew that we 
had some metal cleaning opera- 
tions here and there in our plant, 
but I never realized the extent of 
the overall operation until we ac- 
tually made a survey. 


“As a result, savings that ap- 
peared insignificant from an in- 
dividual basis, became very im- 
portant from the overall stand- 
point. It certainly changed my 
thinking regarding chemicals and 
equipment for metal cleaning and 
surface preparation. 

“Take for instance degreasing 
equipment. I asked the Detrex man 
to look over our metal cleaning 








Dept. 304 © Box 501, Detroit 32, Mich. 
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operations to see what could be 
done to improve our operation and 
cut costs. The result—we now 
are using the Detrex Soniclean 
Process. We always had difficulty 
getting certain parts really clean 
because of their shape and con- 
tour. Now we clean them by using 
sound waves. No matter how in- 
accessible certain spots are, the 
Soniclean process cleans them 
thoroughly. 


“I suppose I’m not the only man 
that wasn't too impressed with the 
importance of metal cleaning from 
the overall operational standpoint. 


Perhaps you're like me. Maybe 


you ve never taken a good look at 
the importance of these operations 
in your plant. If so, you'll be sur- 
prised at the total number of op- 
erations involved and the extent 
to which savings can be realized. 

“It isn't going to cost you a thing 
to let the Detrex man make the 
same survey in your plant. The 
results will speak for themselves. 
You have everything to gain and 
nothing to lose. Give him a crack 
at it today.” 


Seruice with a Saving! 


DEGREASERS © DEGREASING SOLVENTS © WASHERS 
ALKAL! & EMULSION CLEANERS © DRYCLEANING 
EQUIPMENT © PHOSPHATE COATING PROCESSES 








AN OUTLOOK ON MERGERS 


Continued from page 47 


the only forces underlying acquisi- 
tions. The report lists such other 
factors as: (1) inability of smaller 
companies to command adequate 
financial resources for expansion 
and modernization: (2) 
cash in the hands of acquiring com- 
panies; (3) aging owners wanting 
to retire or adjust their estates; (4) 


surplus 


tax savings under provisions of the 
Internal Revenue Act 
more favorable rates on capital 
gains, tax free exchanges of stock, 
and tax advantages from carrying 
forward past operating losses as 
credits against future earnings. 
Case studies, the report reveals, 
indicate that when a manufacturer 
desires to expand his capacity, his 


granting 


frst decision must be whether to 
build or buy. If he builds he creates 
additional capacity and competi- 
tion; if he buys he reaps not only 
the advantage of increasing his ca- 
pacity but acquires the market pre- 
viously served by a competitor. 
“The analysis,” the report says, 
“of the economic forces discernible 
in acquisitions indicates that 
where satisfactory existing facilities 
are available for purchase at a price 
even approximating their new con- 
struction cost, the balance is strong- 
ly weighed in favor of purchase.” 
Competitive considerations, the 
report continues, are especially iim- 
portant if a manufacturer is diver- 
sifying into new products, supply- 
markets with existing 
existing 


ing new 
products, or supplying 
markets where he sells at a freight 
rate handicap. They also apply if 
the proposed expansion is vertical 
in nature, such as increasing capac- 
ity to produce raw materials, sup- 
plying the manufacturer with com- 
ponent parts, or expanding his op- 
erations to produce and distribute 
end products. 

Listed as examples of acquisi- 
tions offering quick economies of 
scale, diversification, and _ stability 
in both production and distribution 
without competitive struggle were 
the following: 

Consolidated Foods’ integration 
and diversification in the produc- 
tion and wholesale distribution of 
food products; 

Avco Manufacturing Company’s 
addition of a wide variety of house- 
hold appliances and farm equip- 
ment to its previous lines; 
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Burlington Mills’ expansion over 
the years from a company engaged 
exclusively in manufacturing rayon 
textiles to the manufacturing and 
marketing of yarns and_ fabrics 
made of synthetic fibers, cotton, 
wool, and mixtures of synthetic and 
natural fibers. 

The report said that in discus- 
sions with FTC staff 


both acquiring and acquired com- 


members. 


panies have pointed out that tax 
savings are a frequent factor in ac- 
quisitions. The report then referred 
to the recent merger of Willys- 
Overland and Kaiser-Frazer in the 
automobile field. “Willys-Over- 
land,” the report noted, “in becom- 
ing the earning asset in the merger, 
obtained Kaiser-Frazer’s past losses 
for tax credits against its future 
earnings.” 

“This is not to imply, of course. 
that tax incentives have inspired 
the relatively large number of 
mergers in the automobile indus- 
try, the report continued. “The 
Nash-Hudson, Kaiser-Willys, and 
Studebaker-Packard mergers have 
anti-trust 


posed a dilemma _ for 
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Lhe AUTHOR 





Epwarp F. Howrey was confirmed by thx 
Senate as Commissioner of the Federal Trad« 
Commission on March 23, 1953; took ofhic: 
April 1, 1953. Educated at the University of 
Jowa and George Washington University, h« 
is a member of the law firm, Sanders, Gravelle, 
Whitlock, and Howrey, of Washington, D.C. 
His Government service also includes the 
period 1927-1929 with the Department of 
Justice in their anti-trust investigation of the 
motion picture industry. 

Mr. Howrey is a member of several state bar 
associations, the American Bar Association, 
and the Academy of Political Science. 
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agencies; namely, is the public in- 
terest best served by permitting the 
independents to merge and thereby 
to strengthen their competitive po- 
sitions, or by attempting to force 
them to continue to compete inde- 
pendently with the three dominant 
companies at the risk of possible 
eventual disappearance of at least 
some of them through total with- 
drawal or bankruptcy? This dilem- 
ma was in fact resolved in favor of 
permitting them to merge, thereby 


and 
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increasing the combined companies’ 
ability to compete with the Big 
Three.” 

The rest of the report analyzes 
the 1950 Act, and explores the uses 
and limits of economic information 
in determining the probable com- 
petitive consequences of acquisi- 
tions and mergers. 


Pertinent Facts 


Among the necessary facts to be 
considered in evaluating probable 
consequences are: (1) the charac- 
ter of the acquiring and the ac- 
quired companies; (2) the charac- 
ter of the markets affected; and 
(3) changes in the acquiring com- 
pany and in the adjustment of other 
companies in these markets. 

An acquisition which reduces the 
opportunity or incentive of sellers 
or buyers to enter new markets, to 
experiment with new channels of 
distribution, or to exercise choice 
among products and prices, may 
substantially lessen competition. 

“All of such facts cannot and 
need not be investigated in each 
case,” the report observes. “Only 
those facts which are relevant in 
particular market contexts, and can 
be obtained at reasonable cost, 
should become a part of the record. 
In certain cases the facts that can be 
obtained at reasonable cost may 
leave gaps in the information that 
would be helpful in reaching great- 
er certainty as to the competitive 
consequences of an acquisition. 
While suficient data to support a 
conclusion is required, sufficient 
data to provide certainty as to com- 
petitive consequences would nullify 
the words, ‘where the effect may be’ 

















“All right, Dillingham, 


mw: PS 2. NY EN 


in the Clayton Act and convert 
them into ‘where the effect is.’” 

After pointing out problems in- 
volved in the use of market infor- 
mation as legal evidence—including 
the need to protect third parties 
from disclosure of confidential 
formation—the report says: 

“Although the use of market in- 
formation in the administration of 
Section 7 of the Clayton Act raises 
special problems, refusal to use such 
information will not solve these 
problems. Conciusions concerning 
the competitive consequences of 
particular acquisitions cannot be 
reached on the basis of rule-of- 
thumb, they must be reached on 
the basis of the market facts rele- 
vant for an understanding of such 
consequences.” 

The expansive range of present 
antimerger activity—Federal Trade 
Commission complaints, court 
cases instituted by the Department 
of Justice, and economic studies— 
offers business men, respectful of 
anti-trust prohibitions, some in- 
sight to future prospects, Govern- 
ment in 1955 recognizes that re- 
sponsible regulation lies in a mid- 
dle ground between indiscriminate 
‘ondemnation of all mergers and 
indifference to the real competitive 
hazards of some mergers. Mergers 
can only be assessed in competitive 
context, on a_ case-by-case basis. 
Certainly those mergers which 
transgress anti-trust boundaries will 
be vigorously challenged. But dy- 
namic enterprise, operating within 
lawful limits, remains America’s 
great strength. There is no occasion 
yet to fear irresponsible govern- 
mental harassment. 


I'll take the peashooter.” 
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A Medium-Sized:Plant Sets Big-Time Production Standards 
ENGINEERING MAKES THE DIFFERENCE! 
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GEORGE SALL METALS COMPANY, UN¢ 
PHILADELPHIA, PA 
THE KULJIAN CORPORATION, DESIGNERS AND CONSTRUCTORS 


Completely new and streamlined throughout, the George Sall Metals 
plant typifies the look-ahead planning of progressive company manage- 
ment. Advanced design and engineering features, including “‘automatic”’ 
processing of scrap metal, now make this plant unique in the field of 
metallurgy. It is the only new secondary smelting plant east of the 
Mississippi to offer users of non-ferrous metals a single source of supply 
for every alloy in which aluminum, copper, tin, nickel, lead, zinc, 


antimony, and silicon are used. 


The design, procurement, and construction services were performed by 
The Kuljian Corporation ona ‘“Turn-Key”’ basis—combining all respon- 


sibilities in a single contract to save time... cut costs for our client. 


Regardless of the size, type or location of your next project, we welcome 
the opportunity to work with you—from the earliest planning stage to 
initial operation of your finished plant. Why not call or write us today? 


THE GEO. SALL STORY IS 
AVAILABLE ON REQUEST 








hee hulji an loyowlion 


engineers - constructors 
Ca 1200 North Broad Street * Philadeiphia 21, Penna. 


BRANCH OFFICES THROUGHOUT THE WORLD 
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Puts your business 
on a cash basis 


If you are a manufacturer or a 
wholesaler with annual or potential 
sales of $1,000,000 or more you can 
profitably use our kind of banking 
service to provide increased working 
capital without increased indebtedness 
or dilution of profits. 

Why not investigate this modern 
approach to your money problems and 
learn how you can put your business 
on an all-cash basis, with wider 
opportunities for sales and profits. 

More than four hundred companies 
in various industries are now profitably 


using our banking services. 














Textile Banking Co., Ine. 


Providing operational financing for manufacturers and distributors 
of furniture, apparel, elecironics, plastics and textiles. 


55 Madison Avenue, New York 10, N. Y. 
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EMPLOYER 
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WHAT’S LABOR’S NEXT DEMAND: 


Plant-Wide Pensions First, Then Guaranteed Wages— 
Next the Shorter Week 


W HEN organized la- 
bor won its demand for industry- 
paid pension programs a few years 
ago in negotiation with the top steel 
and auto companies, this manage- 
ment filter 
down to employees of smaller com- 


concession began to 
panies gradually, but steadily. As 
for the guaranteed-wage or sup- 
plemental—unemployment-pay de- 
mands—granted by large automo- 
tive concerns and a_ few other 
companies—it is not certain yet that 
the “pattern” will be adopted in all 
industries or in all contracts. Some 
managements have already found 
offers that the unions prefer to the 
promise of greater unemployment 
compensation some day in_ the 
future. 

But already, among the men who 
have to negotiate for large corpora- 


tions, the question is seriously dis- 
cussed, “What will be the unions’ 
next serious demand?” 

The consensus is that it will be 
the shorter work-week—at the same 
pay as is now paid for a 40-hour 
week. One man, whose job is keep- 
ing local managements informed 
on what bargaining is being done 
on a national, company-wide basis, 
and what demands seem likely to 
be raised in the near future, had 
this to say last month: 

“They (the United Steel Work- 
ers—CIO, in this case) 
grinned when they mentioned the 
30-hour week this year. But I think 


sort of 


they will press for it seriously 
1956.” 

Challenged on this point of view, 
he set 1944 as the year when the 
Steel Workers “ 


seriously” put forth 


a demand for supplemental unem- 
ployed pay or, as thev called it then, 
This 


was the year the union asked the 


the guaranteed annual wage. 


Federal Government to order the 
wage. It was eleven 
Automo- 


guaranteed 
years before the United 
bile Workers won a concession from 
the leading auto manufacturers. 
This management negotiator said 
he expects it will take less time for 
the union to advance from project- 
ing the shorter work week from a 
bargaining suggestion to a hard 
bargaining demand. 

His personal expectation was that 
employers who can absorb the ter- 
rific differential in hourly pay—be- 
cause they can save by operating 
machinery 24 hours a day—will 
concede, when the demand becomes 
the union’s No. 1 bargaining point. 





Picking up an Easy $225 
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By substituting a humble toothpick for a screwdriver in 
adjusting small electrical coils used in radar equipment, 
left) eliminated breakage, won a $225 sug- 
gestion system award, and pushed the total of General 
Electric Company's awards to employees past $6 million. 
At right, he’s with E. §S. Willis, employee benefit con- 
sultant at G-E’s electronics plant at Utica, N. Y. 
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leadership in 
window design 
and construction— 





the result of over 
35 years of pioneering 


in wood window design 


The confidence of customers is earned, 
and can be retained only through 
consistently good performance and 
service. We have merited this 
confidence for more than 35 yeors 
by producing windows that represent 
the finest for beauty, construction, 


performance and ease-of-installation. 
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WOOD AWNING WINDOWS 
* EASY TO LOCK! 
¢ Nothing to adjust 


¢ Nothing to get out of adjustment 
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Casement Homesteoder 


For your nearest distributor 
and free informative 


literature write te 


WOODCO CORPORATION 
Formerly General Woodcraft Co., Inc. 
North Bergen, N. J. 
Branches: Schenectady 3, N. Y.; Lowell, Mass. 
Factories: Miami 47, Fla.; Raadolph, Wisc. 
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Geared to P.T.0.-Baile 


UP TO 12 TONS 
AN HOUR 
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That’s a lot of hay, no matter how you bale it. Yet New Holland’s 
new “Super 77” power take-off baler for 3-plow tractors is as easy 
to operate as any engine powered baler. 


Ordinarily, high-speed baling involves punishing shock loads 
throughout the take-off system. But with the special gear-box and 
over-running clutch designed by Borg-Warner’s Warner Automotive 
Parts Division, the “Super 77” P.T.O. clicks off the bales smoothly, 
effortlessly. The farmer has complete control of the entire baling 
operation. And he can safely shift tractor gears at will to synchronize 
ground speed with baling speed for continuous high capacity. 

Rugged, efficient Warner Automotive gear-box assemblies, in- 
dividually designed, fit a wide variety of argricultural needs—in com- 
bines, corn pickers, rotary cutters, post hole diggers, spreaders. 

Behind these—and all Borg-Warner products—you’ll always find 
B-W engineering at your service in typical “design it better—make 
it better” tradition. 


B=-W) encinecrinc maxes it wore B=W propuction makes IT AVAILABLE 


Almost every American benefits every day 


from the 185 products made by Bore - VARNER 


ENGINEERING | 


THESE UNITS FORM BORG-WARNER, Executive Offices, 310 S. Michigan Ave.,Chicago. 
DIVISIONS: ATKINS SAW « BORG & BECK « CALUMET STEEL « DETROIT GEAR ¢ FRANKLIN 
STEEL « HYDRALINE PRODUCTS « INGERSOLL CONDITIONED AIR « INGERSOLL KALAMAZOO 
INGERSOLL PRODUCTS « INGERSOLL STEEL « LONG MANUFACTURING « MARBON CHEMICAL 
MARVEL-SCHEBLER PRODUCTS ¢ MECHANICS UNIVERSAL JOINT « NORGE « PESCO PRODUCTS 
ROCKFORD CLUTCH «© SPRING DIVISION e¢ WARNER AUTOMOTIVE PARTS « WARNER GEAR 
WOOSTER DIVISION » SUBSIDIARIES: BORG-WARNER ACCEPTANCE CORP. « BORG-WARNER 
INTERNATIONAL ¢ BORG-WARNER, LTD. ¢ BORG-WARNER SERVICE PARTS « LONG MFG., LTD. 
MORSE CHAIN « MORSE CHAIN OF CANADA, LTD. e REFLECTAL CORP. ¢ WARNER GEAR, LTD. 
~ WAUSAU MFG. CO. ¢ WESTON HYDRAULICS, LTD. 
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Accident Monster Dramatizes Safety Program 


Power of co-operative effort to a 
single goal was demonstrated for 
7,500 employees of Jersey Central 
Railroad when the two-inch-square 
stubs of safety pledges they were 
asked to sign blotted out a bill- 
board-size “‘Accident Monster’’ 


(above) which was moved from 
point to point on the lines. At vari- 
ous stops, darts were thrown at 
board and men whose stubs were 
hit won pair of safety shoes. At 
trip's end, 30 darts picked winners 
of $25 defense bonds. 





Others, he thinks, will follow, in 
ragged fashion if and when they 
can—always assuming that the eco- 
nomic situation remains good. 
One problem that only time will 
give the solution to is that the 
unions’ desire for the shorter work- 
week will increase as the economy 
droops and jobs become scarce; in- 
dustry’s willingness to give in and 
grant equal pay for shorter hours 
will harden with a slump, increase 
only in a continuing good market. 
In any case, it may be well for 
management now to canvass the ef- 
fects of such short-time proposals 
in order to be able to meet them 
adequately, as it was not prepared 
to meet the pension demand but 
was, to a considerable degree, able 
to counter on guaranteed wages. 


Six NAMH Newsletters 
Ease Way to Retirement 


An upsurge of retirement pro- 
grams, most of them setting com- 
pulsory retirement at age 65, has 
confronted industrial management 
with a complex problem: 

1. Many men and women are 
well able to work effectively past 
that age. 

2. Many resent and fight against 
compulsory retirement, in the case 
of hourly-paid employees, through 
their unions. 

3. Even where no such problems 
present themselves, there is some- 
times a difficult human problem in 
putting out to pasture people who 
are not prepared for the sharp 


Dp Ye Ne = Ss 


Ruki V8 2 Ow 


change in their manner of living. 

The first problem can only be 
met by adopting some form of flex- 
ible retirement requirements, if the 
company considers such action to be 
to its benefit. But the remaining 
two problems can be met, to a con- 
siderable extent, by long-range plan- 
ning and preparation of middle- 
aged employees for the situation 
that will face them fifteen to twenty 
years hence. 

To aid industry in this respect, 
the National Association for Mental 
Health, 1790 Broadway, New York 
19, N. Y., has prepared six newslet- 
ters, “Notes For After Fifty,” which 
give timely suggestions to the mid- 
dle-aged employee as to how to pre- 
pare himself for happy and success- 
ful retirement. 


In Brief 


@ An up-to-date bibliography on 
the Guaranteed Annual Wage and 
its variations is available from the 
Business Information Bureau of the 
Cleveland Public Library, Cleve- 
land, Ohio, 20 cents. Address Rose 
L. Vormelker, Head, Business In- 
formation Bureau. 


®@ Business men who know only 
what the daily papers have said 
about the Ford supplemental un- 
employment compensation plan will 
find useful “An Analysis of the 
Ford Type Plan,” published by the 
National Association of Manufac- 
turers, 2 East 48th Street, New 
York 17, N. Y. 25 cents 
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The MACKINAC BRIDGE 
-~will make Outstate Michigan 


an even better place 
to WORK or PLAY 
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Under construction at the Straits of Mackinac is a great bridge 





uniting the Lower and Upper Peninsulas of Michigan. 

It will be one of the world’s longest bridges, with a center span 
of three-quarters of a mile and an over-all length of almost five 
miles. Completion is scheduled for the autumn of 1957. 

The bridge will speed tourist and truck traffic across the Straits 
and make Outstate Michigan an even better place to work or play. 

Outstate Michigan has many advantages as an industrial loca- 
tion ... skilled manpower, central location, unequalled supply of 
fresh water, a favorable climate. It’s the place to build your new 
manufacturing plant. 


D ) FOR DATA ON PLANT LOCATIONS TO FIT YOUR REQUIREMENTS 
CONTACT OUR INDUSTRIAL DEVELOPMENT DEPARTMENT 








/ER COMPANY 
KSON, MICHIGAN | 
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VACUUM CLEANER 


Loosening and removing 
scale from a large weld- 
ment after heat treating. 


Removing oil and chips 
from machined casting. 


cuts production cleaning time IN HALF 


at BALDWIN-LIMA-HAMILTON corporation 


At the Baldwin-Lima-Hamilton Corp. plant in Philadelphia, 
cleaning of chips, rust and oil is a big problem. The large castings 
and weldments they use in the manufacture of locomotives and 
diesel engines have to be carefully cleaned after machining to 
assure proper assembly and painting. 

Previously they had used a wire brush and an air hose, but 
this caused cuttings and rust to fall on other finished work. 

Then they installed ‘“Tornado cleaning.”’ With the powerful 
suction of their Tornado “Jumbo” (325 m.p.h. suction speeds) 
all oil, chips and rust are quickly picked up and deposited in a 
55 gallon drum—cuts cleaning time in half. ° 

The Tornado Jumbo conversion fits any standard 55 gallon 
drum and can be quickly moved from drum to drum as they are 
filled. 

Tornado supplies a complete line of industrial cleaning equip- 
ment for every need. Write for an “‘in your plant’’ demonstration. 


WRITE FOR TORNADO JUMBO CONVERSION 
BULLETIN 694 TODAY 


OREWER 'NECTRIC MFG. CO. 


5106 NORTH RAVENSWOOD AVENUE « CHICAGO 40, ILLINOIS 
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PLEASURE, PROFITS, AND PASSPORTS 


Continued from page 49 


Here is a suggested clothing list 
for the above trip: Two winter and 
two summer suits—have one of 
each a dark color for evening wear; 
a dozen shirts—-laundry service in 
most European hotels is fast and 
efficient, as I suggested at the begin- 
ning of this article; one washable 
bathrobe, two pairs of pajamas. As 
for underclothes, socks, and hand- 
kerchiefs, many experienced travel- 
ers purchase these locally—to save 
weight on the overseas flight. Ny- 
lon shirts and shorts are a personal 
preference. They will help consid- 
erably in cutting down your bag- 
gage weight. 

But you are not a tourist. You 
will be working all day. You will 
be entertained very often in the 
evenings. You may not want to be 
bothered with the mundane task of 
washing clothes! Take two pair of 
one pair, the sturdy brogue 





shoes 
type for walking—and the other, 
black, for evening wear. You prob- 
ably will not need a tuxedo for 
European travel, It is sometimes ad- 
visable to have one for the Latin 
American run, particularly if you 
are travelling for any length of 
time. Entertainment tends to be 
very formal south of the border. 

What business accessories will 
you need? Try six or seven low- 
priced ball-point pens. If you feel 
the need for making notes, a pock- 
et-sized ringed notebook will do 
the trick. (Pages will come out 
easily for mailing to the home 
office.) Will you be sending many 
reports back? If you have poor 
handwriting, one of the lightweight 
portable typewriters may solve this 
problem. One Swiss make is quite 
compact, sturdy, and weighs only 
seven or eight pounds. 

You may run into trouble if you 
carry your own portable dictating 
equipment. It probably will not 
work on European electric current. 
As a matter of fact, some of the 
popular U. S. makes can be rented 
from local distributors. 

I don’t know why, but a pair of 
small scissors can be very useful, 
as well as a pocket stapler. 

A small but important point. 
What about business cards? Take 
plenty of them. But if you run out, 
local printers will do an adequate 
job. It will help in Latin America, 
if you have engraved cards. Latins 
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are sometimes influenced in their 
estimate of a manufacturer by at- 
tention to details such as this. If 
your firm was “founded in 1877,” 
make sure it is on the card. A long 
business life carries weight both in 
Latin America and Europe. 

In the Far East, it will help to 
have your cards printed in both 
Chinese and Japanese. Many of the 
leading business men in Siam, the 
Malaya, and Hong 
Kong are Chinese—and they will 
appreciate this extra little touch. In 
Japan, no matter whom you meet, 


Philippines, 


you are expected to exchange cards. 
In this way, you can use up 50 
to 100 cards in a week. 

Try not to travel on a business 
visa if you can possibly avoid it. 
Your passport will be your entry 
to most of the European countries 
with the exception of Turkey, Fin- 
land, and Iceland. But in many 
other areas of the world you will 
need'a visa. In some countries the 
customs authorities will pay much 
closer attention to you than they 
will to a tourist. In other countries 
you will only be allowed to stay 
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Ricnarp G. Lurie, editor of American Export- 
er, travels abroad frequently to interview the 
readers of his magazine. He has visited the 
Far East, South America, and Europe, study- 
ing foreign trade conditions in these markets. 

A Harvard graduate (1941) and an alumnus 
of the Graduate School of Business, as well, 
he served with the Air Corps and OSS during 
World War Ii, doing some work with Siamese 
guerillas behind the Japanese lines. 

Mr. Lurie is past president of the World 
Trade Writers Association of New York and a 
member of the National Conference of Business 
Paper Editors and the National Press Club. 
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for a specified length of time. In 
one new Far East republic it will 
take from six months to a year to 
process a business visa. 

What about money? You can 
travel with either a letter of credit 
or travelers’ checks. If you take 
travelers’ checks keep most of them 
in small denominations, tens, twen- 
ties, and then a few fifties, and hun- 
dreds. You will not want to be 
stuck with currency that cannot be 
exchanged elsewhere. The Iceland 
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kronur is only good in Iceland; no 
other country will exchange it for 
its own currency. It might be a 
good idea to take some dollar bills 
with you. If you are running short 
of foreign exchange, a dollar bill 
will be good anywhere, and you 
won't have to cash another trav- 
elers’ check at the last moment. 


Photo Needs 


If you are leaving for the Far 
East and Africa be sure to pack 
some extra passport photographs in 
your suitcase. Some countries will 
require you to register with the lo- 
cal police on entering and leaving 
the country. Sometimes photo- 
graphs are needed for the forms. 
This is true of Siam and India. Also 
these photographs will come in 
handy if your itinerary is changed 
and you want to visit some country 
for which you do not have a visa. 

What about languages? You will 
find English spoken by most busi- 
ness men abroad. If they do not 
speak English someone in their 
organization will. Surprisingly 
enough however, many prominent 
Latin American business men do 
not speak English, and if they do 
speak it they would prefer not to. 

Actually, showing an interest in 
the language will help break down 
any barriers of reserve. Many Jati- 
nos do not care how much you 
“murder” Spanish, as long as you 
show an effort to talk to them in 
their own language. 

Even in a country where you 
would not expect to speak the lan- 
guage, such as Japan, imagine the 
hit you will make with the local 
business men if you learn a few of 
the simple every-day phrases in 
common use. 

Know your countries—at least 
try to find out something about 
them before you arrive. You can 
do this with very little trouble. 
Pick up some pocket-sized guide 
books before you leave the States, 
and study them during your plane 
trips. Try to find out something 
about local politics; who are the 
national heroes, and so forth. Try 
to learn some of the popular native 
dishes so that you will at least be 
familiar with them. 

One of the prominent sales repre- 
sentatives in Bogota, Colombia 
handling many American lines, 
Guillermo Quintero, has this story 
to tell: He received a letter from 
one of his principals in the States— 
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from an export manager whom he 
had never met personally. The let- 
ter is as follows: “My Dear Mr. 
Quintero: [| am on my way to 
South America and I would like 
to call on you, but unfortunately 
the boat does not stop at Bogota.” 
Here is an example of not only 
poor planning, but of a poor atlas 
as well. This man did not know 
that Bogota is several hundred 
miles inland. 

These then are some of the things 
that will help you in planning your 
trip. They will help to make the 
business side of your trip run 
smoothly. And then you will have 
more leisure time to spend with 
your business friends. You will be 
doing things that no tourist ever 
will do. You will be visiting the 
homes of these people. You will be 
spending your weekends’ with 
them. They will show you the 
sights. They will take you to their 
favorite restaurants, not to tourist 
traps. You will be seeing how peo- 
ple actually live—something that is 
denied the average tourist. 

So when you are in India you 
may be dining at Calcutta’s famed 
Three Hundred Club, where you 
can order breast of pheasant and 
no one will turn a hair. In Bombay 
you will be sipping a cool drink on 
the veranda of the Cricket Club. 
Or you will be visiting summer 
homes on the Princes Islands near 
Istanbul, or on the Archipelago 
near Stockholm. 

You will be picnicking in the 
wild country-side of Iceland where 
the trout practically come out of 
the lakes and sit in your lap. 

You will enjoy all these things 
providing that you plan your trip 
well, and above all, schedule your 
time. 


THE END 








‘“,. . with a vicious snarl, Gibney’s 
faithful dog, Major, sprang at 
the robber...” 
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Your handling goes modern 
when your product goes 
















Faster 
Assembly 
Reduced 
Weight 
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BOXES & CRATES 





It’s easy to see how you put new life in 
your handling operation when you put 
your product in a Wirebound. For with 
Wirebound’s unique construction of 
strong steel wire and light, tough wood— 
your product gets the best in protection 
while you get a container that adapts 

to an infinite variety of handling 
procedures. Just how well Wirebounds 
suit up-to-date handling methods is 
shown above where a heater manufacturer 
moves Wirebounds with a finger-lift 

truck to achieve easier, speedier storage 
in really close quarters. Remember—no 
matter what you handle or how you 
handle it... you'll handle it better when 
it’s a Wirebound box, crate or pallet box. 


MAIL THIS COUPON Now L 


seme gememennce | emencoemsemes, omnes rummy, eee 


WIREBOUND BOX MANUFACTURERS ASSOCIATION 

Room 1151 327 South LaSalle Street, Chicago, lilinois 

[] Have a sales engineer give me the whole story 

[] Send me a copy of “What to Expect from Wirebounds” 
Name 

Firm Name 

Address 

City, Zone and State 
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BUSINESS IN MOTION 
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When close dimensional tolerances are required in an 
extruded shape, plus heightened tensile strength, 
and a fine finish, the shape is drawn through a die 
after extrusion. If there are special requirements as 
to straightness, the shape may also be straightened, 
as necessary, either by hand or by machine. These 
processes are expensive, but they produce a product 
that is accurately pre-formed, so that machining is 
markedly reduced, so much so as to effect remarkable 
savings. However, there is another way to take ad- 
vantage of the economy of ex- 
truded shapes. Sometimes a 
“plain extruded” shape will do, 
thus saving the time and expense 
of drawing and straightening. 
It all depends on what is 
really needed. Revere had an 
outstanding example of this re- 
cently. A rush order was re- 
ceived, and we could not meet 
the requested delivery date be- 
cause of the time required to 
make new extrusion dies. On 
being told this, the purchasing 
agent visited our mill to see what could be done. A 


_ mutual study of the facts showed that the shape is to 


be applied to the leading edges of helicopter blades, 
and that both the shape and the wood are routed to 
make a close fit for the application of an adhesive. 
The shape is also tapered. Several things became 
evident. First, the original specifications were tighter 
than required. Second, shapes produced by the cus- 
tomer’s original die, in our possession, would be 
slightly oversize, but not enough to be significant, in 
view of the subsequent machining. Third, by using 





that originai die, and eliminating drawing, we could 
fill the order on time — and save the customer six 
cents a pound as well. 

Now that we both knew that some of the dimen- 
sional and physical tolerances were not absolutely 
necessary, Revere was able to go ahead. The die was 
put in one of our extrusion presses, the metal forced 
through it, cut off to exact lengths, and shipped. This 
made it possible for the customer to complete his 
first blade on the day specified in his contract. We all 
worked fast, but no matter how 
quickly we labored, we could not 
possibly have met the essential 
delivery date on the basis of the 
original specifications. Close 
collaboration on what we call 
Quality Control provided the 
solution. Incidentally, brass was 
chosen for the part, because of 
its density, its resistance to cor- 
rosion, and the ease with which 
it can be machined. 

Both our customer and our- 
selves are proud of the accom- 
plishment reported here. It was made possible only 
by a thorough examination by both of us of the 
entire background of the order, the fabrication meth- 
ods and end use, plus what the mill could do if it 
did not have to make new dies. We would like to 
suggest that when, as sometimes happens, a supplier 
cannot meet a date on a special order, you sit down 
with him and examine specifications to see if they 
really need to be so tight. You may find that a more 
or less run-of-the-mill product will do, thereby sav- 
ing much time and money too. 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 | 
Executive Offices: 230 Park Avenue, New York 17, N. Y. 
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Here are short reviews of new motion pictures 


WATH the return of 
Fall, management men across the 
nation in small companies and large 
are trooping into darkened rooms 
to watch, approve and sometimes 
send back for revision new business 
films. Increasingly films are being 
thought of not as one-shot affairs 
but as part of a long-range pro- 
gram, for public relations, employee 
training, sales promotion, executive 
development, or many other pur- 
poses. 

The new films are as varied as 
the imaginations of the manage- 
ment men who conceived them. 
Continental Can is readying a film 
on neighborhood improvement, the 
Dow Chemical Company has just 
come up with a hard-selling film on 
the advantages of soft water, and 
General Electric is busy with an im- 
portant motion picture on auto- 
mation. 


Reel Briefs 


What's It To You? (20 minutes, 
color) is the first motion picture to 
tell the story of the new Mylar poly- 
ester film, produced by Du Pont. 
Intended primarily for executives 
and technical personnel in manu- 
facturing, this picture demonstrates 
the properties and suggested uses of 
the new transparent film. 

Among the marvels shown in this 
picture: 





Getting the Jump on 
Acrobats 
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made for, by, or about business and industry. 


THOMAS KENNY 


@® An acrobat jumps onto a sus- 
pended sheet of Mylar and it tosses 
him back into the air. 
@ Acids dissolve jewelry in a 
Mylar bag without damaging the 
bag. 
® Neither hot steam nor a temper- 
ature of 80 degrees below zero 
changes its properties. 

Many manufactured forms—from 
a sheet one four-thousandths of an 
inch to a semi-rigid thickness—are 
shown along with the uses in insu- 
lation, textiles, furniture, packag- 
ing, and other areas of industry. It 
can be borrowed free from the Du 
Pont Company, 6529 Nemours 


Building, Wilmington, Del. 





The Search — Automation 
(Massachusetts Institute of Tech- 
nology) (27 minutes, b&w) pro- 
vides an opportunity for you to visit 
the Automatic Control Research 
Center at MIT and to inspect some 
of the work of Dr. Norbert Weiner 
and others. Some of the principles 
of automation machines are demon- 
strated with mechanical animals 
such as Felix the Moth (see cut) 
and metal mice in a maze. The 
principle of feedback, which is es- 
sential to automation, is deftly de- 
scribed. The experimental work of 
linking a digital computer and a 
milling machine is demonstrated in 
detail. 

It provides a tour of some auto- 
mated installations in factories 
where machines are replacing 
drudgery rather than people, as they 
operate faster than thought. The 
film closes with a discussion by Dr. 
Killian, president of MIT, about the 
problem of technological unemploy- 
ment. This is certainly one of the 
most valuable additions to the grow- 
ing library of films on automation. 
Available from Young America 
Films, 18 East 41st Street, New 
York 17, N. Y., for $6 rental. 

This film, which is complete in 
itself, is part of the prize-winning 
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Of Mice and Moths 


television series entitled, The 
Search, which demonstrates re- 
search being carried on in leading 
university laboratories. It was first 
telecast on CBS several months ago 
and has now been released in 16mm. 
form. Others in the same series con- 
sider uranium prospecting, noise 
and health, automobile safety, and 
other topics of interest to business 
men. 


You and Your Money (12 min- 
utes, color) is a new addition to the 
stock of films available on economic 
education. This exercise in econom- 
ics education is a simplified version 
of another film, Your Money's 
W orth, (reviewed in the November 
1953 issue, page 170) which was 
also produced by the Richmond 
Federal Reserve Bank. 

This animated cartoon follows 
the adventures of Bill Greenstuff, 
just a common every-day dollar, as 
he moves through the economy, af- 
fecting production, consumption, 
and other essentials. It describes the 
creation of prices in terms of the 
traditional supply and demand and 
money volume theories. In the proc- 
ess it casts light on the influence of 
the central banking system on the 
money supply and emphasizes that 
an increase in productivity is the 
primary bulwark against rising 
prices. 

This would be worthwhile for 
lunch-hour showings and employee 
education programs, considering the 
popularity of the subject matter of 
the film—money. It can be bor- 
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ERS 
APLERS-- 
AHEAD OF THE PROCESSION in design— 
with its Take-up Jaw—balanced, easy-grip- 
ping action—HANSEN has proved to be “*the 
modern way to do all kinds of tacking and 
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MODELS—80 STAPLE SIZES 


FROM thirty-six models, choose the one 
best suiting your needs. And select 

the right staple—whether 
single-leg, double-leg, nar- 
row-crown, etc. Adaptable— 
useful—Hansen is a much- 


needed and helpful toel. 


A. L. HANSEN MFG. CO. eee 


5034 RAVENSWOOD AVE., CHICAGO 4, ILL- 
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RECEIVABLES 





If your business is tieing-up operating 
funds in receivables that could be 
converted into cash, it will pay you 
to investigate Heller Commercial 


Financing Plans. 


Through Walter E. Heller and Com- 
pany, your business can receive cash 
for receivables currently outstanding 
plus immediate cash at time of ship- 
ment for subsequent billings. You can 
ship and bill more by eliminating a 


major investment in these assets. 


The practical advantages of Heller 
funds and financing methods are 
obvious: 1) one fixed tax deductible 
charge based 2) on the cash you 
actually use for the time you use it, 


whether days, weeks or months; 3) no 


ra es 
> - ; 
“Wars 





note maturities to Meet Or Compensat- 
ing balances to maintain; 4) no par- 
ticipation in ownership, management 
or profits; and 5) a continuously re- 
volving fund of cash that increases or 
decreases to exactly match your cur- 
rent operations without the need for 


negotiation or renewal. 


Heller funds and financial plans. are 
best utilized by companies which can 
use from $50,000 to several million or 
whose sales volumes are in excess of 
$500,000 per year. Today Walter E. 
Heller and Company advances more 


than $600,000,000 annually to industry. 


Send today for a free copy of ““Oper- 
ating Dollars’’ which illustrates the 
scope of Heller operations with actual 


case histories. 


ACCOUNTS RECEIVABLE FINANCING 


FACTORING + REDISCOUNTING 


INSTALLMENT FINANCING 


MACHINERY AND EQUIPMENT FUNDING 


INVENTORY LOANS 
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Walter E. Heller & Co. 


Dept. DR 


rowed free from any of the twelve 
Federal Reserve Banks. 


To Enrich Mankind (25 minutes, 
color) attempts to convince the pub- 
lic of the importance of mechanical 
engineering and to serve as a re- 
cruitment film for new engineers. 
A statute of Archimedes is brought 
to life to badger a museum porter 
with many-told tales of the wonders 
of the machine age. Prints are to be 
offered to industry at $219 each. It 
was sponsored by the American So- 
ciety of Mechanical Engineers, 29 
West 39th St., New York 18, N.Y. 

Two 


guished 


hlms, the distin- 
Chemistry 
(reviewed September 1953, page 
114) and the very effective Eager 
Minds (reviewed December 1954, 
page 23) served ably in these same 
areas for chemical and electrical en- 


recent 
Dectsion for 


gineering. 


Wide screens Comin g 
to Business Films 


Business films first gained breadth 
two years ago with the films pro- 
duced by Ford to introduce the 1954 
models to dealers and salesmen. 


The impressive sweep of the wide 
screen was most effective for show- 
ing the cars and trucks in action. 

Since then both Ford and Chev- 
rolet have made additional wide- 
screen motion pictures but the re- 
cent introduction of new anamor- 
phic (wide-screen) lenses for 16 
mm. cameras and projectors will 
likely give a fresh fillip to this type 
of business film. The two largest 
producers of business films look for 
a steady rise in the making of wide- 
screen movies for business and in- 
dustry. 

The “Vistascope” lens, which is 
made in Holland and imported by 
J. L. Galef and Sons, Inc. of New 
York, sells for only $125 and can be 
used for both shooting and projec- 
tion. The lack of low-cost projection 
lenses has been instrumental in 
holding back the growth of wide- 
screens in business and througout 
the rest of the 16 mm. field in which 
about 20 million people see films 
each week. 

Single and double-purpose lenses 
are also available from Bell end 


Howell, 


other companies. 


Bausch and Lomb and 


The use of wide-screen in busi- 





Bankers Building, 105 W. Adams St. * Chicago 90, 
Illinois 


New York Office: 10 East 40th Street * New York 16 
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MANAGEMENT EATS SPINACH —WHOLESALE! 


The difference between management and people is quantity. 


Management doesn’t buy a lathe; it sets company policy on plant 


modernization: 


Management doesn’t pick the gage metal to use on the new model; it 


decides whether it shall be metal or plastic; 


Management doesn’t send for a “fluorescent lamp,” but it decides on 


better lighting: 


Management doesn’t buy a truck for the company, but it decides on 


company-owned trucks, or leased trucks. 


In everything from spinach to factories, management does things whole- 
sale. Management always decides the fundamentals. Fundamentals are de- 
termined by ideas. The one who sells the ideas has the best chance of selling 


the goods. 


The best place to sell ideas about your product to management is in 
Dun’s Review anp Mopern INnpustry because no other magazine concen- 
trates so much of its circulation on management. 


When management decides 


cocceses Everybody acts. 
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ness films will be limited for some 
time to those films which are shown 
directly by individual companies, 
for example the Ford and Chevro- 
let dealer showings. It is unlikely 
that physical scope will be added to 
new public relations films or prod- 
uct pictures which 
are distributed to the 16 mm. audi- 
ences in clubs, churches, schools, as- 
sociations, industrial plants, and 
other places. Despite the release of 
some wide-screen Hollywood fea- 


information 


ture films to 16 mm. circuits, it is 
unlikely that there will be a com- 
plete changeover to wide-screens in 
these areas in the next few years. 


How Wide The Screen?— 


The first business film to be made 
with the new “Vistascope” 16 mm. 
lens will be finished later this month 
by the Aetna Life Afhliated Com- 
panies of Hartford, Conn. as part of 
its automobile safety “Drivotrainer” 
program. It will provide a much 
more realistic view of the sweep of 
the road as seen through a car’s 
windshield. Machine processes, par- 
ticularly those which are automated, 
may be made more meaningful by 
using this new filming technique. 
Wide-screen slidefilms are proving 
most useful for introducing new 
lines of products and for visualizing 
complete advertising campaigns. 





Chevrolet Film Uses New Techniques 





YOU'LL BE AMAZED at what 


PULLMAX DOES in metalworking 





1 machine can do 
all these jobs 
in your shop 


Ask any Pullmax user and he'll 
usually say, “I don’t know how 
we ever got along without it.” 
7 sizes of Pullmax cut mild 
steel up to ''”. Pullmax does 
all the jobs shown here and 
gererally pays for itself in 
three or four months by saving 
time, labor and material. 





Fat «age DOES ALL THIS WORK 


ALL TYPES a a 
STRAIGHT —- Se 
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DESIGN CUTTING i —- 





CUTTING 
“Oursne’ 
JOGGUNG OR oe 
SLOT CUTTING 
BEADING OFFSETTING LOUVERING EDGEBENDING 


COMPLETE NATIONAL SALES AND SERVICE 
WRITE FOR THE PULLMAX CATALOG OF MONEY-SAVING METALWORKING IDEAS 


AMERICAN PULLMAX COMPANY, 


2483 North Sheffield Avenue 
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INC. 


4 Chicago 14, Illinois 
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Here’s how to double their use! 


The TSI-Duolite allows you to increase the field of use for 
your 16mm films because in the Duolite you get two methods of 
projection in one unit . .. and for the price of one unit. Now 
you can show films in rooms and locations where it formerly 
wasn’t convenient or practical. What's more, in most cases 
the operation of the Duolite is easier and quicker and you 
get a more effective presentation. 


Desk Top Showing On Built-In Screen 

The Duolite permits you to show black and white or color movies 
on a large built-in screen without darkening the room. Films 
can’ be shown right on your desk top, in the plant, in hotel 
rooms and in conference rooms without setting up any extra 
equipment such as a screen, speaker, etc. This makes it ideal 
for in-plant training sessions, engineering departments, sales 
departments, advertising departments or wherever films are used. 


Two Projectors In One! 

Just flip a lever, insert another lens and the same projector 
can be used with large audiences for showing films on any 
standard external type screen. Both lenses are furnished with 
the projector. Changing them is simple. Pull . . . and the lens 
is out. Push . . . and the other lens is in. 


The Duolite is a top quality projector throughout. Sturdy 
construction stands hard knocks without damaging the unit. 
Service is hardly ever required. When it is, no special tools 
are needed. 


Check now on this most complete projector . . . available only 
from Technical Service, Inc. You'll find it to be the ideal 
projector for all of your uses and it’s priced right too. 





30865 FIVE MILEROAD - 


DEPT. D - 
West Coast Office: 4357 Melrose Ave. * Hollywood 29, Calif. * Phone Normandie 


Canadian Distr.: S. W. Caldwell, Ltd. « 447 Jarvis St. « Toronto 5, Ont. 


Foreign Distr.: Westrex Corp. (formerly Western Electric Export) « 111 Eighth Ave., N.Y. 11, N.Y. 
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W, could tell you that, statistically, businessmen 
in general are optimistic about the sales outlook for 
the coming year. But right now, you are interested in 
Harry E. Foster, proprietor of Fairville Lumber Co. 
in Spirit Corners, who has been moving your mer- 
chandise at a profit to himself and you. 


What you need to know is, “What is happening in 
Harry Foster’s business? How is he doing? Am I 
selling him enough? Too much?” That’s the type of 
question about your customers that Dun & Bradstreet 
service will help you to answer. 


The 2,900,000 listings in the Dun & Bradstreet 
Reference Book represent the people who make and 
sell the things Americans eat, wear, live in, and ride 
in. Back of each listing is a comprehensive report 
describing the history, experience, and qualifications 
of the people who run the enterprise. Harry E. Foster 
is only one of them whom you can see and appraise 
at close range through the eyes of the Dun & Brad- 
street reporter. 


The Dun & Bradstreet Reference Book is revised 
every sixty days, covering all buying and selling 
seasons. 





OFFICES IN PRINCIPAL CITIES OF UNITED STATES 


Dun & Bradstreet, Inc. 
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Profits | 


& 


- are made with 


People... 


& 


i 


STATISTICS ARE USEFUL, - 
BUT IT’S THE HUMAN EQUATION 

THAT COUNTS WHEN . 
THE CHIPS ARE DOWN. 


How a typical Reference Book listing 
describes a business 


A, indicates listing not included in this town in previous 
edition; 52x11, Industrial Classification number for lum- 
ber yard with secondary line; Fairville Lumber Co., 
name generally used in buying; LbrHwr, abbreviation 
for lumber and (secondary line) hardware; 5, year 
started (1945); €2, rating (estimated financial strength, 
$75,000 to $125,000; composite credit appraisal, “‘good”’) 


Names on this page are fictional and used for display 
purposes only. 
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WHAT’S NEW 


AS OBSERVED BY THE EDITORS 


Air-powered strapping ma- 
chine, said to be the first of its 
kind, automatically tensions strap- 
ping, seals it, and cuts it off. Ten- 
adjustable up to 1,600 
the magazine holds 


sion 1s 


pounds, and 





enough material for 75 seals. Cast 
aluminum and other design fea- 
tures help keep its weight down, to 
minimize fatigue. Signode Steel 
Strapping Company, 2600 North 
Western Avenue, Chicago 47, IIl., 
makes it. 


Do-it-yourself steel channels, in 
scaled-down size for use in making 
models of plant buildings, work 
benches, and storage cribs, are now 
offered by Structo System, Inc., 
Elyria, Ohio. The regular angles 
are made in 11, 12, and 14 gage 
steel in 3 by 114 by 14 inches. The 
model-making sizes are one-third 
as large. They can also be used as 
structural materials—for small work 


bins and the like. 
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Electronic scanner that 
monitor up to 25 different produc- 
tion points—checking such varia- 
bles as temperature, pressure, liq- 
uid level, and rate of flow—is in- 
troduced by Fielden Instrument 
Division, Robertshaw-Fulton Con- 
trols Company, Philadelphia 33, Pa. 
It’s designed to permit simultane- 
ous checking of all set points (they 
can be scanned at the rate of one or 
five points a second), and has self- 
checking and automatic standard- 


can 





ization features. Sectional arrange- 
ment of components, with pivots 
and arms, simplifies maintenance. 


New-type pallet, made of Bake- 
lite polyester resins, reinforced with 
glass fibers, can support a 3,000- 








pound load, weighs only 28 pounds. 
Pallets nest for storage (100 of them 
form a stack less than eight feet 
high); and can also be used in 
nested groups of two or three to 
support heavier loads. By turning 
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If you make any portable power equipment 
the power unit is important to you. When that “ 
equipment is portable — weight is important. 


The 2-cycle Power Preducts Lightweight can make possible dramatic 
improvements in your @guipment. 


® LIGHTWEIGHT — a full 2 horsepower Power Products engine 

weighs only 13 Ibs. — 60% less than most ordinary engines of 

equal horsepower. 

® EASY STARTING — effortless, dependable starting even under 

extreme conditions. Models for Air Force applications start 

at temperatures as low as ~75° Fahrenheit. 

® LOWER MAINTENANCE COSTS — only 3 major moving parts means 

fewer parts to wear out, less service, less maintenance. 

® SPECIALIZED ENGINEERING — adaptation of engines within design 
limitations for original equipment applications. 


Let the 2-cycle POWER PRODUCTS Engine help You Improve your product. 






Write today for full information. 


POWER PRODUCTS 


CORPORATION 
GRAFTON ° WISCONSIN 
WORLD'S LARGEST BUILDERS OF SMALL 2-CYCLE ENGINES 
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Sparkler 


Filtration 
ingineering 


ecethe key point of quality 





Varnish and lacquer 
filter. 





Plating solution filter 
(portable). 





All stainles 1 fil- 

ser tts soulahasn stent for many products 

piping, valves, and 

ey tae In planning a plant layout, the filtration engi- 


neer can perform a basic function. Frequently 
the ultimate efficiency of a modern processing 
plant hinges on the specialized experience of 
the filtration engineer. 

By concentrating on filtration engineering 
and manufacturing exclusively over the past 30 
years Sparkler has been successful in improving 
filtration processes through sound engineering 
and with the development of hundreds of spe- 
cial filters particularly adapted to the require- 
ments of food products, chemicals, pharmaceu- 
ticals, petroleum and derivatives, beer, whisky, 
sugar refining, electroplating and many other 
products as well as large volume water filtration 
for municipal and industrial use. 








Standard horizontal 
plate filter. 


d 





SPARKLER MANUFACTURING CO. 
MUNDELEIN, ILL. PHONE MUNDELEIN 6-6430 


Sparkler International Ltd. with plants in Canada, Holland, 


Italy, Australia. * Service representatives in principal cities 





throughout the world. 


Large volume weoter 
filter. Model SCJ. Sin- 
gle unit capacity up 
te 5,000,000 goal. per 
day. 


SPARKLER 
FILTERS 





Built to ASME specifications 
when required. 






Model MC2 hecory duty 
retractable tonk filter. 
Plate crea up to 2000 sa. ft. 
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them the opposite way, they'll stand 
apart as the lower photograph 
shows. Firmaline Products, Inc., 


Midland Park, N. J., is the manu- 


facturer. 


Baling machine for industrial 
scrap will handle trimmings up to 
54 inches in length, requires no pit 
for installation, is only a little over 
12 feet long, 41 inches wide. It can 
be powered by 5, 7'4, or 10 horse- 
power motors, turns out briquettes 
12 inches on a side. The newly- 
organized Balemaster Division of 
East Chicago Machine Tool Corpo- 





ration, 4801 Railroad Avenue, East 
Chicago, Ind., makes this machine 
and is also readying a Cyclomatic 
automatic baling system. The Cy- 
clomatic system is designed for vol- 
ume handling of paper and card- 
board—as much as 30 tons in an 
eight-hour shift. It consists of a 
feed conveyor, a hogger (to cut up 
the material being baled), a blower, 
a cyclone separator, and the baling 
press itself. This system, too, can be 
installed without a pit. Bale weight 


is 800 to 1,200 pounds. 


Electricity does all the work 
in the grinding machine pictured 
here. It’s an electrolytic grinder, 
electronically controlled, for cutting 
and shaping such materials as tung- 
sten carbide, alloy steels, and tita- 
nium. Made by Anocut Engineer- 
ing Company, 631 West Washing- 
ton Blvd., Chicago 6, IIL, the ma- 
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American Appraisals 
speed up 
loss adjustment 


The adjuster knows that figures in an 
American Appraisal report are fair to 
all concerned, because they are always 
based on detailed evidence and ex- 
perienced judgment. 


The 
AMERICAN 
APPRAISAL f 


Company 








leader in property valuation 


HOME OFFICE: MILWAUKEE 1, WIS. 











Management Men 
and their Methods 


33 case studies of 
top executives— 


put their ideas to work in 
your business—vuse them 
as a guide to reach the top 


A gold mine of information on the 
techniques of executive leadership 
as used by some of America’s most 
capable leaders in the last three 
decades. 

Here you will find all aspects of 
leadership examined, reduced to the 
specific objectives of achieving 
better employee relations, more 
sales, and more efficient production. 

The men and companies here 
chosen for study are those successful 
in overcoming business problems of 
broad significance and currently 
faced by other managements. 


A MODERN INDUSTRY BOOK 
Edited by Luts J. A. VILLALON 
284 pages 5Y% x 8% - $3.00 


Order from Book Department, 
Dun’s Review and Modern Industry, | 
99 Church Street, New York 8, N.Y. a 
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chine resembles a _ conventional 
grinder, but grinding is actually 
done by “dissolving” the work elec- 
trolytically. The grinding wheel (a 
specially made, conductive unit) 
acts as a cathode, and the work it- 
self as the anode; while the ordi- 
nary grinding coolant is replaced 
by an electrolytic solution. An elec- 
tronic control system (left) is de- 
signed to assure correct regulation 
of current density. The machine 
can be used for tool making or 
sharpening; or for production work 
on hard materials. 


© Take the back- 


. breaking LIFT 


out of the Heavy 
Jobs with <> 


A Heavy Duty Table with Electric or 
Manual Control for loads to 10 tons. 





Corporate educational gifts 
will receive recognition by the edi- 


« Portable Pedestal 
Weld-Bilt > 5‘: 
@ te 2000 Ibs. 


HYDRAULIC tors of “Who’s Who in America,” 
LIFT TABLES this coming February. Citations for 
. the largest and most significant 


You don’t need “mus- 
cle-men” for handling 
heavy dies, sheet steel, 
or big machined parts, when you have new 
WELD-BILT Hydraulic Tables on the job. 
Just adjust the Table to loading height, 
slide parts on easily, without tugging or 
lifting. Then just move to press or machine 
position, raise or lower to working height 
— fast, easily. 


Write for latest bulletin and prices. 


WEST BEND EQUIPMENT CORP. 


gifts to educational institutions are 
to be awarded just as they have 
been made to individuals and es- 
tates in the past. Time period to be 
covered for these first awards is the 
past two years (July 1, 1953 to June 
30, 1955), and honorary mentions 
will also be awarded. The editors 
hope to stimulate increased corpo- 
rate philanthropy by this special 


recognition. 


THROUGH THE YEARS— 
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MILCOR CELLUFLOR’S TOUGH SKIN 
PROTECTS YOUR BUILDING INVESTMENT 


Milcor Celluflor’s tough skin of TI-CO Galvanized Steel 
protects it against construction’s heavy traffic. After construction, 
a a this tough skin continues to protect Celluflor’s electrical 
New box design, with inter- raceway cells against time, temperature and humidity. Wiring 
can be assembled remains free of obstructions and abrasive surfaces. Structural 


HOW MANY DOLLARS 
Pat- strength is fully retained through the years. 


) FOR ADVERTISING without additional fasteners. Thi : senti at deter: ti f } ' Pe 
| . ‘ oo as is extra protection against deterioration of your investmen 
| Aibert Wetted ees ce pe ag ae i is built into Milcor Celluflor by a leader in the building field 


: ; for more than half a century — Inland Steel Products 
Just Out! This readable book by atop the Panel-lox design is now avail- Company, a subsidiary of Inland Steel Company, Chicago. 
authority explains the new market- | able for licensing to box makers. 


ing-program method for setting the ; ; R) 
According to Cardinal, boxes can MiLcoR 
IICOm CELLUFLOR 


MATERIALS HANDLING ENGINEERS 





WEST BEND, WIS. 





locking cleats, 


advertising appropriation. Shows 
how to eliminate costly guesswork 
and waste effort by determining the 
advertising budget after scientific 
analysis of needs of a company’s 
marketing program as a whole. In- 
sures use of advertising in proper 
proportion to publicity, personal 
selling, other vital marketing mech- 
anisms. Based ona national survey of 
leading advertisers. “Extremely val- 
uable.”—MARION HARPER, Jr., 
Pres., McCann-Erickson, Inc. 
Illustrated $4.50 


Ordinary galvanizing, shown in this 
photomicrograph, has a brittle iron- 
zinc layer which makes it subject to 
Cracking and flaking. 


MARKETING and 


DISTRIBUTION RESEARCH 
Lyndon O. Brown 


Celluflor’s tough skin is Inland TI-CO 
Galvanizing which has no brittle 
alloy layer. its zinc surface is firm- 
ly bonded to the steel, doesn’t crack 
or flake away. 





be made in any size, and plywood, 
veneer, lumber, and veneer-kraft 
panels can be used. Panels are pre- 
assembled (using nails, staples, or 
glue to attach cleats), cam be stored 
flat until needed. Photograph shows 
several typical constructions. 


Complete guide to today’s sales re- 
search techniques by the director of 
Media, Merchandising, and Re- 
search of Dancer-Fitzgerald-Sample, 
Inc. Enables you to answer these 
questions: Has product maximum appeal! 
and usefulness? Is it packaged to best ad- 
vantage? Does price insure maximum profit? 
Are the trade discounts effective? — many 
others. 3rd Ed. 75 ills., tables. 560 pp. $6.75 





So STEEL PRODUCTS COMPANY 


4049 WEST BURNHAM STREET + MILWAUKEE 1, WISCONSIN 


BALTIMORE 5, M., 5300 Pulaski Highway « BUFFALO 11, N. Y., 64 Rapin St. « CHICAGO 9, ILL., 430! S. 
Western Ave. Blvd. ¢ CINCINNATI 25, OHIO, 3240 Spring Grove ‘Ave. e CLEVELAND 14, OH/O, 1541 E. 38th 
St. ¢ DETROIT 2, MICH., 690 Amsterdam Ave. « KANSAS CITY 41, MO., P. 0. Box 918 « LOS ANGELES 58, 


@ Send for these books. Save pores 
$ CALIF., 4807 E. 49th St. ¢ NEW YORK 17, N. Y., 230 Park Ave. * ST. LOUIS 10, MO., 4215 Clayton Ave. 


by remitting with order. Boo 


returnable if not satisfactory. New counter that can act as a 


remote control is made by Durant 
Manufacturing Company, Milwau- 
kee 1, Wis. Electrically-operated, it 
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THE RONALD PRESS COMPANY 


15 E. 26th Street, New York 10 
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Vie Emplovee-Benelit Plan 
that will do the most good 
lor your company and its 

emplovees 
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Kk are trustee under manv kinds of 





employee-benefit plans. Our planning ser- 
vices are available to you, without obligation, 
in choosing the most suitable plan or plans for 
your company. Write or telephone our PENSION 


Trust Division, 22 William Street, New York. 


We act as trustee under employee-benefit 


ce 


plans and as agent for individual trustees 


CITY BANK FARMERS TRUST COMPANY 


Chartered 1822 


HEAD OFFICE: 22 WILLIAM STREET, NEW YORK 


Affiliate of 


THE FIRST NATIONAL CITY BANK OF NEW YORK 


Established 1812 
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can be pre-set for any number from 
1 to 99,999, has a speed of 600 
counts a minute. Hinged cover pro- 
tects against dust and moisture, but 
permits easy access for setting 
wheels. Suggested applications in- 
clude addressing and tabulating 
machines, packaging equipment, 
conveyor lines, machine tools, coil 
winders, electronic units. 


Three jobs—loading, unload- 
ing, and indexing—are combined 
in this unit, built by Hautau Engi- 
neering Company, 721 Wanda, De- 
troit 20, Mich. It’s a 42-station, fif- 





teen-ton giant which, says Hautau, 
can be indexed in two seconds and 
unloaded at the same time. The 
company makes the basic unit in a 
wide range of sizes, also builds in- 
dividual loaders and indexing ta- 
bles and designs special clamps to 
facilitate loading and unloading. 


Water chillers that can be in- 
stalled outdoors, thus saving valu- 
able space inside the plant, are now 
offered by The Trane Company, 
La Crosse, Wis. Available in re- 
frigeration capacities ranging from 
50 to 800 tons, the new weather- 
proofed CenTraVac units even 
have electric heaters to prevent con- 
densation of moisture when the 
outside temperature drops. They 
can provide chilled water for air 
conditioning or process use. 


Semi-trailer, designed to fill the 
gap between light pick-up trucks 
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and full trailers, is introduced by 
Wells Cargo Division of Prairie 
Schooner, Inc., Elkhart, Ind. It can 
be attached to jeeps, light trucks, 
and the like; has a payload capacity 
of four tons (710 cubic feet); is 
free-standing. 





Heavy-duty dehumidifier, de- 
signed for large areas (factories, 


warehouses, and the like), uses sil- 
ica gel as drying agent; is said to 
maintain humidities down to 10 
per cent. Dryomatic Corporation, 
Alexandria, Va., the manufacturer, 
explains that the double-unit setup 
makes it possible to keep operation 
continuous while regenerating dry- 
ing agent, 


New casters feature molded 
neoprene grease seal, vulcanized to 
upper bearing raceway, are de- 
signed to operate at temperatures 

fahrenheit. 
Corporation, 


from zero to 200° 
Faultless Caster 
Evansville 7, Ind., supplies these 
“Triple Grease Sealed” casters in a 
variety of wheel types and diame- 
ters, with hard or cushion treads, 
for load ratings up to 650 pounds 
per caster. Permanently-attached 
pressure-type grease fittings are pro- 
vided to simplify lubrication. 


New wicking material, made 
of synthetic fibers, is said to over- 
come the problems posed by both 
wool felts (need for hand stufhng 
of bearing reservoirs) and pulver- 
ized materials (tendency to clog the 
line). Made by Congress Drives 
Division, Tann Corporation, De- 
troit 34, Mich., the new Permawick 
material is said to permit injection 
of twice as much lubricant into oil 
reservoirs and to make it possible 
to use sleeve bearings in a number 
of places where only ball bearings 
could be satisfactorily applied be- 
fore. 
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DEFINITIONS OF TERMS USED 


IN FOURTEEN IMPORTANT RATIOS 


Tue Ratios—The data used are based upon 
a representative sampling with a tangible net 
worth which only occasionally is below $50,000. 
... The center figure for each of the twelve 
lines is the median. The other two figures in 
each line are quartiles; for each ratio they indi- 
cate the upper and lower limits of the expe- 
riences of that half of the concerns whose ratios 
are nearest to the median. When any figures are 
listed in order according to their size, the me- 
dian is the middle figure (same number of items 
from the top and the bottom) and the quartiles 
are the figures that are located one-quarter and 
three-quarters down the list. 

Co.Lection Pertoo—The number of days 

that the total of trade accounts and notes re- 
ceivable (including assigned accounts and dis- 
counted notes, if any) less reserves for bad 
debts, represents when compared with the an- 
nual net credit sales. Formula—divide the 
annual net credit sales by 365 days to obtain 
the average credit sales per day. Then divide 
the total of accounts and notes receivable (plus 
any discounted notes receivable) by the aver- 
age credit sales per day to obtain the average 
collection period. 
Total of cash, accounts 
and notes receivable for the sales of merchan- 
dise in regular trade quarters less any reserves 
for bad debts, advances on merchandise, inven- 
tory less any reserves, listed securities when not 
in excess of market. State and municipal bonds 
not in excess of market, and United States 
Government securities. 


CurRRENT Assers 


CurreENT Desr— Total of all liabilities due 
within one year from statement date including 
current payments on serial notes, mortgages, 
debentures, or other funded debts. This item 
also includes current reserves such as gross re- 
serves for Federal income and excess profit 
taxes, reserves for contingencies set up for spe- 
cific purposes, but does not include reserves for 
depreciation. 

Fixep Assers—The sum of the cost value 
of land and the depreciated book values of 


buildings, leasehold improvements, fixtures, 
furniture, machinery, tools, and equipment. 

Funpep Dest— Mortgages, bonds, deben- 
tures, gold notes, serial notes, or other obliga- 
tions with maturity of more than one year 
from the statement date. 

INvENTORY—The sum of raw materia!, ma- 
terial in process, and finished merchancise. It 
does not include supplies. 

Ner Prorirs—Profit after full depreciation 
on buildings, machinery, equipment, furniture, 
and other assets of a fixed nature; after reserves 
for Federal income and excess profit taxes; 
after reduction in the value of inventory to cost 
or market, whichever is lower, after charge- 
offs for bad debts; after miscellaneous reserves 
and adjustments; but before dividends or with- 
drawals. 

Ner Sates—The dollar volume of business 
transacted for 365 days net after deductions for 
returns, allowances, and discounts from gross 
sales. 

Ner Sates tro INvenrory—The quotient 
obtained by dividing the annual net sales by 
the statement inventory. This quotient does 
not represent the actual physical turnover 
which would be determined by reducing the 
annual net sales to the cost of goods sold, and 
then dividing the resulting figure by the state- 
ment inventory. 

Net Worxine Caprrat—The excess of the 
current assets over the current debt. 

TanoisLe Net Wortu—The sum of all out- 
standing preferred or preference stocks (if any) 
and outstanding common stocks, surplus, and 
undivided profits, less any intangible items in 
the assets, such as good-will, trade-marks, pat- 
ents, copyrights, leaseholds, mailing list, treas- 
ury stock, organization expenses, and under- 
writing discounts and expenses. 

TurRNOovVER or Tanciste Net Wortu—The 
quotient obtained by dividing annual net sales 
by tangible net worth. 

Turnover or Net Workinco Caprrat—The 
quotient obtained by dividing annual net sales 
by net working capital. 
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for those VERY IMP 


on your CHRISTM 


Exclusively desig 


This unusval and attractive 
clipper set, features the newest, 
most wanted “CHIROPEDIC” 
toenail clipper and companion- 
styled fingernail clipper. In a 
rich, top-grain calfskin leather 


" Price for 500 quantity 


/ j 
AS LOW AS ) case and 


Chromiun 


WANT US 


Our complete gift packaging thy 
ety 


rehale. mMmaiing servi 


AS LIST 


ned for gift giving 
case, it's sure to please the 
most discriminating recipient. 
Cases can be handsomely im- 
printed in gold leaf with indi- 
vidual or company names, or 
trademarks. 


ncluding imprint on 
Federal excise tax Same quantify 


plated at $165 each 


TO PLAY SANTA TO YOUR FRIENDS ? 


elelde@mielals a card, if 


ce saves you red) and we will gift pack 


Kore the bother of costly wrapping ind mail anywhere in. the 


» gift boxed @nNd handling 


prompt delivery 


The_W. E. 


insures ited States for only-10¢ per 


You furnish "halk 


BASSETT Company 


DERBY, CONNECTICUT 


The W. E. BASSETT Company 


259 ROOSEVELT DRIVE 
DERBY, CONNECTICUT 


Please give me full informa 
gift items including quanti 


tion concerning your business 
ty prices, time required for 


delivery and details of your Christmas mailing offer. 


FIRM: 





NAME: 





ADDRESS: 
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World’s Largest Manufacturer of 


Precision Nail Cutting Implements 


OCTOBER 1955 ° ] 




















THE BUILDING YOU WANT 


where you want it 
when you want it 


ENGINEERED BUILDINGS 


se at stock-model prices 


McCloskey Engineered Buildings assure you all/ the savings normally 
effected by use of stock patterns and mass production. Plus preci- 
sion-design. to your specific needs. 


McCloskey buildings are easily and economically erected using 
local facilities or through the McCloskey organization. RIGID 
FRAME design permits easy accessibility for cleaning and painting, 
resulting in substantial savings in maintenance cost. 


Buildings engineered by the McCloskey Company of Pittsburgh— 
whether large or small—are planned and built to suit your purpose. 


As functional housing for industries, they can include provision in 
the basic structure for monorails, craneways, overhead conveyors, 
variated levels, etc. 


To better serve your individual needs 
and eliminate multiple fees, we suggest 
McCloskey Engineered Buildings. 


YOUR INQUIRY places you under no obligation. 


eCLOSREY om 
+ PETES BURGH 


designers and builders 


PITTSBURGH 1, PA. 





1-6700 3401 UBERTY AVE. 
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UNIT HEATERS 


; Srouble-froe hating sorwitw iw the. .. 


Nation’s Leading Industries simte [929 





steam prevents electrolytic corrosion. 


NO Maintenance or Repairs 


The reasons for this wide acceptance... 
GRID’S All-Cast construction having similar metals in contact with 


GRID'S ability to withstand steam pressures up to 250# P.S./. 


GRID'S low outlet temperatures, proper fan sizes and motor speeds assure de- 
livery of warm comfortable air in ample volume, directly to the spot where it is 
needed, Maintenance cost conscious management men turn to GRID for relief 
from the continuous expense of heating failures experienced with ordinary unit 


heaters. 


only attention needed has been an occasional oiling of the motor. 


unit heater can approach this record. 


Merck & Co. Inc. 

Allied Chemical & Dye 
Corp. 

Victor Chemical Works 

Dow Chemical Co. 


e STEEL MILLS 
United States Stee! 
Allegheny Ludium 
infand Steel 
Bethiehem Stee! Corp 


Carnegie Illinois Steel Co are. 

Wheeling Stee! Corp @ RAILROADS 

Youngstown Sheet & Tube New York Central 
Co. BS2ORR 


Armco Stee! Co. Great Northern 
American Steel & Wire Co Canadian Pacific 
American Chain & Cabte Santa Fe 


Etc. Chesapeake & Ohio 
Chicago North Western 
e PAPER PRODUCTS . 


Pennsylvania 
Marathon Corp. IHlinois Central 
Everett Pulp & Paper Co Northern Pacific 
West Virginia Pulp & Paper Milwaukee Road 
Co. Etc. 


Consolidated Water Power e AUTOMOTIVE 


& Paper Co. 
Nationa! Container Electric Auto Lite Co. 
General Motors 


Celotex es = Ford 
; Kelsey Hayes Wheel 


@ CHEMICAL PLANTS SF. Goodrteh 


U.S. Rubber Co. 
E. |. Du Pont Chemica! Co. Goodyear 


Monsanto Chemical Co. Etc. 


Get the full story today. Ask for booklet, 
it's yours upon request. 


CORROSION IN UNIT HEATERS... 


D.J. MURRAY MANUFACTURING CO. 


WAUSAU, WISCONSIN 


Manufacturers Since 1883 > 


GRID Unit Heaters installed in 1929 are still operating today . . . the 


No ordinary 


ELECTRICAL 
APPLIANCES 


Genera! Electric Co 
Bendix Corp. 
Louis Allis Co. 


FOOD PRODUCTS 
Armour 
Swift 
General Foods Corp 
Kraft Foods 
Beatrice Foods 
George A. Hormel! Co 
Borden Co. 
Penick & Ford 

Etc. 


MISCELLANEOUS 


Johns-Manville 
Minnesota Mining & Mfg 
Co. 


international Hervester 
Hercules Powder 

Falk Corporation 
Armstrong Cork 
National Lead Company 
M asonite 

Standard Oj! Co. 
Sinclair Refining Co. 
Union Carbon & Carbide 





REPRESENTATIVES IN ALL PRINCIPAL CITIES 


OCTOBER 


1955 ° 149 













“Thanks for the 
order, Ed. We'll ship 
it to you today.” 








‘Inventory’s low on 
both items. We'll need 
a hundred of each 


by Tuesday.” 

















“We need some more 
information right now. 
Let’s call the home office!” 








Get it done now 
by telephone 


Whether the job is selling, purchas- 
ing, administration or anything else, 
the telephone is ready to help you get 
it done fast—even though the people 
you want to reach are out of town. 


So use the telephone regularly to 
keep in touch with out-of-town cus- 
tomers and prospects — and with your 
own sales force, branch offices and other 
company units. It’s easy to do. Per- 
sonal. Low in cost. And it gets results. 


You'll find that’s true whatever you 
make, whatever you sell. Thousands of 
firms have proved it. We have many 
specific suggestions based on their ex- 
perience and we'd like to pass them 
along to you. Just call your Bell Tele- 
phone Business Office. 


LONG DISTANCE RATES ARE LOW 


Here are some examples: 


New York to Philadelphia....... 50¢ 


Baltimore to Pittsburgh....... vee Ae 
St. Louis to Cincinnati...... ere 
Atlanta to Chicago.......... cco MEeaS 
Los Angeles to Detroit..... vac s Cae 


These are the daytime Station-to-Station rates for the first 
three minutes. They do not include the 10% federal excise tax. 


CALL BY NUMBER. IT’S TWICE AS FAST. 





BELL TELEPHONE SYSTEM 
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For precise 
forming... 


crisp, clean 
appearance... 








MOOS 





Fresh - Frozen 


HADDOCK 











Came EE ie 





. io 


“Eye-Catcher Holder” Price Tags made by The Hopp Press, Inc., New York 1, N. Y. 



















Look at the design possibilities in BAKELITE Brand Rigid Vinyl Sheets! 


They give you formed parts with all the 
serviceability and eye-appeal of plas- 
tics plus highly accurate dimensions. 
For example, the price tags above 
come in a variety of colors or are printed 
with photographs in four colors, per- 
fectly registered. Glossy surfaces en- 
hance their appearance. Slots in the 
tags accommodate changing prices. 
The contour relief map gives terrain 
details in three dimensions. It’s printed 
flat, then formed. Peaks, valleys, and 
other features are shown in their proper 
position. The map is smooth, tough, and 
durable. Pencil marks can be erased. 
Fabrication is neat and easy with 
BAKELITE Rigid Vinyl Sheets because 


BAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation [gj 30 East 42nd Street, New York 17, N. Y. 


The term BAKELITE and the Trefoil Symbol are registered trade-marks of UCC 


they're so uniform in size, thickness, 
and properties. Rejects stay at a mini- 
mum. That's why these sheets are be- 
ing used for such a variety of jobs— 
luminous ceilings, price tags, three- 
dimensional signs and drafting instru- 
ments. They're light and tough, with- 
stand handling, chemicals, oil. A damp 
cloth cleans them. They resist warping, 
cracking, and aging. 

You can get BAKELITE Rigid Viny] 
Sheets in a range of widths and thick- 
nesses — clear transparent, or colored 
translucent or opaque. They may help 
your product design — saleswise and 
functionally. Write for information to 
Dept. KD- 42 


BRAND 


Rigid Vinyl Sheets 
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Wheat field near 
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Four Lakes, Washington. 


How 2% million fewer farmers feed 30 million more people 


WO and a half million fewer farm- 

ers now have to feed 30 million 
more people. In just fifteen years, that 
many farmers have left America’s 
farms to work at other jobs. How does 
a dwindling number of farmers meet 
a growing population’s demand for 
more and more food? 

Mechanization, that’s how! By har- 
nessing millions of machines, they’ve 
increased farm production 30%, de- 
spite a labor loss of two billion man- 
hours a year. 

And trouble-free operation of all 
this machinery is what makes it pos- 
sible. That’s why every make of farm 


Only TIMKEN 














tractor uses Timken® tapered roller 
bearings—and why more and more 
implements are using them, too. 
Timken bearings reduce breakdowns 
because they roll the load, virtually 
eliminate friction. They also mean 
higher towing speeds, easier operation, 
less time lost for maintenance. And, 
in most cases, they last as long as the 
machines themselves. 

Timken bearings are designed to 
have true rolling motion, and they’re 
made with microscopic accuracy to 
conform to their design. 

To give Timken bearings their su- 
perior toughness, we make them with 


nickel-rich steel. And we’re the only 
American bearing manufacturer that 
makes its own steel. 

These are just a few of the reasons 
why machines equipped with Timken 
bearings are preferred by farmers. And 
that’s why farm machinery manufac- 
turers choose Timken bearings to help 
keep America on the go. The Timken 
Roller Bearing Company, Canton 6, O. 
Canadian — 
plant: St. 
Thomas, Ont. 
Cable ad- 
dress: ‘“T1mM- 
ROSCO”’. 


Timken bearings on tractor axle 


bearings roli so true, have such quality thru-&-thru 
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